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Sales Up Slightly 
Despite Weather, 
Recession Grip | 


Dealers Find Climate 
Improving, Profits 
Remaining Slender / 


By Robert M. Lienekt 

Associate Editor 
W-CAR sales are showing a 
modest improvement in Febru- 
ary although the market is still suf- 
fering from foul weather, unem- 
ployment and general economic 
jitters. 

That’s the consensus of dealers 
contacted last week by Automo- 
tive News in a survey of major 
marketing areas, 

The dealers also reported: 

1. A growing interest in compacts. 

2. Gains in used-car activity. 

3. Slim profits, with most dealers 
shooting for an average $200 gross. 

4. A marked pickup in showroom 
activity and intent-to-buy interest. 
5. High inventories with some ’60s 
still unloaded. 

6. An inclination to sit tight on 
promotion and advertising until 


ring returns. 
SP * * * 


EPORTS of sales gains last 

week were somewhat spotty, 
with more variations noted among 
dealerships than among makes. 
Some dealers said gains late last 
month made January their best 
such month in history. Others said 
business was off as much as 40 
percent in January, but that the 
market started coming around as 
this month opened. 

“January was the worst month 
we had in years,” said a Milwau- 
kee dealer. “Maybe that’s why 
February’s start looks so good to 
us.” 

A Peoria dealer, cheered by a 
pickup in showroom activity over 
the past two weeks, said, “It’s been 
my experience that three or four 
weeks after traffic improves, such 


activity turns. into sales.” 
* * 


ene is ™ question that the 
weather is playing a major role 
in influencing new-car business. 
Last week’s blizzard virtually wiped 
out business in the Northeast. In 
New York City, some dealers didn’t 
even open for business after a 17- 
inch snowfall. 

In Chicago, new-car sales were 
reported improving until a snow- 
Storm hit and knocked the bot- 
tom out-of the market. 

One Midwestern sales manager 
“Things have got to go up. 
And in the meantime I’ll send the 
boss a weather report.” 


Bad weather hit particularly hard 
(Continued on Page 49, Col, 1) 





Top Cars 


New-car registrations for 11 months, 
plus 31 states for December: 
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1959 
Pos. Make Pos. 
1—1,613,094 Chev. 1,379,167— 2 
2—1,351,391 Ford  1,399,136— 1 
3— 429,143 Plym. 375,334— 3 
4— 405,357 Rambler 347,072— 6 
5— 379,730 Pontiac 371,337— 4 
6— 344,064 Dodge 157,406— 8 
I— 336,101 Olds. 350,098— 5 
8— 252,619 Buick 238,123— 7 
®— 148,318 Comet ........ 

— 142,369 Mercury 150,616— 9 
M— 141,157 Cadillac 131,791—10 
R— 102,398 Stude. 126,701—11 
%— 75,720 Chrysler 61,628—12 

/M— 22,482 DeSoto  41,355—13 
1— 19,055 Lincoln 27,062—14 
16— 15,491 Imperial 17,620—15 

489,030 Misc. 625,840 
Total All Makes 
6,267,969 5,800,286 


Further details on Page 44. 
Speen 





New-Car Stocks 


In Field and in Transit, 
Domestic Makes 





































1,028,140 
995,913 
 ——"  —_— Previous 1960 
Month Month Month 






Current Records 
High (1,038,967) - - July 1, 1960 
Low (157,607) - - - Nov. 1, 1954 
© 1961, by Automotive News 
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DETROIT, FEBRUARY 13, 1961 


By Maynard M. Gordon 
News Editor 
EALER inventories of new do- 
mestic cars have reached a high 
in terms of days’ supply, with an 
estimated 1,028,140 units on hand 
or in transit as of Feb. 1. 

The latest tabulation by Auto- 
motive News shows that this was 
the equivalent of a 68%-day sup- 
ply at the January selling rate, 





Car Output Trimmed Again; 


Only 380,000 


By Martin L. Whitmyer 
Staff Writer 
ONTINUED heavy inventories in 
dealers’ hands are forcing fur- 
ther slowdowns in factory assembly 
operations. Sizable upturn in output 
is not expected until early April. 

The industry started February 
in hopes of producing 430,000 cars, 
but that goal now has been re- 
duced to nearer 380,000 units. 

The current forecast for March 
is 480,000 cars, but even if that 
total is attained, the first quarter 
would hit only 1,274,000 cars, or 9 





Service Interest 


Reported at High 


35,000 Are Expected 
At ASIS This Week 


By Jack Weed 
Service Editor 

OS ANGELES.—The Pacific Au- 

tomotive Show, which opens in 

the Memorial Sports Arena here 

Wednesday (Feb, 16), is expected 

to draw 35,000 to 40,000 jobbers and 

allieq tradesmen during its four- 
day run, 

In all respects, said J. K, Wil- 
kinson, Pomona, president of the 
sponsoring jobber association and 
head of Pomona Motor Parts, 
this will be the largest interna- 
tional Automotive Service Indus- 
tries Assn. Show ever held and 
the largest booth show in history 
on the West Coast. 


The heavy expected attendance, 
Wilkinson said, comes about be- 
cause more service people are look- 
ing for new tools and shop equip- 
ment which can cut down mechanic 
time on jobs and because jobbers 
are looking for additional “hot” 
items to augment their lines. 

* * * 


‘THE record number of exhibitors 

and booths, said J. Leonard Gib- 
son, executive manager of the 
show, results from the great num- 
ber of West Coast manufacturers of 
parts and other automotive prod- 
ucts who find it profitable to ex- 
hibit here but who do not bring 
their exhibits to ASI shows in the 
East. 

The show has been a sellout for 
60 days, with some 504 exhibitors 
planning to show their wares in 

1,157 booths, This tops the previ- 
ous record ASI Show—last year 
in New York’s Coliseum—by 43 
exhibitors and 14 booths. 

The show also has the largest 
jobber sponsorship that any West 
Coast ASI show has ever had, with 

(Continued on Page 49, Col, 1) 


This Month 


percent below the original goal of 
1.4 million assemblies during the 
first quarter of this year. 

* * * 


Bee OUTPUT last week dropped 
below the 100,000 unit-a-week 
level for the fourth time this year. 
Car output last week totalled an 
estimated 95,384 units for a 5.3 
percent decline from-the previous 
week’s 102,712 assemblies, and 37.8 
percent below the week ended 
Feb. 13 a year ago, when the in- 
dustry built 153,378 cars. 
Contributing to last week’s decline 
were weeklong shutdowns of as- 
sembly operations at Studebaker in 
South Bend; Rambler at Kenosha; 
the Buick-Oldsmobil1e-Pontiac 
“field” plant at Linden, N. J.; Ford 
Motor Co. plants at Dearborn, Kan- 
sas City and St. Louis, and the 
Chevrolet plant at Tarrytown, N. Y. 


Plants working short workweeks 
were Chevrolet at Janesville, Wis.; 
Kansas City, Framingham, Mass. 
and St. Louis; Ford Motors units 
at Mahwah and Metuchen, N. J.; 
Plymouth in Detroit; Imperial in 
Detroit, and Chrysler Corp. units 
at Los Angeles, Newark, Del., and 
St. Louis. Some plants were down 
due to snowstorms while others had 
been scheduled down for inventory 


adjustments. 
* * Ea 


Ano week of progressively 
dwindling auto output also is in 


store this week, with General Mo- 
(Continued on Page 53, Col, 1) 
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which was the slowest in seven 
years for that month. 


Numerically, the stockpile was the 
second highest at the beginning of 
February. The alltime peak, 
amounting to only a 49-day supply, 
was recorded last July 1 when in- 
ventories totalled 1,038,967 domestic 
cars. 

* Ed * 

MONG the unsold new cars at 

the end of January were an 
estimated 55,000 new ’60 models, 
reduced by 45,000 from the New 
Year’s float. The ’60 increment had 
been a nuisance all during the ’61 
introductory season, but it now has 
been boiled down to “bits and 
pieces” for most dealers. 


As the inventory tore through the 
roof in the last 10 days of January, 
factory executives gave belated re- 
cognition to the growing problem 
by singling out as reasons for sales 
slowdowns the following: Blizzards 
in the East, recession psychology 
and failure of the new compacts to 
excite the market. 


All. factories have acted to re- 
lieve the crisis by instituting 
sharp production cuts, although 
Chevrolet sales executives are 
known to feel their division’s 
47-day supply is insufficient to ac- 
commodate any spring upturn in 
consumer demand. 

*‘T have pleaded with Detroit to 
send us more Monzas, Impalas and 
wagons,” a Chevrolet field executive 
said last week, “but they seem to 
be going e going along with this cutback 


New Wage Bill 


Includes Dealers 


7S. — The Kennedy 
minimum-wage proposal would 
cover employes of car dealers who 
have $1 million in annual gross 
volume of sales exclusive of excise 
taxes at the retail level which are 
separately stated. However, specific- 
ally exempted from overtime cover- 
age are salesmen of autos and 
trucks employed by a retail or serv- 
ice establishment. 

Except for the inclusion of car 

(Continued on Page 6, Col. 1) 











Miami Show Draws 100,000— 


Attendance at this year's Miami International Sports Show jumped 29 percent to 
an estimated 100,000, acterding to Manny Sherman, who produced the show for the 
Miami Automobile Dealers Assn. A year ago the turnout was 77,350. This is a view 
of the main floor of the ‘exhibit, 
time along with imported makes. 


where domestic compacts were shown for the first 
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mania. My dealers will be dying for 
the hot models around May Day.” 
* * * 


SIDE from Monzas and Thunder- 
birds, all other entries have 
zoomed in days’ supply. The new 
luxury compacts, for example, have 
spurted to five-month and six-month 
levels in the teeth of virtual selling 
paralysis. 
Buick’s Special sold only 1,300 
units a week last month and Dodge’s 





Lancer only 1,100. Both Buick and 
Dodge had counted heavily on their 
new compacts to sustain overall 
volume in 1961. Tempest sales total- 
led 7,900 and F-85 sales 7,400 in 
January. 

Dealers themselves unanimously 
reiterated a preference’ for a 30- 

(Continued on Page 4, Col, 1) 


Braden Heading 
Merged Chrysler, 
Plymouth Sales 


By John K. Teahen Jr. 
Associate Editor 

HRYSLER CORP. last week an- 

nounced the formation of a 
combined Chrysler-Plymouth field 
sales organization. The move was 
viewed in some quarters as a major 
step toward a merger of the two 
divisions. 

Heading the new field force 
is E. M. Braden, formerly Chrys- 
ler-Imperial general sales mana- 





E. M. Braden 


R. B. McCurry dr, 


ger. Robert B. McCurry jr., who 
has been Plymouth general sales 
manager, is field operations direc- 
tor of the Chrysler-Plymouth or- 
ganization. 

Both Braden and McCurry will 
report to E. C. Quinn, vice-presi- 
dent in charge of the corporation’s 
sales divisions. 

* * * 
HE consolidation of field activ- 
ities brought increased specu- 
lation that a full merger of the 
divisions may not be too far away. 
Such an action, observers say, 





Chrysler earns $32.2 million....P. 8 
New litigation 





would be a natural step in the 
corporation’s cost-cutting program. 


But another source contended that 
no such move is contemplated, He 
argued that the greatest economy 
that could arise from a merger is 
the establishment of a single field 
force, and that has now been done. 


Before last week’s action, the 
divisions maintained two whole- 
sale organizations to serve prac- 
tically the same group of dealers. 
At the beginning of this year, 

Plymouth had 1,596 one-line deal- 

erships and 1,977 duals with other 

Chrysler Corp. lines. All but 13 of 
(Continued on Page 4, Col, 3) 
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Dann Upheld in Two Cases... 





Newberg Sues Colbert on Ouster 


barge? C. NEWBERG sued 
L. L, Colbert for $5% 
as the highlight in a rash of legal 
activity in the Chrysler case last 
week. It was the 12th suit in Chrys- 
ler’s conflict-of-interest controversy. 
Newberg, who was ousted as 
Chrysler president last June after 
nine weeks in the job, is suing 
Colbert, president and chairman 
of the company, for present and 
future earnings, charging that 
Colbert conspired to oust New- 
berg to silence stockholder com- 
plaints about the Colbert admin- 
istration. 

Besides the Newberg-Colbert ac- 
tion, there were these developments 
in the Chrysler case last week: 

1. Sol A. Dann, Detroit attorney 
who has been one of the chief crit- 
ics of Chrysler management, won a 
ruling in a Federal Court of Ap- 
peals that he had a right in 1956 
to sue Studebaker-Packard. 

* OK * 


a ruling in the case, which has 
been in the federal courts for 
almost five years, was termed sig- 
nificant by Dann. He said it has a 
bearing on the Chrysler situation 
because it paves the way for pos- 
sible contests in Federal courts on 
proxy-ballot counts and other com- 
pany actions. 


The opinion of the appeals court 
scolded lower-court neglect and de- 
lays in handling suits by stockhold- 
ers, 

2. Chrysler sued Jack W. Minor, 
who was ousted last September 
as marketing director of the 
Plymouth-DeSoto-Valiant Divi- 
sion in a conflict-of-interest dis- 
pute. The company is seeking to 
recover the profits which Chrys- 
ler says Minor obtained from his 
outside interests. 

3. Chrysler filed an answer to the 
$200,000 suit brought by Minor, 
charging that he was wrongfully 
dismissed. The company also asked 


million | 


|from the Chrysler stock-savings 
plan. 


* * * 


Four. A Delaware court ruled in 
favor of Dann’s action to gain 
access to the list of the 86,500 per- 
sons and firms who hold the 8,895,- 
000 outstanding shares of Chrysler 
stock. Gaining access to the list of 
stockholders is a common first step 
in launching a proxy fight to un- 
seat corporate management, 

5. Dann fired off a letter to 
Chrysler directors, asking that 
the firm’s annual meeting, now 
scheduled for April 18, be post- 
poned for at least six months 
after he receives the stockholder 
list. The request was made before 
the Delaware court ruled that 
Dann could see the list. 

Dann also took the first step to- 
ward waging a public fight to ob- 
tain sufficient proxies to unseat 
Chrysler management at the up- 
coming annual meeting. He filed 
the proper form with the Securities 
and Exchange Commission, a legal 
preliminary to any public proxy 
solicitation. 

6. Robert Markewich, a New 
Yorker and Chrysler shareholder, 
filed a new suit against Chrysler 
and certain company officials. He 
demands that any funds that have 
been misappropriated be returned 
to the company. 

* * 


Parallel Charges 


. of the charges made by 
Newberg in his suit against Col- 
bert parallel those made in an ear- 
lier suit by Newberg. In that action, 
Newberg seeks to void an agreement 
which calls for him to pay Chrys- 
ler $455,000 in profits which he ob- 
tained from interests in two sup- 
plier firms, 

Colbert termed the charges in the 
second suit “baseless and fantastic.” 
The suit was filed in Oakland Coun- 
ty (Pontiac) Circuit Court. 

The Newberg suit charges that 


| chairman of Chrysler, “collaborated 


dominating and controlling voice 
in the direction of the policies of 
the corporation and in the selec- 
tion of its directors, officers and 
key personnel.” 

The bill notes that Colbert joined 
the Chrysler organization when 
named resident attorney after serv- 
ice with the Kelley, Drye firm and 
charges that the law firm and K., T. 
Keller, one-time president and 


intimately in advancing and pro- 
moting ... Colbert to the office of 
president in the year 1950 and in 
continuing .. , Colbert in that of- 
fice during the ensuing years.” 

* * * 

HE suit reviews the stockholder 

complaints made prior to and 
during the 1960 annual meeting and 
charges that, after last year’s an- 
nual meeting, Colbert feared that 

he would be removed from office 
unless he took some action on the 
complaints. 

The Colbert forces hit upon the 
idea of promoting Newberg to the 
presidency and making Colbert 
chairman of the board, the suit 
charges in order to: 

1. Appease stockholders who 
wanted Colbert ousted. 

2. “Recognize the long standing 
request of many shareholders, 
Chrysler dealers and numerous 
devoted Chrysler personnel that 

(Newberg) be placed in charge of 
Chrysler operations.” 

3. “Stifle and suppress the de- 
mand for a wholesale, corporation-‘ 
wide investigation into charges of 
corruption and mismanagement.” 

Newberg also says that he was 
reluctant to move up to the presi- 
dency. 

x * ok 
Sees suit says that the change in 
titles was made last April but 
that Colbert never gave up control 
over the company, It soon became 
apparent that the dissident stock- 
holders would not settle for the 





Kelley, Drye, Newhall and Ma- 
ginnes, the Chrysler law firm 





dismissal of another Minor suit in 
which he is seeking about $25,000 


from the time of its incorpora- 
tion, has always “exercised a 





Sales Incentives Offered 


By Ford, Chevy, AMC 


DETROIT. — Ford Division has 
instituted a rebate program for) 
dealers, and Chevrolet and Rambler 
are offering vacation trips and mer- 
chandise prizes. 

In Ford’s February campaign, 
dealers will receive $100 for each 
over-quota sale of standard-sized 
models up to 20 percent. Thus, a 
dealer who meets a 20-car quota 
would get $100 for each of his 
next four sales. 


Falcon sales bring no bonus, but 
dealers must reach their Falcon 
quotas to be eligible for the $100 
payoff on standards, A dealer who 
misses his Falcon objective will re- 
ceive only $50 for over-quota sales 
of big cars. 

Chevrolet’s contests are conduct- 
ed on a regional basis. In the North 
Central Region, dealers can win 


Rambler American 


Discount Boosted 


DETROIT. — American Motors 
has increased the dealer discount 
on American Super and Custom 
models to 23 percent, including a 
one percent holdback. Dealers will 
receive price adjustments on mod- 
els in stock. 


The former discount on those 
units was 21 percent, including the 
holdback. The American Deluxe se- 
ries, AMC’s lowest-priced line, con- 
tinues to carry a 20 and one dis- 
count. 

The eight compact lines produced | 
by Big Three manufacturers also 
have a dealer discount of 20 and 
one. The National Automobile Deal- 
ers Assn. and several state associa- 
tions have urged the factories to 
boost the discount on their smaller 
cars—preferably to the “historic” 25 
percent level. 








trips to Nassau and sales man- 
agers can earn trips to Florida. 

Dealers are divided into groups 
within the region, and winners 
are determined by the best per- 
formance against a factory-as- 
signed quota. The vacation trips 
are for two persons. 

Rambler salesmen receive mer- 
chandise points for appraisals, with 
a limit of five appraisals per de- 
livery. In addition, an American 
convertible will be awarded to a 
salesman in a drawing held in each 
region. The contest ends Feb. 28. 








Business Barometer 


Automotive News Economic Index — 


101.6 Percent of Last Week 
92.0 Percent of Like Week Last Year 


Auto Production ........... er 100,712 104.7 61.3 
Truck Predaction ............ c 23,024 121.0 80.2 
Auto Registrations—Year to date.. 6,267,969 108.1 
Truck Registrations—yYear to date. 903,479 ae 99.2 
Steel Production—Tons ......... 1,492,000 101.8 55.6 
Lumber Production—Board feet... 197,830,000 98.9 79.8 
Paperboard Production—Tons.... 313,152 99.8 97.6 
Soft Coal Output—tons ........ 7,066,000 99.6 79.1 
Oil Refinery Output—Barrels ..... 54,270,000 101.7 107.6 
Electric Output—kilowatt hours.... | 15,072,000,000 98.1 106.1 
Barometer Freight Car Loadings 278,940 97.5 77.4 
Department Store Sales Index .. 103 96.3 92.8 
Stock Market Price Index....... 125.5 101.5 110.0 
U.S. Government Spending $55,558,076,000 101.2 
—Fiscal year to date ........e005 
Commercial and Industrial Loans $31,150,000,000 99.0 104.4 
Savings Deposits ................ $33,544,000,000 100.4 111.3 
Used-Car Prices—Average........ $1,040 94.5 93.5 
Business Failures ................ 368 92.0 115.7 
Common Common 
Stocks Feb.8 Feb. 1! 1960-6! Range | Stocks Feb.8 Feb. 1! 1960-61 Range 
AMC....... 17 175% 29-161 eit. 48 48  50%-38% 
Chrysler... 422 39, 71%-37% | Mack...... 38% 38 52%%-29% 
Pord....... 68 69% 992%-60% Fee 7% 7% 242- 6 
See 43%, 43, 55%-40% White...... 49% 49%, 673/,-36 


(Feb. 13, 1961) 


change in titles, Newberg says. 

Newberg charges that he and 
Colbert. soon came into disagree- 
ment on Colbert’s value to the 
company. Newberg says that he 
felt and was ready to make 
known to independent directors 
that “Colbert’s services were not 
only unnecessary, but that the 
best interests of the corporation 
required that Colbert be relieved 
of all authority and his compen- 
sation either greatly diminished 
or altogether eliminated.” 

Another area of disagreement, ac- 
cording to Newberg, was what type 
of investigation should be conduct- 
ed at Chrysler. Newberg said that 
he favored a “full and complete in- 
vestigation” while Colbert favored 
“no investigation or a ‘whitewash- 
ing’ of the allegations.” 

ok * ok 


Threat to Colbert? 


EELING that Newberg was “an 
absolute threat to his continued 
(Continued on Page 52, Col. 2) 
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|do you mean? 








Independents Install Officers— 


Dick Keller, second from left, outgoing president of the Kern County Used Car 
Dealer's Assn. in Bakersfield, Calif., presents the gavel to Onis Smith, third from 
right, newly elected president. Others from left, are Jim Montijo, secretary-treasurer; 
Keller; A. J. Veglia, Registrar of Motor Vehicles, State of California, who was the 
installing officer; Smith; Ezra Galpin, vice-president, and Leonard Cravens, President, 


Independent Automobile Dealer's Council 


Most Hit Operation... 


of California. 


Makers on Discount Houses 





Epitor’s Notr: Opposition to 
sale of new cars through discount 
houses or commercial referral es- 
tablishments is both vocal and 
powerful. To date auto makers 
have kept close watch on the flow 
of new cars through general 
merchandise outlets. Here is what 
they have to say, in this fourth 
report on the discount houses by 
AvuTomoTivE News’ West Coast 
Editor. 

* * * 
By William Carroll 
West Coast Editor 

OS ANGELES.—“We have no 

comment to make about the 

situation,” a spokesman for Gen- 
eral Motors told Automotive News, 
when questioned 
about the corpo- 
ration’s inter- 
est in the sale of 
new cars through 
discount houses. 

A Ford spokes- 
man evidenced a 
more positive viewpoint when he 

said, “We are opposed to the sale 
of Ford products through other 
than Ford dealers. The company is 
making an investigation of the sit- 
uation for the purpose of deter- 


No. 4 


ina 


Series 





Dealer Corrects 
Story on Source of 


Discount Cadillacs 


LOS ANGELES. — Through an 
omission in transcription, a report 
on a tape recording carried in the 
Jan. 30 issue of Automotive News 
indicated that the Cadillac factory 
branch in Los Angeles had delivered 
cars to a discount operation when 
this was not the case. 

John Cochrane, Dodge dealer in 
Fullerton, Calif., who made the tape 
recording available, said last week 
that the portion omitted revealed 
that the cars were obtained from 
a leasing company. 

The conversation was between 
Cochrane and a man described as 
Joe Myers, general manager of the 
automotive division of a discount 
operation. 

Here is the pertinent part of the 
conversation as it should have read: 

Myers: Our people don’t buy many 
big cars. 

Cochrane: No? 

Myers: A few Cadillacs. 

Cochrane: Cadillacs? Where do 
you get them? 

Meyers: Through the factory! 

Cochrane: The factory? The fac- 
tory branch? 

Myers: That’s where we pick them | 
up. 

Cochrane: From a dealer?—What 


Myers: Through a leasing com- 
pany. We buy for $430 over. We'll 
sell more Cadillacs than the dealer 


down here will this year. Mark them | 


$730 over. 
Cochrane: Where will these people 
get service in this area or section? 
Myers: That’s going to be a prob- 
lem. 








(Tape continues.) 


mining what appropriate action 
may be taken.” 

Chrysler’s spokesman said, “We 
have nothing to say on this sub- 
ject.” 

“We carefully survey all mar- 
kets to determine the number of 
dealers the market will accept, 
based on profit potentials,” said 
an American Motors executive. 
‘Discount houses upset these 
surveys and we don’t think this 
is the way to do business, as it 
will jeopardise the franchise sys- 
tem of selling new cars.” 

A Studebaker-Packard s pokes- 
man said, “I think these things 
are a disgrace to the automobile 
business. Because it is the franchise 
dealer who Sells the car in the first 
place, it’s not easy for the factory 
to take action, The dealer has the 
legal right to sell cars to anyone 
he wishes. It appears that legisla- 
tion may be the only answer.” 

* * * 

[He manager of a local dealer 

association said, “Local factory 
people don’t like discount house 
sales of new cars because they 
know it’ll demoralize the business. 
It would be impossible for them to 
justify a new dealer’s investment 
in the business, when competition is 
a guy down the street with only a 
telephone and no overhead.” 

Behind the rather peaceful 
statements of factory men and 
awareness of the association 
manager Was a flurry of action. 
As discount house operations in 
Orange County began to speed 
up in September, area dealers 


began to lose sales. 
The last straw came November 
10, 1960, 
That was the day GEMCO, in 
Anaheim, had a full-page advertise- 
(Continued on Page 51, Col. 1) 


TV Payload— 


Three Goodyear Tire & Rubber Co. & 
ecutives look over a map showing the 
198 television stations which will cart 
a commercial the evening of Feb. 27 0° 
trucks and the men who drive them. T 
be presented during the Pete & Glady 
situation comedy over CBS-TV, the commer 
cial represents a $50,000 grant by Good 
year to the American Trucking Assn. Foun 
dation. Studying the map, from left, are 
K. C. Zonsius, advertising director; G. A 
Hudson, truck tire sales manager, and 
O. E. Miles, vice-president. 
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N THE course of the NADA|are just as sincere as are Burke’s, | 
I convention and stimulated a bit| but I also feel that the press has| 
py the distillate of grain, Larry|a right—even a duty—to inquire| 
Burke, auto writer of the San Fran-/into the plans of anyone who calls | 
cisco Chronicle took the “Eastern”|a press conference, When you in-| 


Dealer Forum 


by Robert M. Finlay 






(anything east of Donner Pass)| vite the press to meet you, you 
press gently to task for the barbed | should have the answers handy. 


questions they put to some of the 
factory men who held press con- 
ferences. 

For example, when Sherwood Eg- 
pert, new president of Studebaker- 
Packard, suggest- 
ed that he would 
go after defense 
business, &@ mem- 
ber of the “East- 
ern” press asked: 

“Your predeces- 


sor also was in- 
terested in going 
after defense 





business. Do you 
have some reason 
for thinking you 
will be more suc- 
cessful than he?” 

Egbert tried to field the question 
discreetly and modestly, although 
from a group of S-P executives 
came this in gravelly tones: “Tell 
him, hell, yes.” 

“You know,” said Burke, “out 
here we are all for S-P. We think 
it would be a disaster if the com- 
pany went under. So we’re hoping 
with all our hearts that Egbert 
succeeds. We wouldn’t think of ask- 
ing him questions that would hurt 
him,” 

This is recounted here because it 





Sherwood Egbert 


illustrates Something about that) 


great city that sprawls over the 


seven hills on San Francisco Bay. | 


This is a city of beauty and fasci- 
nation, but I feel that the thing 
that makes the city one of the 


greatest of our day is the spirit of | 


tolerance. 

Those who have guided the 
destiny of San Francisco laid out 
a welcome mat for other cultures 
and talents and ideas from other 
lands, There is an air of freedom 
and faith in San Francisco and, 
while I dislike embarrassing 
Burke, I feel he typifies this open- 
heartedness and openmindedness. 

Burke got to chatting with a 


dealer, who is a former Navy man, | 
and Burke revealed that he was in | 
for two hitches. He signed up again | 


when the Korean war started. The 
Navy men asked him: ‘“What’s the 
matter, couldn’t you make it on the 
outside?” 


Needless to say, Burke had made 
it, and loved it, and he also was 
willing to fight for it. 


* * * 


The Case for Barbs 


ND yet while I salute Burke 
and the city he loves, I have 
to be counted among the “Eastern” 
press, for I was among those asking 
the barbed questions. I feel that 
my best wishes for Egbert and S-P 
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Like Bishop Pike, I despise 
those who would restrict the 
“freedom to hold the view that 
seems most intellectually honest,” 
but the press, in effect, holds up a 
mirror to the man being inter- 
viewed. 

If he deserves it, he gets a good 
image. 

One of the dangers of the job 
of the corporate top executive is 
that he has so many people building 
him up that he gets out of touch 
with the common things of life, like 
the people who buy his product, 

So it is good for him at times 
to face the barbed press, who, like 
a nagging wife, give him the humil- 
ity that he needs to communicate 
with the people. 


* * * 


A Past and a Future 


NCIDENTALLY, the Ford Divi- 

sion boys are starting to expose 
Lee Iacocca, 36-year-old Ford gen- 
eral manager from Allentown, Pa., 
and what an image he leaves. 
Don’t let the al- 
ligator shoes fool 
you. 

He took all 
questions as they 
;came, demon- 
strating the most 
| penetrating grasp 
of the auto busi- 
ness to come 
along in many a 
year. 

He has come a 
long way fast, 
and he looks like he still has a long 
| way to go. 


Lee Iacocca 


* « 


| Firm Stand 


excutive of one company who 
is being sought for the presidency 
|of another got some gratuitous ad- 
|vice from a public-relations man. 
His reaction: 
| “I’m sick of this public-relations 
crap. I don’t want the job, and I 
don’t care who knows it.” 

He’s right, too, in the sense that 
talk about images and communica- 
tions tends to become bull if we 
make it too complicated. The ex- 
| ecutive in question is a natural. He 
| grasps problems quickly and takes 
a direct line toward solution by 
| talking it out with the people con- 
|cerned. So he may well scoff at 
|those who have to communicate 
with a touch of hocus-pocus. 

* * * 





Manliness 


AN FRANCISCO does something 

wonderful to people. Like on the 
cable cars. Saw a Baltimore dealer 
leap off a car and hold up his 
hand to help a strange woman off. 
And then leap back on to the rail- 
lery of his fellow dealers. 

On the other hand, a female ac- 
quaintance told me that one of the 
dealers helped her off with a gentle 
pat on the bottom. 


* * * 
Billy’s Special 
ILLY MITCHELL, of Waltham, 
Mass., was so fond of this quote 
that he dropped into the press room 
and typed up copies for friends: 
“Count that day lost when the 


at cost and business done for fun.” 
* Bo x 


Nothing Like People 


NE of the finest tributes to a 

group of people I have 
heard came from John C. Moore jr., 
who is manager of the South Da- 
kota dealer association. 

I had always thought of South 
Dakota as a bleak, forbidding land, 
but John said he would never leave 
it, and thereby hangs a tale. 


John and I were standing out 





(Continued on Page 16, Col. 2) 





Wits reference to images, an ex- | 


low descending sun sees goods sold | 


ever | 





R. I. Dealers Debate 


Open-House Plans 


PROVIDENCE.—M any Rhode 
Island dealers will observe Open 
House week during the week of 
Feb. 20 with red, white and blue 
decorations in observance of 
Washington’s birthday, 

| This year’s observance is up to 
the individual dealers, according 
to the Rhode Island Automobile 
Dealers’ Assn. Some dealers feel 
that the week is early for a 
spring sales promotion, especially 
this year when Rhode Island has 
been shovelling itself out of snow- 
banks since the first of the year. 


By John E. Walsh 
Staff Writer 

HE nation’s auto dealers will be 

in the driver’s seat in a giant] 
sales-promotion campaign designed | 
to get the entire American economy | 
back into high gear. 

The “Drive America to Prosper- 
ity” program is scheduled to start 
in mid-March and run through 














Northern California Dealers Elect— 


Newly elected officers of the Northern California Motor Car Dealers Assn. are, 
from left, Gil Ashcom (Rambler), Berkeley, vice-president; James C. Scripture (Oldsmo- 
bile), San Rafael, treasurer; Jack M. Roth (Chevrolet), Merced, president, and George F. 
Erb (Chrysler-Plymouth), Roseville, secretary. Roth succeeds James Buchanan (Cadillac- 
Oldsmobile), Hayward, who completed two one-year terms. Directors include George 
Little, Eureka; Charles E. Niles, Santa Rosa; Ben Celli, Oakland; Richard W. Giberson, 
Chico, and Rolland D. Patterson, Placerville. 


NLRB Deciding on Role 
Of Houston Dealer Assn. 


ized dealers outside the Houston 
area would gain all the business 
t é that they would lose due to the 
Board in Washington has been| higher expenses they anticipate 
asked to rule whether the Houston | ynionization would cause. 
Automobile Dealers Assn. may deal | . - & 
with wages, hours and working 
conditions for its members within 
the meaning of the federal labor 
|law as the result of a hearing aris- | 
ing from attempts to organize new- 
| car salesmen in the Houston area. 
According to John Burst, NLRB 
field examiner, a rec- 
ord of the hearing 
has been sent to 
Washington. Before 
representation elec- 
tions can be sched- 
uled, the national office must decide 
whether the association can be 
classified as an “employer” and deal 
with the union for all employes of 
its members. 

In all, the union, Local 501, Au- 
tomobile Salesmen Union, Retail 
Clerks International Union, has 
filed petitions with the NLRB for 
elections at some 50 dealerships. 
Alternatively, it has asked for a| 
joint association-wide vote. 

Hoping to beat the union to the 
punch by holding elections before 
the union wants them, 12 dealers 
have filed election petitions of 
their own, The dealers believe | 
they have an excellent chance of 
winning these elections, and that 
this would discourage further 
union activity. 

Representatives of the union and 
dealers “dickered” over various 
| technical issues during the NLRB 
hearing. However, they were able 
to reach agreement on virtually |, 
every technical point, according to| 
one representative. 

Dealers and union organizers dis- | 
|agree over the probable effect a 
| successful drive would have on the 
prices of the cars. 

“The union wants a better deal 
for the salesman, but who pays for | 
it?” a dealer asked. “The consumer 
| does, that’s who.” 

Donald Hofer, RCIU representa- 
tive, contends, “It won’t affect the 
| buying public at all, The dealer will 
| just have to split some of his prof- 
| its with the salesmen, that’s all.” 

| Other dealers fear that nonunion- 


By Francis J. Gawronski 
Staff Writer 


HE National Labor Relations 


More Sales 


OFER contends unionization 
will benefit the dealers because 
| they “will sell more cars, lose less 
|money and time on turnover of 
| salesmen, and thus spread any ad- 
ditional overhead over the income 
from more sales.” 

Both sides are confident of 
winning the coming bargaining 
elections. 
| “We've got them beaten and I 
| think they know it,” W. D. Deakins 
| jr., dealer attorney, said. 

“The union has no possibility of 
succeeding,” he added. “They’ve 
lost in Kansas City, they’ve lost in 

(Continued on Page 50, Col, 4) 


On the House... 
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Wembhoft 
received $4,000 from these divisions, making a total of around 


$12,000 for the year. When my ac 
for 1960, I had a $12,000 profit lef 





five percent, I would have had a p 


Wine 4s 


to borrow money and pay interest 
Webster concluded. 
* This column will be vacant for 





Appraisals Bring Dividends 


Showrooms to Trigger 
Spring Sales Drive 





A 5 percent holdback by the factories on new cars 
“can solve all the dealers’ problems and put them 
on a sound financial basis,” declares H. C. Webster, 
Oldsmobile-Buick-Chevrolet dealer for 30 years in 
North Vernon, Ind. Endorsing a suggestion by John 
Lehman, manager of the Akron dealer association 
(On the House, Jan. 23), Webster says in part: 

“Here is the reason why it will work. I have 
just received from Chevrolet $8,300 for my one 
percent holdback in 1960. At no time during 1960 
did I, my sales manager or any of my salesmen 
ever consider the one percent profit. Since I am 
also an Oldsmobile and Buick dealer, I have just 


for the one percent holdback, I would not have had any profit at 
all on about a $300,000 investment .. . 


“Holding back five percent by all factories... 
more realistic in our appraisal of used cars; it will cut down shop- 
And certainly no dealer would give away something he 
does not get until the end of the year; no one would be silly eneugh 


takes a Caribbean cruise (not as a pirate). 


April, according to its originator, 
Merrick Co., Cleveland, one of the 
largest suppliers of display and 
promotion materials to the auto 
industry. 

At least 14 manufacturers of na- 
tionally advertised products will 
participate in the promotion to 
bring new-car prospects into dealer 
showrooms, said Joseph H. Meyer, 
Merrick marketing director. 

“Buyer’s Dividends” are the heart 
of the campaign, and the dealers 
are the sole distributors. 

Each owner who has his auto ap- 
praised by a dealer receives a “wal- 
let” containing 25 or more dividends 
which entitle him to a “bonus” on 
the purchase of products specified 
by the participating manufacturer. 

*K ok * 


HE dealer handles no merchan- 

dise; he merely puts the divi- 
dends into the hands of the pro- 
spective buyer of both a car and 
the manufacturer's products. 

If the prospect were to buy 
each of the products for which 
he has a dividend, Meyer said, he 
would save a total of more than 
$100. The value of the dividends 
ranges from 25 cents to $20. 

The participating manufacturers’ 
products may be purchased wher- 
ever the buyer chooses, Meyer said. 
He then sends proof of the pur- 
chase together with the dividend to 
the manufacturer and receives his 
“bonus.” 

In some cases, the buyer will re- 
ceive cash, and in others he will get 
additional merchandise at no extra 
cost. 

At the moment, said Meyer, the 
dividends are being offered by the 
following firms: 

Argus Camera, Inc.; Clauss Cut- 
lery Co.; Hoover Co.; International 
Silver Co.; Motorola, Inc.; Norge 
Division, Borg-Warner Corp,; 
Owens-Illinois Glass Co.; Pet Milk 
Co.; Polaroid Corp., Wear-Ever 
Aluminum, Inc.; Westinghouse 
Electric Corp., and Westclox Divi- 
sion, Genera] Time Corp. 

Meyer said dividends will be re- 


deemable at least until June 30, 
and that some manufacturers will 
honor them after that date. 

*x * * 


B. PENNINGTON JR., Mer- 

* rick president, said the promo- 

tion attacks the current business 
slump on two fronts, 

“First, it gives the dealers the 
greatest incentive to get a record 
number of appraisals right now,” 
he added. 

“Second, each person who has an 
appraisal walks out of the show- 
room with more than $100 in extra 
value which can only be converted 
into bonuses for him when he 
makes a purchase or becomes a 
prospect for other nationally ad- 
vertised merchandise. 

“To realize the full value of these 
dividends,” Pennington continued, 
“a person would have to spend ap- 

(Continued on Page 53, Col, 3) 

















countant took off my statement 
t after taxes. If it had not been 







If the holdback had been 
rofit of $60,000 for the year... 
will also make us 









on it until he gets his reserves,” 







a few weeks while the conductor 






—Pete WemMuorr, Editor, 
Automotive News 
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Dealers Loaded as Sales Drag... 





68-Day Supply Marks 
Inventory Zenith 


(Continued from Page 1) 


day supply at months’ end, with 
their individual stockpiles rang- 
ing in some cases up to 90 days. 
An Automotive News sales sur- 
vey, however, found the majority 

of dealers more or less resigned 
with fingers crossed—to the re- 
currence of a million-plus inven- 
tory. 

The February accumulation of 
nearly 1,030,000 domestics was 3.2 
percent higher than the Jan. 1 level, 
33.1 percent above the February 
total a year ago and 18.1 percent 
above the previous February record 
of 870,399, attained in 1956. 

a * * 

At every press session during the 
General Motors Motorama in Los 
Angeles and the National Automo- 
bile Dealers Assn. convention in 
San Francisco, dealer inventories 
figured prominently in the discus- 
sion. Here is what each industry 
leader had to say: 

* * * 


General Motors—Jan. 26 

HAIRMAN Frederic G. Donner: 

Our inventories are high his- 
torically. However, you must re- 
member we have 125 models that 
we are selling today, as against 
less than 100 two or three years 
ago. 

Now, as you multiply the choices 
and add to that the options for 
transmissions, power steering, col- 
ors, trim and so on, it’s necessary 


New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 





Dealers 

Cars Cars In Total 

In Transit Potential 

Period Field to Inventory 

Ending Stocks? Dealers Stocks 
dan, 1, ’50.... 251,754 188,500 440,254 
duly 1, ’50.... 311,084 167,500 478,584 
dan, 1, °51.... 305,888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly 1, ’51.... 357,606 90,700 448,306 
Jan. 1, ’52.... 224,968 31,000 255,968 
April 1, ’52.... 213,391 83,000 296,391 
duly 1, ’52.... 193,462 84,500 277,962 
dan, 1, ’53.... 291,671 83,300 374,971 
April 1, °53.... 445,882 89,300 535,182 
duly 1, '53.... 479,698 82,800 567,498 
Oct. 1, °53.... 519,037 60,900 579,937 
dan. 1, '54.... 428,125 36,600 464,725 
April 1, ’54.... 541,911 64,000 605,911 
duly 1, ’54.... 445,665 62,500 508,165 
Oct, 1, '54.... 267,469 29,000 296,469 
Jan, 1, ’55.... 293,881 68.500 362,381 
April 1, ’55.... 544,038 99,500 643,538 
duly 1, '55.... 736,591 77,000 $13,591 
Oct. 1, ’55.... 489,475 48,900 538,375 
dan, 1, '56.... 755,177 53,300 808,477 
Feb, 1, ’56.... 801,499 68,900 870,399 
Mar, 1, ’56.... 340,089 63,700 903,789 
April 1, °56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 56,300 902,585 
dune 1, ’56.... 746,012 52,890 798,902 
duly 1, ’56.... 613,451 50,568 679,596 
Aug, 1, ’56.... 551,081 53,026 588,172 
Sept, 1, '56.... 456,013 48,382 504,395 
Oct, 1, ’56.... 288,103 25,900 314,003 
Nov, 1, ’56.... 212,967 65,008 277,975 
Dec, 1, ’56.... 318,587 79,656 398,243 
dan, 1, ’57.... 461,850 50,168 512,018 
Feb, 1, ’57.... 561,934 68,100 630,034 
Mar. 1, ’57.... 664,608 68,400 733,008 
April 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 737,205 
dune 1, 57.... 724,329 63,420 787,749 
duly 1, ’57.... 682,121 63,090 745,211 
Aug, 1, ’57.... 645,445 59,300 704,745 
Sept, 1, ’57.... 684,484 45,052 729,536 
Oct, 1, ’57.... 547,549 25,085 572,634 
Novy, 1, °57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb, 1, ’58.... 725,003 54,100 779,103 
Mar, 1, ’58.... 821,566 44,000 865,566 
April 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
dune 1, ’58.... 704,751 36,500 741,251 
duly 1, ’58.... 630,598 45,000 675,598 
Aug, 1, ’58.... 600,656 30,000 630,656 
Sept. 1, ’58.... 455,984 7,700 463,684 
Oct, 1, °58.... 291,397 21,500 312,897 
Nov, 1, ’58.... 241,382 45,100 286,482 
Dec, 1, ’58.... 387,131 73,200 460,331 
Jan, 1, ’59.... 477,099 67,000 541,099 
Feb, 1, ’59.... 608,525 58,200 666,725 
Mar, 1, '59.... 643,239 63,600 706,839 
April 1, 59 = ..710,382 66,620 777,002 
May 1, ’59.... 766,185 68,000 834,185 
dune 1, ’59.... 845,920 63,300 900,220 
duly 1, ’59.... 844,152 64,000 908,152 
Aug, 1, ’59.... 928,390 48,000 976,390 
Sept, 1, ’59.... 688,035 15,000 703,035 
Oct, 1, ’59.... 467,038 52,500 519,538 
Nov, 1, ’59.... 472,409 51,000 523,909 
Dec, 1, ’59.... 387,972 20,000 407,972 
dan, 1, ’60... 510,467 56,000 566,467 
Feb, 1, ’60.... 687,153 85,200 172,353 
Mar. 1, ’60.... 862,334 17,000 939,334 
April 1, ’60.... 934,427 72,000 1,006,427 
May 1, ’60.... 942,894 66,800 1,009,694 
June 1, ’60.... 953,090 71,000 1,024,090 
duly 1, ’60.... 964,967 44,000 1,038,967 | 
Aug. 1, ’60.... 980,134 38,200 1,018,334 | 
Sept, 1, ’60.... 852,981 28,500 $81,481 
Oct, 1, °60.... 784,677 71,000 855,677 
Nov. 1, '60 $40,450 73,300 913,750 
Dec, 1, ’60.... 892,627 67,500 960,127 
dan, 1, °61....*954,388 41,525 *995,913 
Feb, 1, ’61.... 978,140 50,000 1,028,140 
t Field stocks include cars actually at 
dealerships, those warehoused by dealers 


and factories, and demonstrators, 
* Revised. 
Sen 





to carry a higher number of cars 
in stock to meet the customer de- 
mand. 

While inventories are high, we 
don’t feel they are out of line 
with the level of demand. For 
example, during the last four 
months from October through 
January, the first four months of 
the 1961 model year, sales of do- 
mestic passenger cars, season- 
ally adjusted, have been at an an- 
nual rate of 6.1 million to 6.2 
million. This is very close to the 
1960 annual rate. 

I think that’s one of the prob- 
lems the industry has to face when 
it offers the variety of products it 
does. 

* * * 


Ford Motor Co.—ZJan. 31 

EE A, IACOCCA, Ford Division 

general manager: This is a 
dealer-by-dealer problem. For one 
dealer near an assembly plant, a 





three-hour supply may be OK; 15 
days may do on Manhattan, while 
dealers in some areas may want 
much more. So we handle inven- 
tories dealer by dealer, conferring 
with each on his inventory needs, 
letting him set it up by individual 
models. 

Complicating the inventory prob- 
lem is the fact that people want 
many different types of cars. Over- 
supply of cars costs the factory 
money as well as the dealers. We 
are against it, too, since the cost 
of stocking these cars has to go 
into the cost of the car. But we 
can’t guess right all the time. 

We—dealer and factory—have 
to project ahead 60 days. Sales 
last summer did not hold up to 
our projections, and cars piled up. 
Don’t think we liked it! Ford Di- 
vision had to shell out plenty on 
this, and we know it was costly 
to our dealers, too. 

Ben D. Mus, Lincoln-Mercury 
general manager: Flexibility is the 
key to industry planning for the 
future. We need the capacity to 
move any way the market moves. 
This offers a clue to the big inven- 
tories. Producers and dealers did 
not know which way the market 
was moving. 

New-car stocks in dealer hands 
will have to be reduced some 350,- 
000 to 400,000 from the million-car 
level. 

* x * 

Chrysler Corp.—Jan. 31 


HAIRMAN and President L. L. 
4 Colbert: As far as Chrysler is 
concerned, we have only built and 





shipped cars the dealers ordered. 
There’s no question that large field 
inventories exist; the reason being 
that sales for the last three months 
were not as large as expected. 

I'd rather not get into a discus- 
sion about the size of inventories 
because they change from day to 
day and area to area. I’m sure 
your figures (those of the question- 
ing reporter) are wrong. I’ve never 
seen an official million-car inven- 
tory figure. I think the law of sup- 
ply and demand will take care of 
the situation. 

LYNN A. TOWNSEND, administra- 
tive vice-president: We’re working 
them (inventories) down by selling 
them one at a time. This is the 

only way we can do it. There’s a 
lot of sales promotion at the local 
level, with radio spots and dealer- 
tied newspaper advertising. 

Then (once inventories are 
down) we’re going to set produc- 
tion at a realistic level and keep 
it that way, based on our daily 
sales rate. We are aiming for 
level production, minus extreme 
ups and downs. It’s not been done 
that way, but we’re going to do it. 

Byron J. Nicuois, Dodge general 
manager: Our lowest-priced model 
of Lancer (170) is piled up. People 
are demanding more and more on 
compacts, and the more expensive 
770 is doing better. Lancer sales are 
picking up, though, and we're ac- 
centing more identification with 
Dodge now. 

We agree that dealers should not 
overstock. This hurts. Even with 


| computers, it is necessary to fore- 





|cast 60 days in advance. We can’t 


cut that time much, so if sales 
slow up in the meantime (as they 
did), we have an oversupply. 
* x * 
American Motors—Feb. 1 


SS. and President George 
Romney (at annual stockholder 


meeting in Detroit): We're better} ; 


off—both ’60s and ’61ls—than one 
of our chief competitors (Chrysler). 
With the others, we’re not quite as 
well off. 

We have taken action in Janu- 
ary to adjust inventories to gales. 
The whole industry is confronted 
with a situation that makes accur- 
ate judgment exceedingly difficult. 

I personally refrain from mak- 
ing a prediction on what the in- 
dustry will @ in 1961, The fac- 
tors are too fluid and intangible. 
We are just now trying to inter- 
pret the announced policies of 
the new administration, econom- 
ically and politically. 

Our experience in 1958 may have 
some bearing . . . February sales 
were off so we cut output in March 
to adjust. Then sales turned up- 
ward and we got behind and never 
made it up the rest of the year. 

We're living as closely to the 
picture as we. can on a day-to-day 
basis. It is significant that floor 
traffic is up. Our own judgment is 
that sales should improve. 





Hughson Honored— 


William L. Hughson, right, who has sold 
Fords in San Francisco since 1903, is con- 
gratulated by Benson Ford, chairman of 
the Dealer Policy Board, Ford Motor Co. 
Before 300 Automobile Old Timers at the 
National Automobile Dealers Assn. conven- 
tion in San Francisco, Hughson was given 
a scroll commemorating his standing as 
oldest in point of service in the industry. 


Chrysler, Plymouth Join 
Field Sales Forces 


(Continued from Page 1) 


those duals handled Chrysler, Im- 
perial or both. 
* * * 

IGHTY percent of Chrysler’s 

2,439 outlets and 79 percent of 
Imperial’s 1,271 dealers handle 
Plymouth. Almost all of the others 
are dualled with Dodge. 

Combining the field forces of the 
two divisions should save the 
corporation a sizable amount of 
money. Plymouth had 400 field 
men, and Chrysler had 240. The 
size of the new organization is 
expected to be much closer to 400 
than to 640. 

From the dealer standpoint, the 
move means that Chrysler-Plym- 
outh duals will be doing business 
with only one factory representative 
instead of two. 

Quinn said it will bring increased 
efficiency, simplify dealer-company 
contact work and “give dealerships 
more time for retail sales develop- 
ment.” 

* * * 
Aitsoes Braden and McCurry 
will report to Quinn instead 
of the divisional genera] managers, 
it appears that Plymouth’s Harry 
E. Chesebrough and Chrysler’s Clare 
E. Briggs still will have plenty to 





Imperial Output 
To Be Shifted; 
Plant Is For Sale 


DETROIT.—Chrysler Corp. last 
week announced that it is trans- 
ferring assembly of its Imperial car 
from its plant in Dearborn to its 
Chrysler Division assembly plant 
in Detroit. The move will be com- 
pleted by May, a spokesman said. 

The corporation said the move 
will enable faster delivery of cus- 
tomer orders for Imperial cars with 
the same attention to craftsmanship 
and individual testing of each Im- 
perial. 

Because the ’62 Imperial will not 
have “unibody” construction, as 
other corporation cars have, the 
body and assembly lines at the 
Detroit plants will have to be 
adapted to accommodate the Impe- 
rial, the spokesman said. A new 
line, however, will not be needed, 
he said. 

The spokesman also denied a re- 
port that the Imperial will become 
a deluxe version of the Chrysler line. 
It will continue to be sold ag an 
individual car, he said. 

The Dearborn assembly plant was 
purchased in 1946 from Graham- 
Paige, and refurbished in 1958 to 
build the Imperial. The plant will 
be put up for sale after the Imperial 
move has been completed, the 
spokesman said. 

The corporation also announced 
that it plans to transfer stamping 
operations now being performed at 
the Conant Street (Detroit) stamp- 
ing plant to other company plants. 





say about the field sales of their 
cars. 

The corporation declared that the 
functions and _ responsibilities of 
Chesebrough and Briggs are un- 
changed. 

As one source phrased it, “It 
would be a difficult situation for 
Braden and McCurry to be re- 
sponsible to two bosses. Quinn 
is the top man, in sales, so they'll 
report to him.” 

Serving under Braden and McCur- 
ry in the new Chrysler-Plymouth 
sales setup will be area managers 
in New York, Detroit, Chicago and 
Los Angeles. There will be 18 
regional offices. 

The regional points will be: Bos- 
ton, Philadelphia, New York, Syra- 
cuse, Detroit, Atlanta, Charlotte, 
N. C.; Cincinnati, Pittsburgh, Chi- 
cago, Kansas City, Memphis, Minne- 
apolis, St. Louis, Dallas, Los An- 
geles, San Francisco and Portland, 
Ore. 

* * * 
EERAPEN, a 20-year man with 

Chrysler Corp., was Chrysler 
Division general sales manager 
when the group marketing program 
was instituted in 1956. For the next 
2% years, he held executive posts 

in group marketing. 

He resumed the post of Chrys- 
ler-Imperial general sales mana- 
ger when field sales responsibilities 
were returned to the divisions in 
June, 1959. 


McCurry joined the corporation 
10 years ago and held field posts in 
Chicago, Minneapolis and Los Ange- 
les before becoming assistant gen- 
eral sales manager for Dodge in 
1959. 

He was named head of the corpor- 
ation’s dealer enterprise department 
a year ago and was appointed Plym- 
outh general sales manager last 
October. 





Used-Car Stocks % 
Decline Sharply 


Days’ Supply Drops 
From 47.5 to 37.7 


Aves stocks of unsold used 
cars held by franchise dealerg 
were good for 37.7 days of selling 
as of Feb. 1, according to AvuTomo- 
TIVE News’ estimates. 

This represented a sharp drop 
from the 47.5-day supply reported 
a month earlier and reflected a 
pickup in used-car sales and in- 
tensified dealer efforts to whittle 
stocks back into balance, 

Dealers report a minor Pickup in 
wholesale activity, retail action “at 
a price” and small profits if the 
pieces are “bought right.” 

* * & 
| ponds happens moved most 
easily appears to be units 
priced just below $1,000, although 
cheaper pieces are pistol-hot if they 
are tidy (as is always the case, in 
good times and bad). 

The Feb. 1 count was the first 
time since last October that 
stocks had been pruned below the 
40-day level, 

The most far-reaching develop- 
ment, however, was the drastic re- 
duction in the proportion of dealers 
whose inventories had crept above 
the theoretical 30-day level. 

Only 18.2 percent of reporting 
dealers were in that category on 
Feb. 1, compared with a whopping 
73.3 percent a month earlier, In 
fact, for the last three months at 
least two-thirds of reporting dealers 
put themselves above the 30-day 
level, 

x * ad 

OR the second month in a row, 

however, not a single dealer 
(who retails used cars) said he 

could clear the lot in 15 days or less. 

So, while the average inventory 
declined abruptly during the 
month, it must still be considered 
rather top-heavy. 

There are still inventories report- 
ed at the 90-day level. The mini- 
mum inventory on Feb. 1 was re- 
ported at 19 days. This was the 
second largest minimum (only the 
previous month’s 23 days was larg- 
er) reported in the last three years. 

* * * 
O* THE reporting dealers on 

Feb. 1, a total of 81.8 percent 

said stocks were good for 16 to 30 
days of selling, compared with 26.7 
percent a month earlier, 

A year ago on Feb. 1, used-car 
inventories averaged a 35.1-day 
supply. There were 6.2 percent of 
dealers in the 15-day classifica- 
tion, 39.8 percent in the 16-to-30- 
day class and 54.0 percent in the 
over-30-day category. 

Stocks, by declining from Jan. 1 
to Feb. 1, followed a pattern that 
has been interrupted only once in 
the past six years. 

—Rosert M. Lienert 


Mercury Launches 
Direct-Mail Drive 


DEARBORN. — Biggest direct- 
mail campaign in the history of 
Mercury was launched last week by 
Lincoln-Mercury Division. 

The promotion is a two-part cam- 
paign based on two separate mail- 
ings over the next five months. More 
than five million mailings to owners 
of regular-size cars will present the 
Mercury and Comet story. 








Studebaker Unveils New Pickup Model— 


The Studebaker Champ with a new wide box for 1961 will make its national debut 
at the Chicago Auto Show, Feb. 18-26. A dual purpose vehicle, the Champ is designed 
to appeal to the style-conscious buyer as well as the operator who needs a fully rated 
pickup truck. Powered by a new 110-horsepower, six-cylinder engine or V-8 powef 
plants of 180 and 210 horsepower, the Champ offers choices in standard or deluxe 
cabs, transmissions, pickup boxes and axle ratios. 








This is a message for beavers. 
Sales managers and general 
managers whose experience, 
diligence and hard work are making 
a success of somebody else’s 
business. Description fit? Then 
you’re just the man we want to 

talk to. Because Dodge has a 

big thing going for people with 
backgrounds like yours. 


Beginning with 1960, the situation 
at Dodge has changed almost 
beyond recognition. In 1960, 
Dodge dealers enjoyed record sales 
and profits. The introduction of 

the new Dodge Dart increased their 
market coverage to 73%; 

increased their sales a big 98.4%. 


This year’s addition of the new 
compact Dodge Lancer, a step 
below Dart and Polara, boosted 
their market coverage again, to 
over 90%. The full Dodge truck line, 
including the new Dart Pickup, 
continues to give them almost 
blanket coverage of the important 
truck market. 


The number of Dodge dealers is 
closely controlled by the Dodge 
Market-Programmed Sales 
Agreement. Agreements are never 
issued indiscriminately. The reason, 
obviously, is to benefit our dealers, 
to give each one a higher unit 
sales and profit opportunity to 
work with. 


There are, however, a limited 
number of good locations open 
now. They are available in cities of 
all sizes. And up to 75% of the 
capital needed to get them started 
is available to successful Sales 
Agreement applicants through the 
Dodge Dealer Enterprise Program. 


If you feel you have the quali- 
fications to be a Dodge dealer, 
where the profits you make will 
belong to you, here’s what to do. 
Sit down tonight and write to: 
John B. Naughton, General Sales 
Manager, Dodge Division, 

7900 Joseph Campau, Detroit 11, 
Michigan. Tell him all about 
yourself and the size territory 
that interests you. You'll 

hear from him soon. 


If the profits you make belong ic somebody else 


t d be addressed to 
hrysier Corporation of Canada, Ltd., Windsor, Ontario 
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Salesmen Exempt from Overtime Coverage, However .. . 


New Wage Bill Includes Dealers 


(Continued from Page 1) 


dealers, the bill is basically the 
same as the one introduced by the 
President when he was a sen- 
ator. It faces tough going in the 
House—whose complexion is even 
more conservative than before 
the election—but less trouble in 
the Senate. 


In the long way between intro- 
duction and passage, there still re- 
mains a good possibility that deal- 
ers may be exempted. It is generally 
thought that Kennedy will fight to 


keep the high minimum but that 
he could give on coverage—espe- 


cially in view of his acceptance of 


dealers exemption last year. 

The Administration bill, intro- 
duced by Rep. James Roosevelt, 
California Democrat, provides for 
an increase over a three-year period 
for those already covered, The 
boost would be from $1 to $1.15 to 
$1.20 to $1.25. 

For newly covered workers—me- 
chanics, car washers, etc.—the bill 
provides a delay so that the impact 
on dealers would be minimized. It 
sets “a minimum wage of not less 
than $1 an hour during the first 
year, $1.05 the second year (with 
time and a half for hours in ex- 
cess of 44 per week), $1.15 the 
third year (with time and a half for 
hours in excess of 42 a week), and 
$1.25 thereafter (with time and a 
half for hours in excess of 40 a 
week).” 


* * * 


EARINGS have been set for 

Friday (Feb. 17). Because of 
lengthy hearings were held last 
year in the House and two years 
ago in the Senate, they will be brief 
this time. Chairman Adam Clayton 
Powell, New York Democrat and 
head of the House Labor Commit- 
tee, has set aside four days—one 
each for the Administration, organ- 
ized labor, management and outside 
parties. 

The Senate expects a compan- 





Government Takes Over 


_ Borgward Auto Empire 


BREMEN, Germany. — The 
Borgward auto works here is to 
be taken over by the State of 
Bremen, which will turn it into 
a joint stock corporation. 

Dr. Carl F. Borgward agreed 
to the move after admitting he 
would have been unable te meet 
last week’s payroll for his 20,000 
workers. The State of Bremen 
previously had assisted Borgward 
with substantial credits. For the 
present, Borgward will receive no 
compensation for the takeover. 
There was speculation that the 
move would mean the end of 
Arabella (Lloyd) and Hansa (Go- 
liath). 
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ion bill later in the week and 

similar hearings will be sched- 
uled. 

Outlook for the bill is mixed. Its 
exemption of motion-picture the- 
aters, hotels, motels and restaurants 
undoubtedly will help the bill's 
chances. Of additional help is the 
fact that Powell, a liberal, has re- 
placed the retired North Carolina 
Democrat, Graham Barden, as 
House Labor Committee head. 

To some extent, expanding the 
powerful House Rules Committee 
will eliminate one bottleneck and 
assure the bill’s coming up for a 
vote. However, even with the op- 
position last year of both House 
committees, the Roosevelt bill did 
come to the floor and its defeat was 
not caused by the rusty administra- 
tive machinery of the House, but 
by the votes of congressmen. Even 
though Roosevelt indicated willing- 
ness to compromise, he was defeat- 
ed and the much more conservative 
Kitchin-Ayres bill was substituted. 

In the Senate, the head of the 
Labor-Education Committee is Sen- 
ator Pat McNamara, Michigan 
Democrat who has been strongly 
backed by labor. However, he is 
thought to be realistic enough to 
realize that AFL-CIO dreams of 
additional coverage for 11 million 
could never make it through the 
Senate. 

* * * 


oo is in the Senate a strong 
feeling that a dollar figure 
should not be used as a test of 
minimum-wage coverage. Last sum- 
mer Senator A. S. Mike Monroney, 
Oklahoma Democrat, attempted a 
compromise based on a strict defini- 
tion of interstate commerce—one 
that incidentally excluded many car 
dealers. 

Moreover, the bill aready intro- 
duced by the Senate minority 
leader, Everett Dirksen, Illinois 
Republican, operates strictly on 
that principle, and in so doing 
includes some and excludes other 
car dealers. A number of amend- 
ments last summer specifically 
exempted either car salesmen or 
mechanics. Constituent pressure 
again could initiate these exclu- 
sions. 

The Kennedy measure is seen by 
Hill observers as a bill that is: not 
all he desires but what he thinks 
is possible. Since car dealers were 
cut out last time, the President will 
not be surprised if an attempt to 
exclude dealers is made. It is even 
possible that if strong opposition to 
a high minimum occurs, comprom- 
ise on car dealers might be an ac- 
ceptable compromise. 

Another possibility— popular in 
Congress and said to be favored 
by Rep. Powell—is to settle for 
$1.15 and remove the escalation 
feature on the grounds that one 
Congress should not legislate too 
far in the future. 


Even though Labor Secretary 


Studebaker Profit Sags 
To $708,850 for Year 


SOUTH BEN D.—Studebaker- 
Packard Corp. reported sales of 
$323,226,663 and consolidated net 
earnings of $708,850 for 1960. 


Sherwood H. Egbert, president, 
announced that, although the 
company had an operating loss in 
the fourth quarter, this was more 
than offset by favorable year-end 
adjustments, enabling the com- 
pany to finish the year with a 
profit. 

In 1959, Studebaker-Packard 
earnings were $28,544,338 on sales 
of $387,372,375. 

The operating loss in the fourth 
quarter amounted to $3.7 million 
while sales for the period were 
$81.8 million. In the third quarter, 
the company lost $3.3 million on 
sales of $63.3 million. 

The company had an indicated 
profit of $13.5 million on sales of 
$102.5 million in the fourth quarter 
of 1959. 

The corporation’s working capi- 
tal at Dec. 31, 1960, was $67,346,- 
976, which included cash and 
marketable securities of $29,893,- 


863. This compares with working 
capital of $73,659,101 and cash and 
marketable securities of $62,164,- 
009 at Dec. 31, 1959. 

The change is due primarily to 
cash paid out for acquisition of 
other companies in Studebaker- 
Packard’s program of corporate di- 
versification, S-P said. 


Late Report... 






































Arthur Goldberg described the 
changes as “comparatively modest 
in nature,” and “viable proposals 
on which Congress can act effec- 
tively and expeditiously,” quick ac- 
tion is not thought likely. 

+ * * 


Federal File Proposed 


To Aid Fraud Fighters 


WASHINGTON.—An antibusiness 
frauds bill intended to help state 
officials keep track of shady busi- 
ness dealings has been introduced 
by Senator Kenneth B. Keating, 
New York Republican. 

It would authorize the Attorney 
General to establish a central clear- 
ing house of information on frauds 
for the use of both federal and local 
law-enforcement agencies. 

Although the bill is aimed pri- 
marily at fly-by-night operators 
and unethical security salesmen, 
the central file set up could be used 
for prosecution in any private in- 
dustry conflict of interest if it in- 
volved financial loss to stockhold- 
ers. 

* * * 


Dixon, Kefauver Aide, 


To Take Over FTC 


WASHINGTON.—President Ken- 
nedy has made two appointments 
to the Federal Trade Commission 
and has announced his intention of 
making a third. 

Named as chairman is Paul Rand 
Dixon, counsel and staff chief of 
the Senate Antitrust and Monopoly 
Subcommittee. Dixon, who was 
strongly backed by Senator Estes 
Kefauver, Tennessee Democrat, has 
been a leader in the antitrust 
group’s investigation of so-called 
administered prices in concentrated 
industries. 

Second new FTC commissioner is 
Philip Elman, who has been a spe- 
cial assistant to the Attorney Gen- 
eral. 

FTC’s next vacancy will be filled 
Mr. Kennedy said, by A, Everett 
MacIntyre. He is the counsel to the 
House small business committee. 
Dixon succeeds FTC's present 
chairman, Earl W. Kintner. 

* * * 


White House Conclave 


On Road Safety Asked 


WASHINGTON.—A White House 
conference on highway safety is 
being urged by Rep. Kenneth A. 
Roberts, Alabama Democrat and 
head of the House Health and 
Safety Subcommittee. 

In introducing a resolution in 
Congress, Roberts asked for Presi- 
dential action to stress the need for 
states to adopt uniform minimum 
safety standards. 

Roberts noted that the American 
Medical Assn. has presented nine 
safety features which “could and 
should” be built into our automo- 
biles. 

“The states could force the indus- 
try to include these safety features 
in future automobiles,” he said. 

Roberts mentioned specifically 
what could be done in the field of 
hydraulic brake fluids. 

* * * 


Transport Agency Sought 


WASHINGTON.—A bill to estab- 
lish a single federal transportation 
agency at Cabinet level has been 
introduced by Senator Clifford 
Case, New Jersey Republican, He 
said there is “growing recognition 
that national transportation is out 
of balance today.” 











Used-Car Market 


The overall average price of used cars sold at wholesale auction 
eommee $60 last week to $1,040, according to Automotive News’ 
index. 

A severe adjustment in the price of used current models pulled 
down the index figure despite the fact that considerable strength 
was shown by most models. 

Increases amounted to $8 on 59s and ’5%s, $5 on $56s, $2 on ’58s 
and $1 on ’55s. Losses amounted to $21 on ’60s, $23 on $54s and 
$459 on ’6ls. A new low was established for ’60s. 

At a group of representative auctions last week, the sales ratio 
was 65.7 percent, compared with 67.1 percent a week earlier. Last 
week’s ratio was the lowest recorded in six weeks. 

Auction reports begin on Page 37. 





Roadeo Sponsors Honored— 


Officials and sponsors of the National Teen Age Safe Driving Roadeo were honored 
by the National Safety Council at a luncheon in Washington. Howard Pyle, third from 
left, NSC president, congratulates Morgan Doughton, president, United States Junior 
Chamber of Commerce, a sponsor of the roadeo, in cooperation with Chrysler Corp,, 
Insurance Institute for Highway Safety and Pure Oil Co. From left are Neill Darm- 
stadter, representing American Trucking Assns. (a sponsor for nine years); Douglas 
Campbell, representing Pure Oil; Pyle; Doughton; Frank Grinnell, Liberty Mutual Insur- 
ance Co. (eight-year sponsor); Richard O. Bennett, representing IIHS, and Frank Roberts, 


representing Chrysler. 


61 Economy Run Is Open 


To Stick-Shift 


NEW YORK.—Cars with stand- 
ard transmission will return to the 
Mobilgas Economy Run this year 
after an absence of seven years. 


There will be one class for the 
stick-shifts—the Class A four and 
six-cylinder compacts. But those 
who enter cars in this class must 
also enter vehicles in Class B— 
Compact fours and sixes with 
automatic transmission. 

Early registrations indicate that 
compacts will make up almost half 
of the expected record total of at 


Chevy Executives 
Off to Visit All 
7,000 Dealers 


DETROIT.—Chevrolet executives 
are making their annual dealer tour 
which will cover all wholesale zones 
in a 38-stop itinerary. 

To expedite the program, zone 
cities have been separated into six 
groups. Each will be visited by a 
top-ranking official in a compact 
schedule that will permit meetings 
with all of the company’s 7,000 
retailers within two weeks. 


Heading the company delegations 
will be E. N. Cole, general manager; 
K. E. Staley, general sales manager; 
L. H. Averill, executive assistant 
general sales manager; L. N. Mays, 
assistant general sales manager for 
the West; H. P. Sattler, assistant 
general sales manager for the East; 
and J. E. Conlan, assistant general 
sales manager for trucks. 

The schedule: 

Co_te—Pittsburgh, Feb. 13; Char- 
lotte, N. C., Feb. 15; Atlanta (also 
Birmingham zone), Feb. 17; Miami 
Beach (Jacksonville zone), Feb. 20; 
New Orleans, Feb. 22; and Houston, 
Feb. 24. 

Statey—Dallas, Feb. 13; Los Ang- 
eles, Feb. 15; San Francisco (Oak- 
land zone), Feb. 17; Portland (also 
Seattle zone), Feb. 20; Milwaukee 
(also Green Bay zone), Feb. 23; 
Chicago, Feb. 24, and Detroit (also 
Flint zone), Feb. 27. 


Averit—Cleveland, Feb. 13; New| 
York (also Newark and Tarrytown | 


zones), Feb. 15; Cincinnati, Feb. 17; 
Minneapolis, Feb. 20; St. Louis, Feb. 
22; and Wichita, Feb. 24. 
SaTtLer—Buffalo, Feb. 13; 
cuse, Feb. 15; Portland, Me., Feb. 
17; Boston, Feb. 20; Washington, 


(Philadelphia and Harrisburg|# 
zones), Feb. 21; Washington (Balti-|j 
Feb. 


more and Richmond zones), 
22; and Charleston, W. Va., Feb 24. 

Mays—Denver, Feb. 13; Salt Lake 
City, Feb. 15; Omaha, Feb. 17; Kan- 
sas City, Feb. 20; Cedar Rapids, 
Iowa (Des Moines zone), Feb. 22; 
and Fargo, N. D., Feb. 24. 

ConLAaN—Oklahoma City, Feb. 13; 
El Paso, Feb. 15; Memphis, Feb. 17; 
Louisville, Feb. 20; Indianapolis 
(also South Bend zone), Feb. 22; 
and Peoria, Ill., Feb. 24. 












Compacts 


least 60 entries, according to V. A. 
Bellman, Mobil Oil Co. marketing 
vice-president. 

The event will start March 11 
at the Los Angeles Memorial Coli- 
seum and will finish March 16 at 
Chicago’s Soldier Field, a total of 
more than 2,000 miles which will 
make the run the longest in its 
25 years. 

Overnight stops will be made in 
Tucson; Roswell, N. M.; Dallas; 
Little Rock; and St. Louis. 


There will be seven classes of 
cars, with winners in each being 
determined on their actual miles- 
per-gallon score. 

Bellman said the competition 
again will be conducted by the 
United States Auto Club. 

“USAC officials will select all 
entrant cars at random, then im- 
pound them under guard to prevent 
alterations from _ stock specifica- 
tions,” he continued. 

“They also will see that drivers 
do not use trick driving techniques 
and that they obey all traffic laws 
over the course that will offer 
driving conditions encountered by 
the typical motorist.” 

Maps of the course will be given 
to drivers on a day-to-day basis 
as they move from start to finish, 
he said. 

The seven classes will be deter- 
mined by car size and price. The 
other five groups are: 

Class C, compacts with eight 
cylinders; Class D, standard sixes; 
Class E, low-price eights; Class F, 
medium price, and Class G, high 
price. 

The autos are sponsored by 
dealers, dealer associations, man- 
ufacturers and private persons and 
they name the drivers, who may be 
either men or women. However, 
when two identical model cars are 
entered, one driver must never 


have taken part in the event before. 
* * * 
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Economy Run's Route— 


F. C. Meunier, left, Mobil Oil Co. prod: 
ucts promotion manager, and V. A. Bell- 
man, marketing vice-president, are shown 
with a map of the route of the 1961 Mobil- 
gas Economy Run, which starts March i 
in Los Angeles and winds up March 16 
in Chicago. 
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Symbol of protection and profit! 
‘The best engine life preserver for all cars. 


Throughout 1961, millions of car owners— 
your customers and prospects —will see this 
symbol of protection in leading national maga- 


zines. It will keep reminding them of the 


QUAKER STATE OIL 





quality and dependability of Quaker State. Sell 
years-ahead Quaker State Motor Oil and get 
the added business-building values that come 


from always giving your customers the best! 





. REFINING CORPORATION, OIL CITY, PENNSYLVANIA 


8 
Calif. Appeal Holds Hope... 


Skepticism 
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On Good-Faith Law 


By Maynard M. Gordon 
News Editor 


— may yet be a court de- 
cision vindicating the good- 
faith law. But the skeptics are still 
a big majority. 

The glimmer of hope stems from 
the announcement that a former 
California dealer who lost a good- 
faith suit against Chrysler Corp. is 
carrying his case to a higher court. 

Clifton Hildebrand, attorney for 
Melville McLaren, president of 
McLaren Motors (Dodge-Plym- 
outh), of San Leandro, has filed 
an appeal with the Ninth Circuit 
Court of Appeals in San Fran- 
cisco. 

This is believed to the first ap- 
peal by a dealer or ex-dealer of an 
adverse decision under the 1956 
Automobile Dealer Franchise Act, 
commonly known as the good-faith 
law 

a * * 
a PUT it bluntly, dealers have 
been clobbered by Federal dis- 
trict judges in litigation arising 
from good-faith charges. No judge 


Chrysler Earns 
Over $32 Million 


Sales Highest Since °57; 
25-Cent Dividend OKd 


NEW YORK.—Dollar sales of 
Chrysler Corp. and all wholly 
owned subsidiaries in 1960 amount- 
ed to $3,007 million, an increase of 
14 percent over 1959 sales of $2,643 
million, the company disclosed. The 
company’s sales for 1960 were the 
highest since 1957, 

Consolidated net earnings for the 
year were $32.2 million. The com- 
pany’s operations in the previous 
year resulted in a net loss of $5.4 
million. 

The company’s fourth quarter 
showed a profit of $7.1 million on 
sales of $621 million. In the third 
quarter, the company earned $1.4 
million on sales of $634 million. The 
fourth quarter of 1959 showed a 
loss of $29.2 million on sales of $679 
million. 

Chrysler directors declared a 
25-cent dividend last week, The 
company paid quarterly dividends 
of 25 cents and a year-end extra of 
50 cents per share last year. 

Worldwide sales of the company’s 
cars and trucks last year totalled 
1,147,001 units, an increase of 33 
percent over the 1959 total of 862,- 
108 cars and trucks, the company 
said. In addition, Chrysler sales of 
Simca and Fiat cars and trucks in 
1960 totalled 36,310 units, compared 
with 55,256 units in 1959, 

Retail sales of Chrysler Corp. 
cars accounted for 15.1 percent of 
all domestic retail] sales of new cars 
made in the United States in 1960, 
compared with 12.8 percent in 1959, 
the report said. 

L. L. Colbert, chairman and 
president, noted that the company’s 
financial position continued to im- 
prove in 1960. Net current assets, 
or working capital, at Dec, 31, to- 
talled $431 million, the second high- 
est year-end level in history, com- 
pared with $275 million on Dec. 31, 
1959. Cash and short-term market- 
able securities amounted to $329 
million, compared with $194 million 
at the previous year-end. 

Colbert said the company last 
year “further intensified its pro- 
gram for reducing expenditures in 
all operations, and the resulting 
economies became increasingly ef- 
fective in the second half of the 
year.” 

“The automobile market in re- 
cent years has been going through 
a period of dramatic change. The 
major aspects of this change have 
been the expansion of the low-price 
sector of the market and the con- 
traction of the middle-price mar- 
ket,” Colbert noted. 

Chrysler’s investment in Dealer 
Enterprise dealerships, was $5,253,- 
531 at the end of 1960, compared to 
$4,101,617 a year earlier. 








has even allowed a case to reach 
a jury, although several trials have 
started with jury panels selected. 
Via the summary judgment dis- 
missal or directed verdict route, 


General Motors won a case in 
Texas, American Motors in New 
Jersey, Porsche in California, 


Volkswagen in Iowa, Ford in Cali- 
fornia and Chrysler in California— 
the McLaren suit. 

Earlier, Chrysler settled out of 
court a Michigan suit in which 
the Federal judge had found the 
good-faith statute “not unconsti- 
tutional.” Renault also settled a 
Chicago distributor’s suit in mid- 
trial. A score of suits are pending 
in Federal District courts around 
the country, including one against 
Chrysler in Chicago, one against 
Ford in South Bend and one 
against General Motors in De- 
troit. 

But many leaders of the National 
Automobile Dealers Assn., which 
sponsored the good-faith law in 
1956, have privately despaired of 
the law’s effectiveness, 

“The factories show the judge 
that the terminated dealer was a 
relatively poor performer, and he 
throws the case right out the door,” 
an NADA director sajd. “This law 
has done nothing to equalize the 
factory balance of power in the fed- 
eral courts.” 

* * * 

hehe dealer attorneys were 

unwilling to commit themselves 
on the law until the higher courts 
have decided on its constitutionality 
one way or the other. 

Last December, United States 
District Court Judge Albert C. Wol- 
lenberg gave a directed verdict in 
favor of Chrysler after McLaren’s 
case had been argued before a jury. 

Hildebrand said the appeal is 
based on the grounds that Mc- 
Laren was forced to take un- 
wanted and unordered cars late 
in the model season. He said this 
is the foundation of the good- 
faith legislation adopted in be- 
half of dealers and that he may 
go all the way to the U. S. Su- 
preme Court with McLaren’s case 
if necessary. 

McLaren sold his dealership in 
1959. He claimed losses of $160,000 
from Chrysler and sought treble 
damages under the Clayton anti- 
trust act. He blamed Chrysler for 
failure of his business. 

Date has not been set for a hear- 
ing in the Appellate Court. 

Ed * * 
ILDEBRAND said there will be 
no appeal of the verdict against 

Raleigh R. Leach, of Oakland, in 
his suit against Ford for $4,834,500. 
A Federal District judge threw it 
out of court in midtrial last No- 
vember. It was the first good-faith 
suit to go to trial in the U.S. 

A third San Francisco suit, Har- 
vey Motors vs. Chrysler Corp, has 
not yet been set for trial in District 
Court, Hildebrand said it is being 
held in abeyance pending develop- 
ments in the McLaren case. 
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Burnett Pontiac Moves Into New Home— 


This is the new home of Burnett Pontiac in Cincinnati. The dealership is located on 
a three-acre plot and provides customer parking. The modern facility has a 250-foot 
frontage and front service entrance on one of the busiest streets in Cincinnati. In addi- 
tion to a five-car showroom, the dealership provides 11,000 square feet for the service 


and parts departments, and 4,500 square 


feet for the body and paint departments. 


Auto Industry Linked 
To New Senate Probe 


WASHINGTON.—Hearings plan- 
ned by Senator Estes Kefauver’s 
Subcommittee on Antitrust and 
Monopoly this year are almost 
bound to involve the auto indus- 
try. 

The Tennessee Democrat plans 
“hearings on the pricing policies 
of concentrated industries in 
world markets.” He thinks, as do 
many others, that the “real sig- 
nificance of the drain on our gold 
supply is that it is a symptom of 
basic and potentially disastrous 
weakness in our economy.” 

Kefauver noted that in most 
major American industries, there 
has been a steady decline in export 
volume since 1953. For example, he 
said, after adjustment for price 
changes, exports of United States 
autos, parts and accessories in 1959 
were 26.6 percent under the 1953 
level. Concurrently, there was a 
20.1 percent rise in the wholesale 
price level, he added. 

Kefauver said exports of West 
German metals and machinery in- 
dustries, including autos, have risen 
as U. S. exports dropped. 

During 1953-59, he continued, “ex- 
ports of the West German automo- 
bile industry (adjusted by the ap- 
propriate West German price in- 
dex) have risen 279 percent,” and 
other German sellers have done 
well, too. 

He contended that “this far bet- 
ter showing of the West German 
industry is traceable in large part 


Fruehauf Reduces 
Prices 4th Time 


DETROIT.—Fruehauf Trailer Co. 
last week announced a price re- 
duction on its product line, the 
fourth price cut since 1958 by the 
company but the first to be the 
subject of a public announcement. 

William 10. Grace, president, said 
the present reductions range from 
1% to 5 percent, depending on the 
type of trailer. He explained that 
the series of price cuts would prob- 
ably average out to a 10-percent 
reduction for the entire line. 





New VW Deal Opens in Portland (Ore.)— 


Jackson Gateway Motors (Volkswagen) has moved into its newly constructed quarters 


at N.E. 102nd Ave., Portland, Ore. The new dealership is owned by Philip Jackson, 


James Jackson and C. E. Wilson. 


to its greater price stability, ob- 
serving that from 1953 to 1959 
there was an increase of 20 percent 
in the price of autos and parts in 
the U. S. and “an actual decrease 
of 3.6 percent in the German indus- 
try.” 

Although he said it would be 
“precipitate to jump to the conclu- 
sion that American producers of 
metal products have priced them- 
selves out of world markets” on 
the basis of limited statistics 
alone, Kefauver apparently thinks 
this is so. 

He cited reports from U. S. com- 
mercial attaches overseas which 
told, by and large, that the most 
important cause of the downtrend 
in American exports is “excessive 
prices.” 

Moreover, he added, “the situa- 
tion is expected to get progessively 
worse, since prices of most Ameri- 
can products in the last two or 
three years have continued to move 
upward, whereas those of compet- 
ing countries have either remained 
relatively stable or actually de- 
clined.” 

Kefauver also noted that under 
the direction of Senator Philip 
Hart, Michigan Democrat, the sub- 
committee plans a complete study 
of the nature and extent of trade 
and commercial practices affecting 
consumers “in a manner which 
tends or may tend to restrain com- 
petition in interstate and foreign 
commerce, with particular refer- 
ence to deceptive, misleading, 
fraudulent or unfair practices in 
the production, processing, packag- 
ing, labelling, branding, advertis- 
ing, statement of prices and other 
conditions of sale, marketing and 
furnishing of goods and services 
to consumers.” 

The Senate has voted $450,000 to 
the subcommittee for 1961. In addi- 
tion to considering legislation to 
supplement antitrust laws, Kefau- 
ver said, the group will inquire 
into the effectiveness of consent 
settlements which have been enter- 
ed into by the Justice Department 
and the Federal Trade Commission. 





Dealers Wrangle 


Over Used Cars 


MANSFIELD, O—A suit for 
$8,610 has been filed here by one 
auto dealer against another for al- 
leged refusal to deliver 12 used cars. 

William R. Baxter, Bill’s Auto 
Sales, said in the suit that he had 
paid $8,000 to Robert W. Moorhead, 
R. W. Moorhead & Son, Inc., last 
month for 24 autos. 

Moorhead, he said, delivered 12 
of the cars but refused to give up 
possession of the other 12. Court 
records reportedly show that title 
to the 24 autos was transferred to 
Baxter by the former used-car 
manager of Moorhead. 

Auffenberg Quits 

ST, LOUIS. — Auffenberg Buick, 
Inc., 3345 S. Kingshighway, has 
closed. Earlier in the year the en- 
tire shop equipment was auctioned 
off. Auffenberg Buick had been in 
business for about five years. 











750,000 for Show 


Salesmen’s Incentives 
Will Be Repeated 


_— 53rd annual Chicago Auto- 

mobile Show will get under way 
this week, and the sponsors are 
hopeful that the attendance will 
reverse a downward trend which 
has been widespread this season, 

“With suitable cooperation 
from the weather, attendance 
could be 50 percent over the all- 
time record of 518,521 who visited 
the ’58 show,” said Don C. Mul- 
lery, chairman of the show com- 
mittee, 

That would mean a turnout of 
about 750,000. 

The $20 million show, being 
staged for the first time in Chi- 
cago’s new lakefront exhibit center 

-McCormick Place—will open Fri- 
day night (Feb, 17) with a special 
preview for representatives of the 
industry, dealers, press, radio and 
television, 

The public will be admitted the 
following day after the 10th annual 
two-hour telecast tour of the show, 
which is being presented in color 
for the first time. 

* * ES 

LL of the more than 400 domes- 

tic cars and trucks and import- 
ed vehicles will be exhibited side 
by side for the first time in the 
main exposition area’s 300,000 
square feet, according to Edward 
L, Cleary, show manager and ex- 
ecutive vice-president of the Chi- 
cago Automobile Trade Assn. 

When the show was held in the 
International Amphitheater, ap- 
proximately the same amount of 
exhibit space was used, but it 
was in three separate although 
connecting buildings. 

The show theme still is “The Car 
Is the Star,” but there will be a 
stage presentation, “Motorevue of 
1961,” twice daily in the building’s 
5,000-seat theater. 

Cleary said individual displays 
feature “more color, imaginative 
presentation and animated devices 
than ever before.” 

There will be some new concepts 
in narration, he added, including a 
magician who illustrates his points 
with “startling illusions.” 

* * * 
a= INCENTIVE program to “en- 
courage dealer salesmen to take 
full advantage of the floor time as- 
signed to them” will be repeated. 

Retail salesmen in the domestic 
and import-car exhibits and the 
truck displays will be eligible for 
cash prizes, said Cleary. The pro- 
gram was launched at the ’59 
show. 

“Each afternoon and evening 
CATA representatives will circulate 
through the exhibits and present 
$25 awards to salesmen who are ag- 
gressively ‘on their toes’ meeting 
people and explaining the merits of 
their products,” said Mullery. 

A total of $10,000 has been set 

(Continued on Page 53, Col. 4) 





Service Clinic— 


A new dealership in Mt. Clemens, Mich., 
Nor'East Rambler, held a three-day service 
clinic for Rambler owners. Here Air Force 
Lt. William Glenn, left, has his car checked 
by Bill Webber, center, dealership service 
manager, and Al Myers, parts and service 
representative of the American Motors 
Detroit zone. The new firm is headed by 
Robert J. MacCulley and James L. Bertler. 
Rambler owners are offered a free car 
check, including an engine analysis, road 
test and inspection of brakes, tires, lights 
and other parts. 
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For wheelcovers that stay showroom bright 
car buyers count on stainless steel tire hammers, 


grime, flying gravel and high curbs all take their toll of wheelcovers. 
Stainless wheelcovers resist dents, scratches and deformation. Stain- 
less steel has strength and hardness unmatched by any other material 
used for wheelcovers. Because stainless steel has high resistance to 
corrosion, stainless wheelcovers stay new-car bright. Stainless even 
withstands the effects of harsh road salts. Normally it takes nothing 
more than a damp sponge to clean stainless wheelcovers, and there’s 
nothing to fear about a trip through any wash rack because stainless 
is detergent-proof. Stainless steel is solid stainless, too. You can’t 
rub the finish off. 


ats 


=> 





United States Steel 








Stainless is among the more than 160 types and grades of steel used 
in the new cars, each selected to do the most dependable, most eco- 
nomical job. Tell your customers about the advantages of stainless 
steel in your cars. Make a point of talking up the stainless steel used 
for beauty with durability in wheelcovers and other parts that must 
take punishment and stay good-looking. The public prefers steel in 
automobiles, as shown by continuing surveys conducted by Alfred 
Politz Research, Inc. The surveys show that car buyers look to steel 
for strength, dependability and quality. We’re strengthening the pub- 
lic’s preference for steel even more with a big national advertising 
campaign in magazines, billboards and network television. Make their 
preference for steel in automobiles work for you. 


Sell my, it sells for you 
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The Man Behind the Wheel... 





Sales Testing the Oldsmobile 88 


Eprror’s Note: This is one of a | 
series of articles designed to 
explore the selling features of 
American cars. 

* * * 


By L. H. Houck 


Travelling Correspondent 


HE Oldsmobile is one of the 

most changed automobiles of 
the ’61 parade but it’s built for driv- 
ing, comfort and use. 

The pushbutton heater control 
was easy, the defroster operated 
from a single button and the heat 
indicator—a green light—said cold. 
Beside it was a red signal light to 
indicate a hot engine. 

Driving the Oldsmobile doesn’t 
tell all the story—but it does tell 
the story of new comfort, new con- 
venience, perfect handling in traf- 
fic. This is the story that the Olds- 
mobiles of past years have been 
telling—and yet there is a big dif- 
ference. Part of it comes from 
more room up front, this time I 
didn’t have to take off my hat. 

In 10 minutes you get the feel- 
ing that you have always known 
this car. The power brakes were 
a little too effective—I was giv- 
ing the pedal a little too much. 

This Oldsmobile didn’t need the 
proverbial dime to stop on. The 
power steering was superb and the 
feel of the car in traffic promoted 
early confidence. 

* * * 

OING South on Kansas City’s 

Main St., lined both sides with 
parked cars, the sight of a short 
open parking space was too much 
temptation. 

So we pulled up along side the 
front car in regulation driver- 
school fashion, backed two feet, cut 
the wheel to right, established a 45- 
degree angle, straightened wheels 
and backed until front bumper 
seemed about in line with the rear 
bumper of the car ahead, cut hard 
left. The Dynamic 88 fitted like a 
put-back piece of cake. I got out 
and looked at the curb—six inches 
away. 

After adding 60 miles to the 
dashboard record, I pulled in at 
a service station, checked oil, 
transmission fluid, radiator and 
tires. It wanted nothing. 

Essentially that was the history 
of a little more than 600 miles of 
driving with the new Olds 88. With 
thousands and thousands of happy 
Oldsmobile customers throughout 
the land, it takes a little nerve 
in the engineering department to 
make the drastic changes incorpo- 
rated in the ’61 and it takes a lot 
of skill to make them in such a 
manner that both old and new cus- 
tomers will be happy. . 

* * oo 





All Improvements 


ie eoeag are no changes for 
change’s sake but bonafide im- 
provements that make the buyer’s’ 
investment more solid, the owner’s 
satisfaction more permanent and 
his enthusiasm increase as the 
miles mount up. 

But we bid adieu to some old 
friends. The long leaf springs, long 
characteristic of Oldsmobile, are 
gone. 

A new rear suspension, long and 
soft coil springs, are located direct- 
ly over the rear axle. In spite of 
the fact that there are two new 
arms on each side, no lubrication is 
required on rear suspension. 

The frame is new and the gaso- 
line tank has been moved to a 
point just behind the rear axle 


S.C. to Pass Up 


Convention in 61 


COLUMBIA.—A one-day meeting 
March 1 at the Wade Hampton 
Hotel in Columbia will replace the 
annual convention this year, ac- 
cording to the South Carolina Auto- 
mobile Dealers Assn. 

In explaining the switch in plans, 
a spokesman said “the board feels 
that we should plan in keeping 
with the business and economic 
times to the very best interest of 
the membership.” 

The March 1 session will include 
an all-day business meeting, a pro- 
gram for dealers’ wives and enter- 
tainment in the evening. 


and—turned on edge. With the 
axle in front and the underhang 
from the new deep-well trunk, the 
gas tank is well protected against 
impact. 

Part of the interior comfort 
comes from the extra room and 
lower hump provided with a new 
one-piece driveshaft. 

The new frame and suspension 
has been engineered to counteract 
roll and sway and to smooth out 
the highway. They do what they 
are supposed to do as a demonstra- 
tion ride on rough roads will show. 

* a x 
OUR steel arms are mounted 
triangularly from axle housing 
to frame to form a solid support 
to take the tilt out of turns and 
the dip out of starts and stops. 

Inside, although the seats are up 
two full inches, there is more head 
room and “hat-room.” Higher doors 
allow better clearance and the 
front door pillars slant forward. 

Oldsmobile’s new Rocket engine 
uses regular fuel, develops 250 
horsepower. The camshaft has a 
minimum overlap which helps on 
gas economy along with “Econ-o- 
way” carburetor and special dish- 
ed pistons for 8.75-to-1 compres- 
sion ratio. 

In use, where it counts, this en- 
gine proved equal to every occa- 
sion—spirited in traffic, fast on the 
open road, and responsive to the 


whim of the driver. It delivers easy, 
x * Ed 





Trunk Control— 


The vacuum control for trunk lid is this 
button (arrow) inside the glove box. Olds 
has also done a nice job in reworking the 
box with a slot in the lid at left for war- 
ranty coupons and an instruction bulletin 
at right. 





Big Change— 

A big change in the engine compart- 
ment is covering the space between grill 
and radiator with sheet metal and at the 
same time retaining the two widely spaced 
locks for hood. This sheet metal provides 
additional bracing. It also looks good 
when the hood is opened. . 
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Oldsmobile Test Car— 








fast starts in coldest weather and 
has fast warmup. 
* * 


A Faster Shift 

4 ig» new lighter and smaller 
Hydra-Matic transmission is dif- 

ferent. It has a new throttle con- 


a 


trol which, while it shifts into 
high faster thus saving fuel, has a 


different feel. It takes a little while 
to get used to it. 

The lurch, when shifting into 
drive or reverse when standing, has 


been eliminated. It stands so quiet 
that you may wonder if the engine’s || 


running. A touch on the gas pedal 
will convince you quickly that it is 
and it’s in high before you can say 
scat. 

This Olds with the new trans- 
mission cannot be pushed to 
start when the battery is down 
because the rear pump has been 
removed. This is, in my opinion, 
a good idea because pushing is 
seldom done according to the 
rules and it often results in un- 
warranted damage to transmis- 
sions. 

The new Hydra-Matic is now 
wrapped in the smallest package 
in its history. It’s oil capacity is 
likewise smaller, requiring fewer 
dollars when changing oil at rec- 
ommended 26,000-mile intervals. 

* * * 

HE test car was equipped with 

an inexpensive accessory that 
no one should do without—auto- 
matic vacuum trunk control. The 
control handle is located in the 
glove box. A pull on the handle 
unlocks the trunk and the trunk 
lid on the test car slowly moved 
up to full open. 

It is independent of the key 
function, works when the engine 
is running and two or three times 
after engine is stopped. The con- 
trol handle can be locked from 
unauthorized use by locking the 
glove box. 

Oldsmobile uses a mannikin 
named Oscar to try out new seat- 
ing dimensions and Oscar has done 
himself proud in making interiors 
comfortable. Doubling for Oscar on 
city and country roads, we can ver- 
ify his decisions. 

Interiors are also excellent this 
year, with choices from formal to 
sports flair trim. Whatever the 
choice, the interior fabrics have 
rich distinction. Deep pile carpeting 


is used on front and rear floors. 
* * . 


Good View Assured 


fbi dat egtggraes steering wheel af- 
fords a good view of the road 
and an extra, without cost, is the 
safety-padded dash. 

Oldsmobile has developed a new 
box frame it calls “Guard-Beam” 
which has ruggedness and 
strength to spare. Box-section 
steel members form frame sides 
with their protective length ex- 
tending from end to end to give 
protection of husky steel barriers. 
You ride inside, hence the name, 
and heavy reinforcements feature 
the four corners of the frame’s 
central section. Besides the lower 
floor afforded, this new frame 
insures maintenance of original 
alignment under ordinary use. 
There are also 90 rubber cushion 
spots between you and the frame. 
New comfort and quietness is thus 
achieved. 


This is the Olds test car at the end of the trip and ready to return to its home base 
in Kansas City. No service or adjustment was required during test. Oldsmobile is for 


“going places.” 




















Car Tested: 
OLDSMOBILE 88 


Model: Four-door Holiday 
sedan (hardtop). 

Engine: V-8, OHV, with 8.75- 
to-1 compression ratio and dis- 
placement of 394 cubic inches. 
Bore and stroke, 4.125 by 3.687; 
250 horsepower; torque 405 @ 
2,400 revolutions per minute. 

Transmission: Hy dra-Matic. 
Two planetary units are used to 
obtain neutral, three forward 
speeds and reverse. A parking 
pawl locks output shaft to case 
for positive lock park position. 
A fluid coupling is used to pro- 
vide additional torque multipli- 
cation for first and reverse gears 
and to lock members of the two 
planetary gear sets together to 
provide third speed or direct 
drive, 

Dimensions and specifications: 
Wheelbase 122.9; overall length, 
212; overall width 77.2; overall 
height 55.6; tread width front 
and rear, 61, all in inches. En- 
gine crankcase, four quarts; 
cooling system with heater, 22 
quarts; automatic transmission, 
5% quarts; power steering, 1°4 
quarts; gasoline tank, 20 gallons. 

Tire size: 8.00x14. 


Wilkie View: 








|'Greenwald Promotes— 


Directors of Greenwald Auto Co. (Ford), 
New Kensington, Pa., have promoted four 
| employes to top management posts. Three 
| of the executives are, from left, Wilbert 
V. Gilkey, president; Edward L. Hahn, sales 
vice-president, and Kenneth O. Crawford, 
vice-president, tractor and implement de- 
partment. Joseph Ackley was named secre- 
tary. Gilkey succeeds Fred |. Lyle, president 
since 1939. “After 45 years, | have de- 
cided to step aside for those who have 
earned the right to take my place,” Lyle 
said. He will continue with the firm as 
board chairman. 











Aid for the Ailing 


By DAVID J. WILKIE 


MORE PROGRESS has been 
made in physics in the last 60 
years—almost spanning the history 
of the automobile industry — than 
in the whole pre- 
vious history of 


tainly this is true 
of the auto indus- 
try itself, where- 


search has ex- 
panded steadily to 


all 
known to man. 

For the car in- 

David J. Wilkie dustry t he years 
of research have transformed the 
automobile from a crude motorized 
contraption to one where tolerances 
of one ten thousandth of an inch 
and surface depths of millionths of 
an inch are commonplace measure- 
ments. 

But society owes more to auto- 
motive research then just the re- 
finement of automobile engines, 
brakes and steering mechanisms 
and other elements of the com- 
pleted vehicle. 

Out of the car industry’s research 
and engineering facilities—projects 
whose cost represent an investment 
of many hundreds of millions of 
dollars — have come some of the 
greatest miracle machines for med- 
ical research and surgical practice 
the world ever has known. And the 
future will bring more, to help pro- 
long life for individuals stricken 
with ailments difficult, if not im- 
possible, to treat. 

The industry is not trying to 
enter the medical field, but its re- 
search facilities and scientific skill 
have always been available where 
needed. 

* * * 


Mechanical Heart 


AMONG THE better known of 
the numerous devices that have 
come from the auto industry’s re- 
search divisions are such machines 
as General Motors’ mechanical 
heart, Chrysler’s food pump and 
Ford’s intracardiac pressure meas- 
uring system. 

The mechanical heart is known 
in medical circles as the Dodrill- 
GMR Mechanical Heart, having 
been created in General Motors Re- 
search from ideas and sketches by 
Dr. F. D. Dodrill. Its function is to 
take over temporarily the heart’s 
pumping action while a patient is 
undergoing heart surgery. This 
gives the surgeon a “dry field” in 
which to operate, 

When the operation is complet- 
ed, the blood flow is switched 
back from the mechanical pump 
to the patient’s normal circula- 
tory system. 

The device has undergone nu- 
merous changes and functional en- 


mankind. Cer-| 


in organized re-| 


embrace about| 
the sciences | 


| gineering improvements since it 
| was first developed. Today various 
other types of artificial hearts are 
available, 

| * * & 

| CHRYSLER’S FOOD pump was 
| the result of cooperative work by 
|Dr. James Barron and Chrysler’s 
| Engineering Division. The device, 
| especially suited to feeding patients 
| suffering from varying types of 
stomach or throat ailments, those 
with stomach ulcers or cancers, 
| those in diabetic coma, will deliver 
precise amounts of liquefied food 
over long periods of time at very 
slow speeds. 

A thin plastic tube, inserted 
through the nostril, is placed in the 
patient’s stomach or smal] intestine 
and the food is delivered to the de- 
sired spot in the desired quantity 
and consistency. It can be regulated 
to feed a quart of food in 10 hours 
or deliver it in 30 minutes, if the 
patient’s system can assimilate it. 

Ford’s Intracardiac Pressure 

Measuring System is a tiny in- 
strument, with an overall length 
of 0.65-inch and maximum out- 
side diameter of 0.090 inch. With 
wire thinner than human hair 
that has to be wound around the 
device under a microscope, the in- 
strument is threaded into a heart 
chamber through a vein. 

These are only a few of many 
medical field contributions that 
have come from the auto industry’s 
research departments. There are 
others, like General Motors’ heart 
sound pickup that detects chest 
wall movements calculated to one- 
half billionth of an inch, and the 
GM developed Centrifilmer that 
spins whole blood, plasma, vaccines 
and other liquids into a micro- 
scopically thin film—so thin that 
any virus or bacteria in the liquid 
is killed in a “bath” of ultraviolet 
light, 





* * * 


Boons for Society 


THERE ARE also several other 
Ford-developed devices, like a blood 
flowmeter, a mechanical procedure 
in knee surgery, and a pump to be 
used in the treatment of edema, oF 
swelling of the limbs, following rad- 
ical surgical procedure. 

The pump aids in the removal of 
accumulated fluids in body tissues 
through the gentle application of 
cyclic pressure to an elastic appli- 
ance fitted to the distended limb. : 

Chrysler’s laboratory pioneered in 
developing a machine that makes it 
possible to study the fat-protein 
molecules that float in the blood 
and deposit themselves along the 
arteries. This device and others 
that have followed it are giving 


of arteriosclerosis. | 
Yes, the automotive industry has | 
done much more for society than 





just put it on wheels. 

















valuable aid in the constant study“ 
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ICC Judging Each Case Separately . . 


No Early Probe Due 
On Piggybacking 


WASHINGTON. The 
Commerce 
present intention of launching any 
kind 
into auto haulaway truckers’ 
plaints that they are 
of business by railroad rate-cutting. 

While admitting that the ICC has 
been deluged with requests for such 
a probe 
ests and some 
spokesman for ICC has indicated to He affirmed that the ICC cur-| rail 


Au TOMOTIVE News that no plans are| rently is investigating a number of 


Interstate 


Commission has no| cial attention.” 
investigation 
com- 
being robbed 


a full-scale 
these requests 
that under the 


carrier reduces 


by truckers, labor inter-| 
Congressmen a | 


aa5 = Glue FLY LINE 

...Your Guarantee 
OT PEATECT 
MATCHED-PERFORMANCE 


Rings, pistons, pins, bearings, valve 
train parts, water pumps, chassis 
parts? All parts in the McQuay- 
Norris line—designed and manu- 
factured to the same high standards 
of quality and precision—are known 


for uniform performance and 


McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS- TORONTO 


URIN 


under way to give the matter 


He said that, in general, the 
Commission has been answering 
by pointing out 


merce Act, the mere fact that a 
particular commodity 


itself, sufficient evidence that the 
rate is unlawful. 
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complaints 
riers of cars against one 


“spe- 
ly and on their own 
merits, 
single 


issue, 


ered in another case, 
| unlawful. 


is not, in 


rates have 





longer service. Your McQuay- 
Norris Wholesaler is “replacement 
parts headquarters” to mechanics 
all over the country who have 
experienced the satisfaction of 
working with the McQuay-Norris 
line. Use them on your next job. 


© 1961 MCQUAY-NORRIS MAN 


lodged by motor car- 
or more 
railroads. These cases grew out of| 
reductions in rates on cars by the| 
rail lines, made possible by cheaper 
piggybacking or multi-level trans- 


port, which the motor carriers 
claim are designed to steal truck- 
ers’ traffic. 


also is ruled| 

| carriers, 
Trucker opponents of the reduced 
claimed that the| 
“inherent advantage” in the haul-| 


The ICC spokesman said these | 
complaints will be judged separate- 
individual 
rather than as part of a 
A finding of unlaw-| 
fulness of a rate on cars offered 


Interstate Com- | by “X” railroad in one case, there- | 
fore, will not necessarily mean that | 
its rates on a |a similar rate by “Y” line, consid-| 











Auto Makers Warned 
On Plate Mountings 


HARTFORD. — Motor vehicle 
registrars from the six New Eng- 
land states have informed the 
Automobile Manufacturers Assn. 
that its members’ products will 
not be registered unless the mount- 
ings for license plates permit 
their being read easily. 

The registrars also said wind- 
shield stickers will be denied ve- 
hicles with plates not plainly 
visible when cars and trucks are 
inspected. 


ing of cars belongs to the motor 
not the rails. 
However, according to the 
spokesman, the ICC takes a 
slightly different view of the 


a 











































term. In its replies, he said, the 
ICC has stated that because of 
the inherent nature of railroad 
operations, the rails in “certain 
situations” can realize a profit 
where a motor carrier cannot. 


“At the present time,” the Com 
mission told one of its correspond 
ents, “competition for traffic in 
tense not only between the differ 


ent modes of transportation, buf 
also between carriers of the same 
| mode. It is not surprising, there 
fore, that carriers attempt to real] 
ize some, or even a larger share 


of the available traffic by offering 
shippers more favorable rates of 
service than their competitors ex 
tend,” 


Unless the Commission decides 
on its own or under pressure from 
outside groups, to launch an inves 
tigation into the overall question of 
the rate disparity, hopes by autd 
truckers and labor interests for a 
precedent-setting order—one whic 
would put them back on equal foot 
ing with the rail carriers in the 
shipment of cars have little 
chance of being realized. 


Lawmaker Asks 
End of Excise 
On Cars, Trucks 


WASHINGTON.—Repeal of the 
10 percent excise tax on cars and 
trucks has been proposed by Rep 
Charles E. Chamberlain, Michigan 
Republican, as a remedy for un 
employment in the auto industry. 


According to Chamberlain, repea 
of the tax would stimulate the sal 
of cars “which will increase pro 
duction, eliminate unemploymen 
add to the demand for raw mate 
rials such as leather, glass, stee 
rubber, aluminum, and innumerable 
other products, as well as create 
business activity with the automo 
bile dealers and finance people ix 
every city and village of the United 
States.” 


The Congressman said that lows 
ered automobile production has 
“tremendous impact on our who 
economy” and that the unemploys 
ment problem in Michigan “marks 
the beginning of a chain reaction 
which will be felt in most eve 
Congressional district in the coun= 
try.” 3 

“Lowering the price of automa 
biles,” said Chamberlain, “is oné 
solution, so practical, so valid, 
obvious, and so effective, it is diffi 
cult indeed to understand why i 
has not been done.” 

In asking for repeal of tax—asy 
he has done in the last two Con- 
gresses — Chamberlain declared, 
“This tax was originally enacted 
to put the brake on automobile 
production during the Korean War. I 
Now, when it is sorely needed, it 
is time to take that brake off and 
get the economy rolling and, at the 
same time, correct a tax inequity 





that continues to _ discriminate 
against an industry providing the 
life blood of one out of every sev- 
en persons in the U. S.” 


Goodyear to Boost ' 
Capital Spending ¢ 


BEAUMONT, Tex.—An $80 mil- 
lion capital expenditure program 
for Goodyear Tire & Rubber Co, in 
1961 was disclosed here last week C 
by Board Chairman E. J. Thomas. 

The sum is $5 million more than 
1960 expenditures 7 
and will bring ; 

Goodyear’s total 
capital invest- 











ment since 1955 to : { 
more than $500 5 RE 
million, Thomas a 2 
told the annual a } 
meeting of the i ; 
Beaumont Cham- , 
ber of Commerce. v, 
Predicting con- FF @ 
tinued national _ dn 
growth and ex- . 3. 
pansion in ’61 despite 
of gloom around the 
cited Goodyear’s new 
synthetic rubber plant scheduled} 
for completion this fall—as a sym= 
bol of the company’s faith in the 
future. 


“some spots 
country,” hé 
Beaumont 


Motor Mart Blaze 


HELENA, Mont.—The Motor 
Mart, on Helena’s Last Chancé 
Gulch, was destroyed by fire Dees 
31, along with some 11 new cars 
with damage estimated at $100,000 
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62 PERCENT 


OF DELAWARE VALLEY’S 
HRRFPHCTIVE BUYING INCOME 
IS CONCENTRATED 
IN THE SUBURBS 


The Philadelphia Anguiver delivers your advertising to 30% more 
suburban adult readers than does any other Philadelphia newspaper. 





Sources: 1960 Sales Management Survey of Buying Power; Continuing Study of Adult Newspaper Readership by Sinclinger & Company, Inc. based on over 50,000 interviews, 1957-59. (Summary of 1959 study available on request.) 
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Assn., Sheraton Hotel, Louisville. 


May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 


June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 


April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 


April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 


April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

Aug. 20-22—Colorado Automobile Dealers 
Assn., Harvest House, Denver. 

Oct, 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


* * * 


Auto Shows 


back in and I'll again explain power steering, 
power brakes and automatic —" 





















Letterbox 
‘Attention of Dealers... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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car will pull to the right side, off 
the road and onto the shoulder. 

Although many states have 
passed laws as long as 10 to 15 
years ago, they now insist on brak- 
ing the second unit, which puts on 
stop lights when slowing down.— 
B. Goutpinc, Tow Bar Sales Co., 40 
S. Clinton St., Chicago 6, Il, 






Towing Rules 


We believe that it would be good 
policy on your part to run an edi- 
torial calling the attention of the 
new and used-car dealers to the 
matter of safety chains and con- 
trolled-steering guide cables and 
brake when towing cars. 
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{| |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 


AUTOMOTIVE 


Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

Feb. 22-26—Eleventh annual National Au- 
torama, Connecticut State Armory, 
Hartford. 

March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 


You will note from the ads 
which are run in your publication 
by towing-equipment firms they 
do not stress the above nor do 
they tell the trade about con- 
trolled-steering guide cables. 


* * * 


Sales Test Specs Disputed 


In your article of Jan. 9, “Sales 
Testing the ’61 Chevrolet,” you 
have made a few mistakes. Mr. 


and U, S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 





Houck, if you will recheck your 
specifications, you will find that 
the Turbofire 170 has a displace- 
ment of 283 cubic inches and a 


In the past we advertised our 
bars with and without controlled- 
steering guide cables, but due to 
competitive advertisements we were 


April 1-9—5th International Automobile 
Show, New York Coliseum, N. Y. 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 

















Philadelphia. 
Nev. 11-1€—Philadelphia Auto Show, Phila- forced to discontinue this. compression ratio of 8.5 to 1, 
R d : t h c ° ti delphia. Here are some towing regulations| I believe you will find that your 
ed ing e ommunIica Ions * * ® set up by the Interstate Commerce | specifications are somewhat off— 
Commission and some other gov-| KENNETH R. Bowpen, Tom Bowden 





General 

%& Feb. 9-13—National Sports Car Exposi- 
tion, Statler Hilton Hotel, New York. 

Feb. 13-15—Annual Convention Automotive 
Service Industries Assn., Hotel Biltmore, 
Los Angeles. 

Feb. 16-19—International Automotive Serv- 
ice Industry Show, Los Angeles Memorial 
Sports Arena, Los Angeles. 

Mar. 6-9—The American Society of Me- 
chanical Engineers, Washington. 

March 13-16— Annual Spring Conference, 
National Truck Leasing System, Boca 
Raton Hotel, Boca Raton, Fla. 

March 20-22—Motor Vehicle Maintenance 
Conference, University of Washington, 


Chevrolet, Inc., 14700 Michigan 
Ave., Dearborn, Mich. 
* * * 

I’d like to thank you for a very 
good article on “Sales Testing the 
’61 Chevrolet.” I notice either a 
printer’s error or someone has not 
given exactly the proper informa- 

tion. 

On specifications of a ’61 Impala 
four-door sports sedan (hardtop), 
cubic-inch displacement should be 
283 inches — with a compression 
ratio of 9.5 to 1. Horsepower should 


ernmental agencies: 

1. When towing one car behind 
another, whether it be intrastate or 
interstate, these two cars are classi- 
fied as a truck and come under the 
regulations governing a truck as to 
speed, etc. 

2. All interstate towing must have 
controlled steering-guide cables. 

3. Safety chains crossed, or if 
single chain is used, should be as- 
sembled as a figure eight. 

Too, it is our understanding 







Is Crucial Task 


ONE of the interesting points about the NADA convention 
in San Francisco dealt with communications. Some deal- 
ers claimed that the dealers weren’t able to communicate 
with the factories. Others said NADA leaders had found the 
factory door wide open. When the dealer leaders came to 
communicate, the factory men would say: 















**Just tell us what you want us to do about it and we will 
consider it. But don’t be vague. We have to know what we 
are tackling.” 


Seattle. 

March 21-23 — Fourth Annual Conference 
National Assn. of Fleet Administrators, 
Inc., Sheraton-Cadillac Hotel, Detroit. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 


that on turnpikes, toll roads, etc., 
the police insist that the chains 
be bolted in addition to the hooks 
at each end to prevent them from 
becoming loose at any time. 


be 230 instead of 170. On curbside 
weight, it should be 3,730 pounds 
instead of 3,665. 

Regardless of my corrections, this 


article is very good and might even 
change some salesmen from selling 
Fords to selling Chevies. — STEVE 
ERTLE, salesman, Gutshall Chevrolet, 
Inc., 1606 Main St., Hellertown, Pa. 
Eprror’s Note: Chevrolet says 
the displacement should be 283, 
but that the compression ratio de- 
pends on the carburetion. If it’s 
four-barrel, the ratio is 9.5 to 1 
and the horsepower 230 at 4,800 
revolutions per minute; if it’s two- 
barrel, the ratio is 8.5 to 1 and the 
horsepower 170 at 4,200 RPM. 
Curbside weight for this car, with 
automatic transmission, is about 
3,750 pounds, Chevrolet adds, and 
3,730 with manual transmission. 
* * Bd 






Also, the chain running from left 
to right should be shorter by at 
least three inches. In this way, in 
the event of an accident, the towed 


Sponsored by Automotive Council of 
Los Angeles, Inc, 

April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 


The Big Stories 


35 Years Ago—1926 


Open warfare on the increasing tendency among dealers to lower 
the downpayment and to extend the period of payments was declared 
by finance companies during the National Automobile Dealers Assn.’s 
convention in Chicago, The finance companies threatened that unless 
the practice was curtailed, a general withdrawal of artificial credit 


would follow. 
20 Years Ago—1941 
Attaining fourth highest ranking in automotive history, 1940 regis- 
trations of cars and trucks totalled 3,992,232, a 24 percent gain over 
1939. Chevrolet grabbed top honors with 1,047,630 units. Ford was 
second with 706,093 units, and Plymouth was third with 441,185 cars 


and trucks. 
10 Years Ago—1951 
Dealers, manufacturers and owners retorted angrily to the Adminis- 
tration’s proposal for a jump from 7 to 20 percent in the federal excise 
tax on new cars and a wholly new levy on used cars. 


That is one of the things that led to the NADA task 
force, charged with getting at the heart of the problem first, 
and then trying to do something about it. 


Many of the dealers have the idea that all of the problems 
of the industry emanate from overproduction. And most 
people in the industry will concede that the great number 
of ’60s carried over into the ’61 sales period certainly cur- 
tailed profits in the vital early new-model season. 















But many also concede that the production was based on 
dealer orders made at a time when neither dealer nor fac- 
tory foresaw the soft spot that led to the accumulation of 
cars. 








The vital link in this business of communications is in 
interpreting what is being communicated by factories, deal- 
ers and public. Some have suggested various systems for 
doing this. 

In the end, it becomes a matter of human ability. The 
man who reads the communications best will do best for the 
public, his factory and his dealers. 


Sales Training 

With reference to your article on 
Page 3 of the Dec. 19 edition of 
AUTOMOTIVE NEws, 

I would suggest, as a lifelong 
student of auto sales research that 
nobody, manufacturer, dealer or 
NADA, indicates a sincere desire 

(Continued on Page 24, Col, 3) 
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REPORT TO FORD DEALERS 


More than 


Today’s buyer, of course, has an eye on price. And 
the 1961 Ford Fairlane, equipped the way most 
people want, is the lowest-priced* full-size car of 
all. But today’s buyer is also aware of operating 
costs—costs that have been cut to the bone in the 
61 Ford with its “‘takes-care-of-itself” features. 


This year’s Ford will go 4,000 miles between oil 
changes, 30,000 miles between each chassis lubri- 
cation. It adjusts its own brakes—doing the job 
automatically and more precisely than by hand, 
and its double-wrapped aluminized muffler lasts 
up to 3 times as long as ordinary mufflers. The 
prospect can easily be sold on these and other 
cost-cutting features as savings. 


Comparative figures in the chart at right show 
how a ‘61 Ford will save your customers the 
equivalent of two or three months’ payments on 
operating and maintenance costs alone! This is a 
powerful part of Ford’s economy story that 
competition would rather not have advertised. 

“Beautifully built to take care of itself’’ is more 
than just words . . . to your customers, it’s money 
in the bank. 


% Based on a comparison of manufacturers’ suggested retail delivered prices 
including radio, heater, automatic transmission and white sidewall tires 


Prospect’s present car 


operating costs 


Chassis lubrication 
(As much as $1.50 every 
1000 miles) 


Oil changes 
(As much as 5 qt. @ .50 
every 2000 miles) 


Muffler replacement 
(Includinginstallation charge 
as often as once per year @ 
approximately $15.00) 


Brake adjustments 
(As much as $2.00 per ad- 
justment—up to twice a year) 


Automatic transmission 
band & linkage adjustment 
(As often as once per year @ 
approximately $8.75) 


Our 
estimate 


$ 54.00 


Waxing (As often as twice a 
65.70 
TOTAL | $247.95 


just words... 
to your customers its money in the bank 


COMPARE OPERATING COSTS 


Estimates are based on average national costs to own and operate a 1950-1960 full-size American car for 36,000 miles 
of driving in 3 years, the average ownership period, as compared with the 1961 Ford for 3 years under the same average conditions. 


1961 Ford 


30,000-mile chassis lubrication 
(Under normal driving conditions) 


tBased on 20 minutes’ service at today's 
national average labor costs 


Oil changes 
(5 qt. @ .50 every 4000 
miles) 


Double-wrapped aluminized 
muffler 

(Lasts up to 3 times as long 
as ordinary mufflers) 


New self-adjusting brakes (Powerful 
new brakes automatically adjust 
themselves for the life of the lining) 


New Cruise-O-Matic 
transmission 

(Band adjustment only 
once a year @ $3.60) 


Ford Diamond Lustre Finish 
(Never needs waxing) 


Subtract right column from left column and you'll see that 
FORD SAVES YOUR CUSTOMERS AS MUCH AS $210.65—IN OPERATING COSTS ALONE! 


FORD DIVISION backs you best 
Tord igtor Company, 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Providence 

A total of 802 new cars were reg- 
istered in Providence in December, 
compared with 1,282 the previous 
month. Registrations by makes 
were: 

Ford, 186; Chevrolet, 171; Ram- 
bler, 81; Plymouth, 61; Oldsmo- 

bile, 43; Buick, 35; Cadillac, 33; 
Pontiac, 25; Dedge, 22; Comet, 
20; Volkswagen, 20; Renault, 15; 
Studebaker, 14; Chrysler, 13; Mer- 
cury, 10; Hillman, 4; Willys, 3; 
DeSoto, 2; Imperial, 2; Lincoln, 2, 
and miscellaneous, 40. 
New-truck registrations, mean- 
while, dropped to 73 from 85 a 
month earlier. By makes: 

Ford, 24; Chevrolet, 18; Interna- 
tional, 7; Dodge, 6; Mack, 3; Volks- 
wagen, 3; GMC, 2; Willys, 2; Div- 
co, 1; Studebaker, 1, and miscel- 
laneous, 6, 

—Tuomas L. ForBes 
a CJ + 


Milwaukee 

The new-car market in Milwau- 
kee skidded in December to total 
3,339, compared with 3,997 a month 
earlier. 

But for the full year, the total 
of 46,096 was second only to the 
49,637 recorded in 1955. 

By makes, December registra- 
tions were: Chevrolet, 738; Ford, 
548; Rambler, 328; Oldsmobile, 276; 
Pontiac, 240; Buick, 166; Dodge, 
127; Falcon, 118; Cadillac, 108; 
Plymouth, 95; Mercury, 68; Special, 
68; Corvair, 64; Comet, 53; Tem- 
pest, 51; Studebaker, 49; Chrysler, 
40; F-85, 29; Lincoln, 27; Lancer, 
14; Willys, 11; Imperial, 5; DeSoto, 
3, and miscellaneous, 113, 

—JoHN E. HuBEL 
+ * « 


Cincinnati 

January new-car registrations to- 
talled 2,443 in Cincinnati, compared 
with 2,839 in December and 3,009 in 
January a year ago. 

Used-car transactions totalled 3,- 
108, compared with 2,843 a month 
earlier and 3,096 a year earlier. 

By makes, January new-car 
registrations were: Chevrolet, 
649; Ford, 537; Oldsmobile, 200; 
Pontiac, 188; Buick, 171; Ram- 
bler, 160; Plymouth, 103; Cadillac, 
64; Comet, 55; Dodge, 50; Mer- 
cury, 46; Chrysler, 32; Studebak- 
er, 22; Lincoln, 15; Checker, 9; 
Imperial, 8; Willys, 2, and miscel- 
laneous, 132. 

New-truck registrations number- 
ed 261, compared with 201 in De- 
cember and 280 in January, 1960. By 
makes, January registrations were: 


Used-Car Sales 
By L-M Dealers 
Highest Since 55 


DEARBORN.—Sales of used cars 
by Lincoln-Mercury dealers on a 
per-dealer basis in 1960 were the 
highest since 1955, according to J. B. 
Hodges, Lincoln-Mercury used-car 
marketing manager. 

“Sales in the second half of 1960 
were higher than used-car sales of 
any other dealer organization, on a 
per dealer basis,” Hodges added. 

“In the final four months of last 
year, used-car sales per dealer in 
the Lincoln-Mercury organization 
reached the highest point in his- 
tory,” he said. 

“Significantly, published year-end 
used-car auction data indicates the 
dollar repreciation on a 1960 Comet 
was less than any other United 
States-made car,’ Hodges said. 


Bealer’s Sales 
Total $37 Million 


MILWAUKEE.—Record sales of| 
$37,166,541 in 1960 have been re-| 
ported by Humphrey Enterprises| 
for its dealerships here and in| 
Green Bay, Burlington, Sheboygan 
and Sheboygan Falls, Wis., and in| 
Rockford and Evanston, IIl. 

Glenn L. Humphrey, president, 
said his organization sold 15,011 
new and used cars last year, a gain| 
of 8.6 percent over 1959. He pre-| 
dicted a 10 percent sales increase | 
for 1961. 





Ford, 111; International, 60; Chev- 
rolet, 45; GMC, 17; Willys, 7; 
Dodge, 5; White, 4; Divco, 3; FWD, 





Chevrolet, 897; Ford, 757; Pontiac, 
318; Oldsmobile, 277; Falcon, 248; 
Corvair, 230; Buick, 212; Dodge, 


2; Volkswagen, 2; Studebaker, 1,| 205; Comet, 176; Rambler, 159; 


and miscellaneous, 4. 


Cadillac, 112; Plymouth, 107; Val- 


Used-truck sales amounted to 159, | iant, 106; Mercury, 105; Volkswag- 
compared with 127 a month earlier| en, 100; Chrysler, 51; Studebaker, 


and 140 a year earlier. 
—ALLAN R, Hem 
+ +: * 


Sioux City, Ia. 
New-car registrations in Sioux 
City, Ia., numbered 225 in January, 
compared with 379 in December 
and 245 in January a year ago. 

By makes, they were: Chevro- 
let, 59; Ford, 57; Oldsmobile, 18; 
Pontiac, 18; Buick, 13; Plymouth, 
11; Rambler, 11; Dodge, 10; 
Comet, 6; Mercury, 4; Chrysler, 3; 
Lincoln, 3; Renault, 3; Volks- 
wagen, 3; Studebaker, 2; Checker, 
2; Cadillac, 1, and Opel, 1. 

New-truck registrations totalled 
34 in January, compared with 47 a 
month earlier and 48 a year earlier. 
By makes: Ford, 14; Chevrolet, 12; 
International, 4; Dodge, 3, and 


Studebaker, 1. 
x * 


Cleveland 


New-car sales in Cleveland in 
January totalled 4,230, compared 
with 5,127 in December. 

That was the lowest January 
total since the end of World War 
II and the lowest monthly total 
since October, 1958. 

By makes, registrations were: 


35, and Lincoln, 27. 
Renault, 11; Opel, 10; Austin, 9; 





Attention Getter— 


Tom M. Callaway jr., Decatur (Ga.) Olds- 
mobile-Studebaker dealer whose hobby 
is photography, sits beside the bulletin 
board in his showroom on which he has 
posted the pictures and names of his nine 
salesmen. The display is a big attention 
getter with showroom visitors, he says. 


Dealer Forum... 


(Continued from Page 3) 


on that little bit of level land in 
front of the Mark Hopkins, look- 
ing over the beautiful city. 

“I came from this country and 
I love it,” he said. “When I was 
skating with the Ice Follies (that 
was before the doctors cut out a 
piece of his shin to shore up his 
back), I used to get out of the 
show about 4 a.m. and walk through 
the streets of San Francisco till 
the sun slanted through the build- 
ings about 7:30. I would breathe in 
the beauty of the city at night when 
all was still except for a policeman 
here and there who would ask: 
“Hey, buddy. What you doing out 
at this time of night?” 

But if you loved the city so 
much, who don’t you want to come 
back? 

“Oh,” he said, “I want to in 
many ways. But you won’t find 
people anywhere like the people 
of South Dakota, People need 
each other there. And they ap- 
preciate others. 

“They are genuine, When you see 
a man in church in South Dakota, 
it’s because he believes in religion, 
not because he wants to make time 
with the church crowd.” 

I’m with John, When the frills of 
civilization are stripped away, you 
get down to the real important 
aspects of life—God and people, 


* * * 


A Broth of Breakfast 


Aue who but Jim Gavagan, ve- 
hicle marketing manager of the 
Saturday Evening Post, would 
think of hiding a 100-piece march- 
ing band behind the head table at 
breakfast to salute the dealer of 
the year, Atlanta’s John Lander? 


* * * 
One Idea Pays All 
OU will hear elsewhere some 


beefs about the convention pro- 
gram, and NADA men are planning 
to change the format for next year, 


but I'd like to record a statement | 


from a veteran manager who is 


an expert on labor relations: 

“If a dealer had just gone to 
this one session, listened careful- 
ly and put into practice what he 
learned there he could have paid 
for his whole trip many times 
over.” 

He referred to a talk by Sam F. 


| Pearce, assistant counsel of Lock- 








heed Aircraft, who spoke on “Who’s 
Going to Organize Your Sales and 
Clerical Personnel? You or the 
Union?” 

If you missed this, go back to 
the Jan. 30 issue of AUTOMOTIVE 
News and read it. The core of his 
message was this: 

“I contend that if your policy is 
to give consideration, not paternal- 
ism, to your employes, and you 
work with them, not simply they 
for you—toward the objective of 
maximizing their profit and their 
job satisfaction—if that is your 
policy and you follow it, there will 
be no union in your operation be- 
cause there will be no need.” 

This recalls my old friend Yale 
Simons who got such joy out of 
proving that operation of a_ busi- 
ness in the interest of the customer 
paid off in the end. 

He started every meeting with 
his salesmen: “You think you are 
working for me, but I’m really 
working for you. I stay up nights 
thinking of ways for you to make 
money.” 

Some people make it a thrilling 
experience to work with them; 
others make it an act of human 
degradation. 

a * * 


Big Import Need 


AMES DOWNING, veteran im- 

port dealer in Atlanta, says one 
of the big needs in the import field 
is a factory buy-back program on 
parts. NADA is 
working with 
dealers on this. 

Lack of such a 
program sparks a 
run-out of dealers 
when any danger 
signs appear. For 
example, sales of 
a particular make 
start to slow up. 
Maybe it’s the 
weather, or public 

James Downing confidence, or any 
one of a number of things that 
the dealer might ride out if he were 
sure, 

“But,” said Downing, “he knows 
that if he goes out of business his 
parts stock will be worth 10 cents 
on the dollar. So he rushes to sell 
the whole business while there is 
still a little profit in it. He fears 
that if there is a sustained down- 








Simca,.8; DeSoto, 7; Triumph, 7; 
Volvo, 7; Metropolitan, 5; Check- 
er, 4; MG, 4; Saab, 4; English 
Ford, 3; Fiat, 3; Imperial, 3; 
Mercedes-Benz, 3; Alfa Romeo, 2; 
Humber, 2; Morris, 2; Porsche, 2, 
and miscellaneous, 8. 

Used-car sales totalled 18,114 in 
January, compared with 17,141 in 
December and 19,557 in January, 
1960. 

New-truck sales amounted to 362 


a 


in January, compared with 372 g 
month earlier and 360 a year ear. 
lier. By makes: Chevrolet, 109; 
Ford, 75; International, 74; Cor. 
vair, 32; Willys, 22; GMC, 4: 
White, 13; Divco, 9; Falcon, g: 
Dodge, 7; Mack, 3, and Volkswag. 
en, 3. 

Used-truck sales totalled 752 in 
January, compared with 567 in De. 
cember and 860 in January, 1960, 

—SANForRD MARKEY 





Photos Aid Sales... 





Dealer’s Hobby a ‘Snap’ 


By Sally Pfeiffer 
Staff Correspondent 

ATLANTA, — Tom M. Callaway 
jr., president of Callaway Motors, 
Inc. (Oldsmobile-Studebaker), finds 
that his hobby of photography is 
helpful in many ways to his dealer- 
ship. 

When you enter the Callaway 
showroom on W. Ponce de Leon 
Ave. in Decatur, you notice a 
square, framed bulletin board 
with pictures of all nine sales- 
men. Customers stroll over to 
look at it. Or a salesman will 
show it to a customer. This in- 
tensifies the client’s association 
of the man’s appearance with his 
name: A big help in sales. 

The board has a neat walnut 
frame, measuring four by four feet. 
Fastened on the green burlap cen- 
ter are the individually framed pic- 
tures which measure eight by 10 
inches, Under each smaller walnut 
frame is the salesman’s name, neat- 
ly lettered. 

“Photography happens to be a 





By 
Robert M. Finlay 


turn he’ll never be able to find a 
buyer, and thus will be stuck.” 

So the benefits in the franchise 
that help give the dealer stability 
also give the factory stability. If 
a factory has a strong dealer fran- 
chise, it doesn’t find its dealers run- 
ning out at the first storm warn- 
ing. 

* * * 


Dealers Do It Best 


= A chat with Walter Cooper, I 
recalled the goal of Ed Cole, 
general manager of Chevrolet, to 
have Chevrolets roll from the as- 
sembly line ready for the customer. 
Cole has done a 
lot with Chevrolet 
quality in this re- 
gard, but the in- 
dustry will al- 
ways need dealers 
as the final as- 
sembly line, in 
the view of Coop- 
er as well as most 
others. 

“It’s only na- 
tural,’ Cooper e 
said, “that no big Walter B. Cooper 
operations, set up for mass produc- 
tion, can handle the final touches 
as well as 7,000 small makeready 
operations around the country 
which prepare the cars for the cus- 
tomers.” 





Dealer Ticketed— 

Austin dealer Dick Shelton, Willowdale, 
Ont., receives part of his ticket to England 
from models dressed in British Edwardian 
fashions. 











longtime hobby with me,” Callg- 
way said. “My main cameras are qa 
4x5 Linhof, a Rolleiflex and q 
35-mm Leica. I have a dark room 
at home where I develop my own 
pictures taken on Plus X profes. 
sional film. But any automobile 
dealer could arrange for a profeg- 
sional photographer to do this same 
work for him. I make it a point 
not to compete with or hurt the 
business of professional photogra- 
phers.” 

His next plan is to photograph 
the top salesman each month in 
color, displaying the other men in 
black and white, as usual, 

“Photography can be used in 
many other ways,” he said. “For 
instance, I often take a picture 
of a new customer and his car, 
I give him a print and keep an- 
other in our record file.” 

Callaway also takes a picture of 
any salesman who is a leader in 
the company’s or the factory’s sales 
contests. 

He takes pictures around his 
service area with its 30 stalls. For 
example, when he added a modern, 
factory-installed paint booth, he 
made photographic postcards of 
this facility, These were mailed to 
prospective customers. 

He said the bulletin-board idea 
could be used for mechanics who 
are doing a good job. 

Tom likes to take pictures of 
children and give their parents a 
copy, a good point of interest in 
business. 

He has been in the auto business 
a long time. First, Callaway was a 
Lincoln-Mercury dealer in Ala- 
bama. When he moved to Decatur 
in 1953, he took over a Dodge- 
Plymouth dealership. In 1955 he 
changed to Oldsmobile and later 
added Studebaker, He’s served on 
dealer councils of all those manu- 
facturers, 

Though Decatur is a smaller city 
adjacent to Atlanta, Tom Callaway 
is a metropolitan Atlanta dealer. He 
is active in civic affairs of both 
cities. He is a past president of the 
Chamber of Commerce of DeKalb 
County, past president of the At- 
lanta Automobile Assn., national 
dealer councilman for Oldsmobile 
from the Atlanta zone and first 
vice-president of the Georgia Auto- 
mobile Dealers Assn. 


Trip to Britain 
Offered Austin’s 


Ontario Dealers 
TORONTO, — Ontario Austin 


| dealers have been offered an ex- 


pense-paid two-week trip to Brit- 
ain next fall if they sell 25 per- 
cent more cars between now and 
Aug. 31. 

The offer was announced with 
British-style fanfare at a meeting 
featured by English pub music and 
humor, group singing and a 10- 
course spread of English dishes. 

“Each car in our line has been 
given a certain point value,” said 
Lester Suffield, British Motors 
Corp. managing director for North 
American operations. “The goal 
isn’t impossible, but each dealer 
will have to make some effort to 
qualify.” 

The junket was planned follow- 
ing last year’s visit by Canadian 
dealers to the company’s factory 
in the United Kingdom, 

“That trip was one week busi- 
ness, and one week pleasure with 
each dealer supplied with a car,” 
Suffield said. “The next trip will 
be more of the same.” 

Suffield said the sales contest is 
part of BMC’s worldwide drive for 
volume, 


























a 
r- 
0; 
r- 
6; 
8; 
g- 


— e 
‘ 

















BUY LINCOLN...BACKED BY THE 
FINEST SERVICE ORGANIZATION IN 
THE LUBRICATION INDUSTRY 


Look what the Lincoln Service Distributor offers 
you: a complete stock of genuine Lincoln factory 
parts (a minimum of $1000 worth) right at his 
fingertips; graduate mechanics trained in 
Lincoln’s own service school; modern tools and 
test equipment for fast, accurate repair and re- 
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placement; ‘‘Loaner Pumps’’ delivered right to 
your shop, letting you do ‘“‘business as usual’ 
while your equipment is being serviced. 


The Lincoln Service Distributor in your com- 
munity—one of more than 400 across the nation 
—will give you the friendly, dependable, eco- 
nomical service you’ve been looking for. Call him 
—and put an end to lube equipment service 
headaches. 


LINCOLN 


ENGINEERING COMPANY 


DIVISION OF THE McNEIL MACHINE & ENGINEERING CO. 


4010 GOODFELLOW BLVD., ST. LOVIS 20, MO, 
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A Look at Champion . . 





Vigil on Cut-Rate Plugs 


By Martin L. Whitmyer 
Staff Writer 


ae 2 O- -Well on its way to 

producing its five-billionth spark 
plug since its founding in 1910, 
Champion Spark Plug Co. con- 
stantly is giving 
its attention to re- 
search, engineer- 
ing and product 
performance in an 
effort to maintain 
its position as the 
world’s leading 
spark plug manu- 
facturer. 

In addition, the 
company is work- 
ing constantly to 

Harry F. Davis keep on top of sit- 
uations where its plugs are being 
sold through discount houses and 
other wholesale and retail outlets 
at discount prices. 


In states where fair trade laws 
are in effect, Champion uses the 








courts to enforce the sale of plugs 
at the normal retail prices, but 
in states where these laws do not 
apply it is a matter of “counsel- 
ling merchants in the folly of 
price cutting,” according to Harry 

F. Davis, general sales manager. 

States that have been most help- 
ful in clearing up discount-selling 
situations are California and Penn- 
sylvania, Davis said. 

Hampering Champion like many 
other suppliers, however, is the 
fact that it is not known exactly 
how or where the discount houses 
are obtaining the merchandise, 
Davis said. 

Another problem facing spark 
plug manufacturers is the selling 
of reconditioned plugs as new in 
many areas. Champion, however, 
has made gains in this field, having 
won court backing to force recondi- 
tioners to repaint and stamp plugs 


with the reconditioner’s initials be- 
fore putting them on Sale. 
* * x 

OT all, however, is on the debit 

side of the ledger in the spark 
plug industry today. The introduc- 
tion of American-made compact 
cars and the influx of foreign cars 
in the United States over the past 
few years have been a boon to 
Champion as well as other spark 
plug manufacturers. 

The accessibility of plugs in the 
American-made compacts has re- 
stored confidence in service sta- 
tion operators and garages and 
put them back in the business of 
trying to replace worn plugs in 
autos that are brought into serv- 
ice departments, Davis said. In ’55 
through ’57 model cars, the plugs 
were practically under the engine, 
Davis said, and the result was 
that service people backed away 
from this type of service and 
plug sales in the aftermarket fell 
off considerably. 

Another boon to the spark plug 
industry has been the import mar- 
ket, Davis said. Plugs used in cars 
in Europe and England were made 
to operate efficiently on the grades 
of gasoline used in that area of 
the world, but in the U. S. where 
the octane rating is higher and the 


“Thousands extra in service!” 


“Our Service Department orders are up by several thousand 
dollars as a direct result of Pennzoil’s program 
for servicing automatic transmissions. 


““And we’ve shown extensive improvement of absorption 
with the Pennzoil Follomatic and with spring and 


fall service specials.” MN itwwen: ; 





You, too, can cash in on Pennzoil’s 
BIG 3 profit plans One...or all...of these plans, 


backed by Pennzoil performance, will make you more money. 





When you handle Pennzoil, you get two things: supreme-quality 
Pennsylvania oils and lubricants, and a merchandising partner that 
can help make your whole profit picture brighter—from new and 


used car sales to every bay in your service department. 


Pennzoil performance in your customers’ cars insures the 
satisfaction that makes it possible to capitalize fully 


on the business-getting programs built around it. 


HARVEY GOLDEN, President Harvey Golden, Inc., Reading, Pa. 


Lifetime Lubrication 
Program ties customers 
to your service 

for life of their cars. 


Won’t you let us help you make more money 
with the plan that fits your problem? Write 
Pennzoil, Oil City 2, Pa. 
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Carolina’s State Cars 


Sold at Public Auction 


RALEIGH, N. C.—As an experi- 
ment, the North Carolina State 
Property Control Division sold 
29 used state automobiles at pub- 
lic auction. 

P. H. Barnes, surplus property 
officer, said 300 persons attended, 
and that the Highway Patrol and 
motor pool cars, ranging from 
1957 to 1959 models, sold in the 
$600 to $800 range. 

In the past, surplus state cars 
have been sold by sealed bids. 
Barnes said officials of the divi- 
sion will compare selling prices 
to determine if the auction meth- 
od is best. 





grade of gasoline higher, the Euro- 
pean-installed plugs did not work 
efficiently, Davis said. 

Hence, most cars coming into the 
U. S. had to have American-made 
plugs installed for more efficient 
operation, he said. 

Although the highest percentage 
of Champion’s business in the 
United States and Europe is in the 
aftermarket, the firm is about to 
embark on a stepped-up campaign 
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to increase its share of the spark 
plug replacement business. 

* * * 
MILLION-DOLLAR conteg} 
aimed at reaching every pos. 

sible avenue of distribution anj 
highlighted by a first prize of loay 
of an airliner and crew for per. 
sonal use anywhere in North 
America is being put into Operation 
in April. 

The “trip of a lifetime contest” 
is geared to attract motorists, 
service station operators and at- 
tendants, garagemen and sales- 
men selling to retailers. It will 
offer 1,160 prizes to motorists and 
duplicate awards to dealers and 
to salesmen. 

First prize winner may fly 4 
party of 11 relatives and friends 
anywhere on the continent and to 
as many places as he can cram 
into the two-week vacation. Besides 
the use of the airliner and crew, 
he will receive $5,000 tax-paid 
spending money. 

Other prizes will include four ’6j 
compact cars; two boating outfits 
with motor and trailer, 12 radio hi-f 
consoles, 35 eight millimeter movie 
cameras, 156 bicycles, 250 camp 
stoves and 700 picnic coolers. 

* ES * 


—: ENTER, a motorist must have 

his spark plugs checked by his 
service station or garage. He then 
is handed an official entry blank 
certified by the person who checked 
the plugs—a dealer or employe 
This makes the signer eligible for 
a duplicate of any prize won by 
the motorist, including the persona 
use of the airliner. 

The motorist will find five 
Statements about Champion 
spark plugs on the back of the 
entry blank. He selects one and 
explains in 25 words or less why 
this statement is the most impor- 
tant reason for insisting on 
Champion spark plugs. 

The contest for motorists will 
begin April 11 and end at midnight 
May 31. Winners will be announced 
on or before July 31. 


Wholesaler sales may qualify for 
identical awards by selling a win- 
ning dealer 90 Champion spark 
plugs or a Plug-Scope. For each 
winning entry sent in by a dealer 
with whom the salesman has quali- 
fied, the salesman wins an identical 
prize or prizes. There is no limita 
tion on the number of dealers with 
whom a salesman can be qualified 


Redistribution salesmen, those 
who sell to wholesalers, may com: 
pete in the “fly high sweepstakes’ 
contest, featuring a ’61 Thunderbird 
and four ’61 compact cars. Re 
quirement is to sell a dealer 45) 
Champion plugs or enough Plug: 
Scopes and spark plugs to equal 
450 spark plugs. A Plug-Scope is 
the equivalent to 90 plugs. 
ok oh * 
geeacen by Robert A. Strana: 
han, one of the founders who 
serves as chairman of the board 
and his son, Robert A. Stranahan 
jr., as president, Champion today 
operates plants in Australia, Eng: 
land, Mexico, France, Ireland 
Brazil and Canada, In the U. §, 
Champion plants are located at 
Todelo; Detroit; Cambridge, 0: 
Burlington, Ia., and Hellertown, Pa 
Net sales for the company to- 
talled $104,878,334 in 1959, accord- 
ing to Howard B. Speyer, com- 
pany treasurer. In 1958, net sales 
totalled $94,293,000. Net earnings 
of the company in 1959 totalled 
$16,404,757, compared with earn- 
ings of $15,551,801 a year earlier. 

Its 1960 financial report will be 
released later this month, Speyer 
said. 

The stress now being placed om 
compact cars and on economies !! 
car driving is helping to emphasiz 
the necessity for changing spark 
plugs at regular intervals to achieve 
maximum operating performance # 
minimum cost, Davis said. 


U.S. Rubber Maps 


Expansion in West 


LOS ANGELES.—United States 
Rubber Co. plans to spend $6 million 
in the next five years to moderniz 
and expand its Los Angeles tilé 
plant. 

G. Raymond Cuthbertson, general 
manager of the tire division, sai 
the expansion would enable thé 
plant to meet the future needs o 
the West Coast and especially the 





|rapidly growing Los Angeles areé 





|the world’s largest tire market. 
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AUTOMOTIVE WASHINGTON 





More Bad News Ready 
In Unemployment Area 


By William Ullman 
Washington Bureau Chief 
| geet the bad news hasn’t been announced yet, De- 
partment of Labor figures show that unemployment in 
our nation has topped the six million mark and is still 


climbing. 
The department, which 


may feel that the American public 
jsn’t Quite ready for another blow 
to its ego right 
now, probably 
will release the 
new figure within 
the next couple 
of weeks. It is 
still pondering 
whether to stress 
another unhappy 
truth, which is 
that these figures 
are compiled 
from “available” 
sources of jobless 
statistics, such as compensation 
payment lists and relief rosters—in 
short, many more than can be 
counted are out of work, but 
shouldn’t be. 

Probably the biggest. factor be- 
hind the department’s seeming 
hesitancy to drop the bomb is that 
President Kennedy’s “wake-up” 
program doesn’t, at the moment, 
require such a move. All indications 
are that the new chief executive 
has very carefully thought out his 
schedule of public revelations, tim- 
ing each dire announcement so that 
it effects, in his opinion, the great- 
est good. 

Giving support to this analysis 
is the president’s inclusion, in his 
State of the Union message to 
Congress, of the figure “one mil- 
lion” when he referred to auto 
stockpiles across the country. 
While this came as no jolter to 
the auto industry, it was a rude 
shock to most consumers, 

The president has poured many 
other buckets of cold water on the 
public’s estimation of our economy 
in recent weeks—and each bucket 
has been carefully timed, usually 
followed by a proposal to the Con- 
gress’ or the appropriate govern- 
ment agency for solving the just- 
revealed problem. 

So, it would seem that the new 
administration has mapped out a 
tightrope-like strategy of stirring 
the nation’s sluggish business ac- 
tivity with a series of shocks and 
aids—tightrope-like because if one 
shock is a little too big, or one aid 
a bit insufficient, the whole struc- 
ture will tumble down around its 
creators’ heads. 

Those who say that Kennedy, if 
such a collapse occurred, would 
blame the old administration — 
some even say he is laying the 
groundwork right now for such a 
possibility —lack foresight, to say 
the least. 

The new chief executive has 
chosen a difficult and potentially 
hazardous course of action, from 
which there can be no turning back 
or passing the buck. If it works, 
it could put the country’s economy 
into a never-better state of health— 
but if it fails, the “sluggishness” it 
sought to cure will look like happy 


times compared to the result. 
aE * * 





William Uliman 


Autos an Example 


HE auto industry provides an 

illuminating indication of what 
the president’s plan appears to be, 
and what its results could mean. 

Among other things, Kennedy 
has told the people that one mil- 
lion cars are in inventory, that 
too many people have too little 
money to buy too-expensive 
goods, and that 5.5 millions are 
out of jobs. 


On the other hand, he has as- 
Sured America that these facts are 
Cause for concern rather than 
Panic, and that with the public’s 


(and Congress’) cooperation, these 
ills can be alleviated. By his ac- 
tions, the president has shown a 
great faith in business, large and 
small, and in the ability of business 
to play the leading role in curing 
the country’s woes, given the right 
operating conditions. 

On the surface, it might seem 











| that the worst way to help the auto 


industry is by washing its dirty 
laundry in public, i.e., one-million 
car inventory. Following that line 
of thinking, the second worst way 
would be to tell the people they 
are in financial trouble, Who’s 
going to buy a new car, it could 
be asked, when the president is 
telling him that times are bad? 
* co + 


Faith in the People 

Be Kennedy has also shown a 
deep faith in the people’s abil- 

ity to bounce back under duress— 

so deep, in fact, that he is more 











than happy to see his critics work- 
ing “effectively” against him. He 
knows that, on one hand, the 
American public is able to work up 
a rash and hasty enthusiasm over 
anything it likes—and on the other, 
to just as rashly and hastily,spurn 
anything it doesn’t. 

He knows the nation’s temper, 
and he hopes to use that temper 
to the nation’s good, by keeping 
it in some reasonable area be- 
tween those two extremes. In 
fact, his whole program depends 
on avoiding the two dangers— 
giddy over-enthusiasm and black 
disillusionment. 

The conclusion is inescapable, 
then, that the president is taking 
a calculated risk, Putting all the 
factors together—and keeping in 
mind that 66 million people do have 
jobs, hopes and plans—he appar- 
ently has come up with a finding 
that given just enough rope, the 
people will avoid hanging them- 

selves. 

To the auto industry, this means 
he believes his pronouncements, ac- 
tions and timing will result in a 
slow but steady increase in car 
sales—perhaps not immediate, but 
within the next half-year—which 
in turn will mean rising demands 
for parts, steel and labor. 

His is a long-term conception, 








Lead Chrysler Dealers— 


New officers recently elected by the 
Detroit Metropolitan Chrysler Dealers are, 
from left, Don Barrett, president; Bill Sneth- 
kamp, vice-president, and H. Bohm, sec- 
retary-treasurer. 


for he hopes to put the economy on 
a new and permanently sound foun- 
dation, one which absolutely pre- 
cludes the possibility of things like 
million-car stockpiles and layoffs in 
auto and other key industries. 

+ * * 


The Alternatives 


i THE plan fails—if the people 
get too little or too much rope 


19° 


and hang themselves—the results 
will in all likelihood be disastrous. 
For the car industry, as for many 
other major sectors of manufactur- 
ing and retailing, they will mean 
that the slow, faltering climb to 
“new frontiers” is turned into a 
downhill scramble of retreat. The 
implications are horrifying. 

But if it succeeds, as Kennedy 
believes it will, the once-tardy up- 
hill climb will be accelerated by 
@ new energy, and new peaks in 
output, employment and con- 
sumption will rise into view. Bus- 
iness, and the public, no longer 
will falter—on the contrary, they 
will rush gladly to meet the new 
challenges and reap the rewards. 

This, it would appear, is the new 
president’s hope—if he can be called 
over-ambitious, it is because he has 
carved a plan of action which 
leaves little margin for error. 

In attempting to achieve the plan, 
he has placed his bet on the na- 
tion’s public and its businessmen, 
while at the same time putting the 
odds slightly in their favor. 

Once those odds are properly bal- 
anced, he can only sit back and 
watch. The rest is up to the players. 








Don’t miss the Auto Dealer Changes col- 
umns, They’ll keep you abreast of what 
is happening in the field. 





THE FACTS OF LIFE ABOUT AIR BRAKES. Many a perspiring 


parent has used the birds-and-bees routine to explain the facts of life. In case you’ve missed the facts 
of life about air brakes, we’d like to say that there’s a real difference between makes. Quality differs. 
Performance differs. The companies that make them differ. That’s why we ask you to consider all the 
facts of life about air brakes. When you do, we’re confident you'll select Bendix-Westinghouse. Reason: 
Since 1923, we’ve manufactured to a quality and performance standard—not just to a price. This policy 
is your assurance you will continue to get most-value-per-dollar by specifying Bendix-Westinghouse Air 
Brakes—the product and name you can trust. 


SPECIFY COMPLETE AIR BRAKE SYSTEMS BY E 
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AUTOMOTIVE AIR BRAKE COMPANY 





General offices and Factery—Elyria, Ohio. Branches—Berkeley, Cal., end Oklahoma City, Okla. 
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In Washington, D. C., Ruling .. . 


FTC Raps 


WASHINGTON. — A Federal 
Trade Commission hearing exam- 
iner has ruled in an initial decision 
that the “$1 down” claim by a 
Washington used-car dealer “is a 
figment of the imagination.” 

Examiner J. Earl Cox issued an 
order which would require G. & 

M., Inc., trading as Gabby’s Auto 
Discount, and Gabriel Bobrow, 
alias Gabby McCoy, an official, 
to discontinue misrepresenting 
downpayments. 

The order also would halt alleged 
misrepresentations concerning fi- 
nancing rates, terms and warran- 
ties on the concern’s used cars. 

This is not a final decision of the 
FTC and may be appealed, stayed, 
or docketed for review, the agency 
said. 

The examiner found that news- 
paper advertisements falsely im- 
plied that any car listed could be 
purchased from Gabby’s for as little 
as $1 down and terms as low as 
$8.69 per week, and it could be fi- 
nanced at bank rate terms and 
was fully warranted up to 10,000 
miles, 


A typical dollar-down contract 
received in evidence, dated Jan. 
21, 1960, the examiner said, “shows 
sale of a $950 car... with a down- 
payment of $1, but on the margin 
are the notations ‘Payment of $299 
due 1-22-60’ and ‘Payment of $50.00 
due 2-3-60.’ 

The contract lists ‘total cash price 
balance—$949,’ to which is added 
$70 for $100 deductible collision 12- 
months insurance, $32.03 for 21- 
month life insurance, and a finance 
charge of $212.97, making ‘total 
time price balance due from pur- 
chaser—$1,264.00.’ 


Terms of payment were to be: 
Three payments of $35 each, pay- 
able on the fifth day of each month 
beginning March 5, 1960, and 18 
payments of $45 each. The two 
marginal payments were described 
by Bobrow as ‘pickup payments,’ 
which he defined as ‘payment that’s 
paid after the original downpay- 
ment has been made to supplement 
the down payment to bring the 
payments down lower to accommo- 
date the customer, It depends on 
what payment the customer 
wanted.’ 

“The amount due for the car 
and insurance on the day follow- 
ing the day of purchase, after the 
$299 pickup payment, was ap- 
proximately $750,” the examiner 
said, “The financing charge of 
$212.97 amounted to 28.40 percent 
of this sum, which is far in ex- 
cess of ‘bank rate terms.’ The 
$1 downpayment is a figment of 
the imagination. To all intents 
and purposes the downpayment in 
this instance was $300.” 

As an example of an $8-per-week 
payment contract, the examiner 
stated, the company presented a 
conditional sales contract dated 
April 20, 1959, covering the sale of 
a 1949 car for $310 with $115 down. 

The financing charges were $50, 
leaving a time balance of $245 to be 
paid as follows: $25 due April 24, 
1959, $20 due May 1, and 25 pay- 
ments of $8 due each Friday be- 
ginning May 8. 

“Within less than 28 weeks the 
purchaser would have paid out $360 
for his $310 car,” commented the 
examiner, “The deferred payments 
on the $245 amounted to approxi- 
mately $8.75 per week. The financ- 
ing charges were in excess of 
‘bank-rate terms.’ As to bank-rate 
terms, one witness testified that his 
bank only financed 1958, 1959 and 
1960 cars, that the rate was five 
percent discount, that older cars 
were not financed as such but that 


Heller Picked to Head 


Chevy Dealers in Conn. 
BERLIN, Conn.— Milton Heller, 
president of Madison Garage, Inc., 
Madison, has been elected president 
of the Connecticut Chevrolet Deal- 
ers Assn. 
Other officers are Eugene Danis, 


Danis Chevrolet Co., Terryville, 


vice-president; Harry Burke, Cap- 
itol Motors, Inc., Hartford, secre- 
tary, and Stuart Bristol, Bristol’s 
Garage, Connlisville, treasurer. 


‘$1 Down’ 


personal loans were made available 
to eligible customers at 6 percent 
discount rate.” 

The examiner made a random 
sampling of further examples of 
respondents’ practices “to remove 
any doubt as to their methods of 
operation.” 

The evidence, he continued, “war- 
rants the conclusion that in many 
cases no warranty was given or 
offered, and that the warranties, 
where given, were not uniform, 
varying with the amount paid for 
the warranty and the demands 
made by the individual customers. 
There was no standard warranty.” 


36 S-P Dealers 
Win 10-Day 


Vacation in Hawati 


SOUTH BEND. — Thirty-six 
Studebaker-Packard dealers and 
their wives left Feb. 2 for a 10-day 
vacation in Hawaii. The trip for 
two was first prize in a “Summer 
Selling Performance” contest in 
each of the company’s 17 selling 
zones, 


Second prize winners were 


{awarded trips to Mexico and Aca- 


pulco. Additional prizes were mer- 
chandise awards, 


Sydney A. Skillman, dealer re- 
lations vice-president, and Mrs. 
Skillman accompanied the dealers 
on the Hawaiian trip. 


The 36 dealerships that won first 
prize were: 

Cherokee Motor Sales, Knoxville, 
Tenn.; Ernest Robinson Motors, 
Gadsden, Ala.; Lannie F, Simmons, 
Statesboro, Ga.; Knight Auto Sales 
Co., Bangor, Me.; Goodwin Auto 
Sales, W. Medway, Mass.; Warren 
Motors, Warren, Me., and Marshall 
Bros., Inc., Xenia, O. 

Harris Motor Sales, Kokomo, Ind., 
L. M. Auto Sales, Dayton; Down- 
town Economy Motors, Amarillo, 
Tex.; Robbins Motor Co., Texar- 
kana, Tex.; Hale Motor Co., Hen- 
derson, Tex.; Buckley Bros. Motors, 
Inc., Denver; Barbacovi Motor Co., 
Walsenburg, Colo.; Bill & Jim’s 
Auto Clinic, Montrose, Colo., and 
Eberstein Motor Sales, Climax, 
Mich. 

Purdy Garage, Inc., Wapakoneta, 
O.; Powell Motor Sales, Warrenton, 
Mo.; Murray’s Auto Service, Pierce 
City, Mo.; Warren and Day, San 
Bernardino, Calif.; Carter Bros. 
Equip. Co., Inc., Ft. Smith, Ark.; 
Northway Motors, Duluth; Mel’s 
Texaco Service, Pine City, Minn.; 
Werner’s Garage, Belford, N. J.; 
Bodnar’s, Inc., Mt. Carmel, Pa., and 
Saul’s Auto Sales, Inc., Buffalo. 

Litteral Motors, Parkersburg, W. 
Va.; George F. Munn, Buffalo; 
Frank Afton, Inc., Inglewood, Calif. ; 
Klamath Motors, Klamath Falls, 
Ore.; Ted Corder, Susanville, Calif.; 
Newman & Altman, Inc., South 
Bend; Williams Supply Co., Inc., 
Walkerton, Ind.; Berry’s, Inc., 
Greensboro, N. C., and Keith Mo- 
tors, Inc., Sanford, N. C. 


‘Courtesy’ T-Bird— 

One of the 25 Thunderbirds used as offi- 
cial cars during the Palm Springs golf clas- 
sic is pictured above with, from left, Frank 
Bogert, mayor of Palm Springs; Mark 
Biondich, general field manager, Ford dis- 
trict sales office, and Holmes Tuttle (Ford), 
Los Angeles, tournament supporter. The 
group is holding the Eisenhower Trophy 
awarded the winner. The Thunderbird fleet 
transported golfers, tournament officials 
and the press. 








Brotherhood 
Week 
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On Auto Front in ’61 . . 





Buffalo Looks to Expansion 


BUFFALO.—The past year was a 
good one for nearly all Buffalo area 
auto plants, and indications are 
that 1961 will be even better for 
some and as good as 1960 for 
others. 

In the coming year expansion 
will continue at a couple of the 
plants. Work is scheduled by two 
General Motors divisions, the 
largest employer in Western New 





Baker Gets State Post 
LITTLE ROCK.—Truman Baker, 
a Searcy auto dealer, has been ap- 
pointed to the Arkansas Highway 
Commission. He had served earlier 





on the same commission. 
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14 Monro-Matic Shock Absorbers 
4 Super Load-Levelers 

. $228.20 
Cost . . $140.90 


YOUR PROFIT . . .'§87.30 


$10 Shock Demonstrator 
$ 5 Painted Barrel Test Stand 
2 Shock Absorber Window Banners 
2 Load-Leveler Window Banners 
10' Plastic Outdoor Banner 
100 Hand-out leaflets 


BD-18 Assortment { 


Your selling price . 
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York with forces totalling more 

than 16,500 in seven plants. 

Chevrolet and Harrison Radiator 
are adding a total of 1,130,000 square 
feet of floor space to their local 
facilities in the largest industrial 
expansion program in the area in 
many years, 

Chevrolet is refurbishing and has 
started limited production of small 
parts for engines in a 750,000- 
square-foot plant in the Town of 
Tonawanda. The plant was bought 
from the federal government for 
$1,500,000. 

Harrison Radiator has just com- 
pleted construction of a _ 200,000- 
square-foot plant in Lockport to 
handle its “ever increasing demand” 





MONAD-MATIC.. 


SHOCK ABSORBERS 


Prac 


F PROFIT! 





Get this NEW Demonstrator FREE—buy Monro-Matics by the Barrel! 


Now, a great new idea to help you sell shock absorbers like you’ve never sold them before! Packed 
in a steel barrel that doubles as a hard-working display are 14 of the most popular Monro-Matic 
shocks and 4 Monroe Super Load-Levelers. Fastened to the underside of the barrel lid is a shock 
absorber demonstrator. Flip the lid, weight the barrel with sand or water, and the demonstrator 
is ready to clinch many a sale for you! DON’T MISS OUT ON THIS ONE! See your Monroe jobber now! 


MONROE AUTO EQUIPMENT COMPANY, Monroe, Mich. 
In Canada, Monroe-Acme Ltd., Toronto, Ontario 
Box 28154, Mexico City 


In Mexico, Mex-Par, 


WORLD'S LARGEST MAKER OF RIDE CONTROL PRODUCTS 


| MONRO-MATIC ¥ 


SHOCK ABSORBERS 


See us at the IAS! Show— 





Booth Nos. 2302-03-04-05. 

















for air-conditioning units for GM 
cars. This plant already has start- 
ed production. 

In addition, Harrison has com- 
pleted construction of a 180,000- 
square-foot warehouse in Lockport 
as part of the same program. 

Manager Leonard F. Coyle of 
Chevrolet’; Tonawanda engine, 
forge and foundry plants, and 
Manager Arthur R. Cole of Chey- 
rolet’s gear and axle plant in Buf- 
falo expect their facilities to con- 
tinue operating at present high 
schedules, in both production and 
employment. Chevrolet now em- 
ploys about 10,000 persons in these 
four plants, somewhat higher than 
a@ year ago. 

Chevrolet has reported that dur- 
ing the past 10 years employment, 
payrolls and production in the Buf- 
falo area have nearly doubled. 

“Increased production schedules 
forecast by the automotive indus- 
try for future years and the grow- 
ing complexity of the number of 
models and options being offered 
car and truck buyers herald con- 
tinuing growing of automotive op- 
erations in the Buffalo area,” Chey- 
rolet said. 

General Manager Lawrence A. 
Zwicker of Harrison Radiator said 
1960 was “one of the best years in 
Harrison history.” He added that 
1961 “should be a good year based 
on present market acceptance of 
the General Motors line of cars.” 

“Production and sales of Harri- 
son’s entire product line were high 
all year,” Zwicker declared. 

He said he referred to radia- 
tors, car air-conditioning sys- 
tems, engine thermostats, trans- 
mission oil coolers and other 
products made for marine and 
industrial uses in the two Lock- 
port plants, and car heaters and 
windshield defrosters, turned out 
in the Buffalo plant. 

Zwicker said Harrison turned 
out 348,000 air-conditioners in 1960, 
up from 240,000 units in 1959. Pro- 
duction of these units for 1961, he 
added, “should approach the 400,000 
mark.” 

Zwicker also said Harrison, 
which celebrated its 50th anniver- 
sary last year, manufactured 3 mil- 
lion automotive radiators and re- 
placement cores during 1960, a far 
cry from the 131 radiators shipped 
in the first year, 1910. 

Harrison employs about 6,500 
workers in its Lockport and Buf- 
falo plants, also up from a year 
ago. 

Ford Motor Co.’s huge Lake 
Shore Rd. stamping plant has had 
a good year, too, by any standards. 

Plant executives hesitate to 
speculate on the outlook for the 
coming year, but the fact that the 
facility makes stampings for all 
Ford cars except Lincoln has a 
stabilizing effect on operations. 

Among the major automotive 
suppliers, Buffalo’s Trico Prod- 
ucts Corp. thinks that it has 
“some justification” to indicate 
that 1961 will top 1960. The com- 
pany said it is doing well with 
its optional automatic door-lock- 
ing system that is offered by 
Cadillac, the Rambler, and near- 
ly all Chrysler Corp, cars. 

For a company that counts its 
unit production in huge numbers, 
the volume for this device isn’t 
large relatively speaking, but 
there’s talk in automotive circles 
that other cars are interested in 
this new product. 

Trico employs around 3,100 work- 
ers here, a figure that fluctuates 
seasonally. 


Ford’s School Aid 
Is Put at $148,000 


DEARBORN.—Ford Motor Co. 
gave automotive equipment valued 
at more than $148,000 to schools, 
colleges and universities in 1960, 
according to Allen W. Merrell, di- 
rector of civic and governmental 
affairs. The equipment donations 
are part of Ford’s aid-to-education 
activities. 

The equipment donated included 
Ford, Mercury, Falcon, Comet and 
industrial engines, and Fordomatic, 
Mercomatic, standard, overdrive, 
tractor Select-O-Speed, and truck 
five-speed heavy-duty transmis- 
sions. In all, 206 engines and 158 
transmissions were donated. 

Schools use the equipment as 
teaching aids in automotive classes 
and in engineering research 
courses. Forty-one states were rep- 
resented among the schools receiv- 
ing the equipment. 
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‘JEEP’ VEHICLES...MADE ONLY BY WILLYS MOTORS: ONE OF THE GROWING KAISER INDUSTRIES 





FIND OUT ABOUT A ‘JEEP’ FRANCHISE NOW! 
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As a ‘Jeep’ dealer you get weekly 























advertising support from two top TV 
shows...Maverick and Hong Kong. 
No other commercial vehicle line in 
America is supported by this kind 
of national television advertising. 


With this type of advertising sup- 
port’'Jeep’ vehicle sales are at an all 
time high and are climbing higher. 


‘Jeep’ dealer profits have always 
been outstanding .. . gross profits 
average over $400 per vehicle after 





washout! And 2 year old ‘Jeep’ ve- 
hicles sell for up to 90% of factory list. 


You can add a ‘Jeep’ franchise to 
your present line with little increase 
in your overhead. Look into it today! 





For complete information on a ‘Jeep’ franchise supported by weekly national TV, write: Cruse W. Moss, Vice President in Charge of Sales, Willys Motors, Inc., Toledo 1, Ohio. 








to assist auto salesmen ag _ such. 
The approach to the subject of auto 
sales training is self-centered if 
wel] intentioned, Manufacturers 
and dealers naturally look for re- 
ciprocal benefits for any such train- 
ing given, and are reluctant to 
offer adequate training on a broad- 
cast basis, being so competitively 
placed. 

The auto salesman is looked 
upon as a completely unworthy 
individual (which is often unhap- 
pily justified) and incapable of 
administering to himself sales 
training as per the many success- 
ful and fully approved corres- 
pondence courses, 


Is there not a case for offering 
an unbiased opportunity for both 
recruits to the industry as well as 
the auto salesmen already in it? 

The approach through a corres- 
pondence course would be cheaper 
and could create a challenge to the 





New Setup for Rootes in Northwest— 


At a meeting in Seattle, Rootes Motors, Inc., said that it is adopting a direct dealer| Many excellent salesmen of other 
setup, instead of a distributor arrangement, for Washington, Oregon, Idaho and Mon-| products who would like to get into 
tana. Attending the meeting were Rootes officials, dealers and local businessmen. Stand- | automotive sales. 


ing, center, is Harry Henkel, Rootes West Coast ing, center, is Harry Henkel, Rootes West Coast manager. ss C;sté‘“CsS|:CSCAuttoo Selling’ hh Auto selling has a long history, 
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A Major Break-through 
in Eliminating the 
Greatest Cause of 


CARBURETOR 
FLOODING! 
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he Holley Viton Needle Vaive practically elimi- 

nates carburetor flooding caused by dirt in the 
fuel supply! Its tough, resilient tip of Viton permits 
perfect sealing of the valve and seat, virtually im- 
possible with steel or rubber. Viton defies abrasion 
and high heat; erosion and “‘pounding”’ of the valve 
ane seat due to engine vibration and contamination 


a have proved th that Holley’s Viton Needle Valve 
assures thousands of miles of trouble-free service. 
And here’s important news: 10 Holley Viton Needle 
and Seat assemblies cover all Holley late model single, 
dual and four-barrel carburetors. Look into this tre- 
mendous new opportunity for more sales and profits. 


Get the details from your Holley Distributor today. 


*DuPont's Registered Trade Mark 
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11955 E. Nine Mile Road 
Warren, Michigan 





(Continued from Page 14) 





HOLLEY 
, on 


Fuel Iniet 
Needle Valve 









———y” a 
aN 7 






| mene: 


Uy ope TT 


ORDER TODAY! 
Profit-Making Assortment 





Original Equipment 
Manufacturers of 
Carburetion and 
Ignition Products 
for Over 55 Years 


AUTOMOTIVE NEWS, FEBRUARY 13, 1961 


In the Letterbox 





and the student should be taught 
to appreciate all the ethical prac- 
tices as well as being given an indi- 
cation on “today’s selling pitch.” 

When you consider the aver- 
age number of units sold by deal- 
ers, coupled to discounting and 
giveaways which dissipate prof- 
its, you can appreciate why many 
dealers will be reluctant to pay 
money for sales training which 
should after all be the manufac- 
turers’ prerogative, 

There is undoubtedly enough data 
on auto sales to create an extra- 
curricular university course, _ and 


$175,000 Fire Wrecks 
Dealership, Vehicles 


WARREN, Ark. — Damage esti- 
mated at $175,000 was caused by 
a fire which destroyed the building 
of Hargis Brothers Sales & Service. 

Fire officials said the loss includ- 
ed three new pickup trucks, a two- 
ton truck, several used cars and 
several others which were being 
repaired. 














much wonderful material on aut 
selling is available outside of the 
manufacturers’ sphere of influence 
which can be put into the pot, 
being void of the highly competitive 
aspect. 

Obviously, the factory’s selling 
spiel for 1961 is geared to this year’s 
model . , . production and specifi- 
cation superiority, etc. and the 
ethical dealer as well as the “John- 
nie Come Lately,” designed for 
bankruptcy type of dealer will each 
and severally deal with the latest 
methods of how to close and will 
continue to pay salesmen from one 
to 33 different types of commission 
or salary. 

J. Saxton Lloyd’s program sounds 
extremely good, but it may not re- 
ceive too much support from Big 
Three dealers who expect to get 
sales training from the factory, or 
large dealers who consider they 
have adequate sales training of 
their own, or small dealers or sales- 
men who cannot afford (a) the 
time or (b) the money to partici- 
pate. 

As you know, I have a “do it 
yourself” set of volumes on auto- 
motive sales which but represent 
a pilot work to the second edi- 
tion, now in active preparation, 

I would be happy to send copies 
to the directors of NADA and to 
cooperate to the fullest extent in 
shaping my second edition to meet 
the requirements of the thousands 
of would-be automotive salesmen, 
and those who are not employed 
by NADA dealers, not forgetting 
the thousands who will not neces- 
sarily be able to attend the sug- 
gested schools to be set up. 

Might I suggest, finally, after 
calling on thousands of dealers and 
having employed hundreds of sales- 
men, that sales training as such is 
not expected by or of use to exist- 
ing auto salesmen, who have long 
ago learned bad practices often en- 
couraged by fly-by-night dealers, 
and whereas those salesmen in the 
business of good materia] will wel- 
come sales training, there are many 
thousands outside of equally good 
material who would welcome an op- 
portunity to get into auto selling.— 
RicHarp Munro, Westminster Au- 
tomotive Sales Consultants, Box 
130, oe ae 


* 
‘Veteran’ - 24. 


During the past three weeks, I 
have been reading letters sent to 
you by young car dealers through- 
out the nation. I’m not bragging, 
but I also would like to get on 
the bandwagon; so, I thought I 
would submit my letter to you. 

In 1955, at the age of 18, I got 
my first salesmans’ license. On Aug. 
4, 1958, I signed my first dealer sell- 
ing agreement with Pontiac Motor 
Division in Milwaukee. I was 21 
years old at the time. 

I am now an “old veteran” of 
24 and have again just recently 
signed my contract with Pontiac. 
I have enjoyed reading the let- 
ters Sent in by other young deal- 
ers like myself. It’s a good feel- 
ing to know that other young 
men regard the automobile busi- 
ness as a worthwhile and hon- 
orable profession. 

Although it’s an honor to be one 





HC-500 Display 
Carton Assortment 
includes 10 needle 
and Seat Assemblies, 
each individually 
packaged in an at- 
tractive sealed plas- 
tic box. 


10 ASSEMBLIES THAT COVER 
ALL LATE MODEL HOLLEY CARBURETORS 


Visit us at the 1.A.S.1. Show—Booths 2725-2726 


of the younger dealers in the na- 
tion, I think the men who have 
been in the business and have suc- 
cessfully sold their lines of car for 
the past 20 years or longer are the 
ones that really deserve a pat on 


the back and can afford to toot 


their horns. 

Let’s hear from some of the older 
dealers; some of their experiences 
can save us younger ones a lot of 
headaches and heartaches. — JAMES 
Lee, Lee Pontiac, Cambridge, Wis. 

* * * 


A Dealer at 24 


With reference to your article, 
“Who is the youngest dealer,” I 
hope this letter settles the affair 
once and for all. 

My boss, Jerry Green, became @ 
Chevrolet dealer of a large metro- 
politan dealership upon his release 
from active duty in the U. S. Air 
Force in 1955 at the age of 24. 

Now, at the age of 29, he has just 
completed a new, $1 million dealer- 
ship facility into which we have 
just moved in downtown Kansas 


City.—Sam BEIsEr gr., sales manager, 


RT-43 


Jerry Green Chevrolet, Kansas City, 


Mo. 
Oregon City Dodge Folds 
OREGON CITY, Ore.— Oregon 
City Dodge, with a final stock of 
new, used and repossessions valued 
at $600,000, has gone out of business. 
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Military Spurs 
GEM Research 


By Joseph M. Callahan 


Engineering Editor 


HAT is a GEM (ground effect 

machine) and what is its place 
in the transportation industry? 
These and Many other questions 
were answered recently at the So- 
ciety of Automotive Engineers’ In- 
ternational Congress and Exposi- 
tion. 

A GEM is a vehicle capable of | 
moving over the surface of water 
or rough terrain by riding along 
on an air bubble which it creates 
by directing air downward at a 
relatively low pressure. 

The best known GEM in the auto 
industry is Ford’s Levacar, al- 
though this is not a true GEM) 
because the air under the Levacar 
acts More like a friction-less bear- 
ing, with the forward movement 
supplied by some other power 
source. 

The Levacar has an altitude of 
only a few thousandths of an inch, 
compared with altitude of 2% feet 
now attainable on some GEMs and 
the five-foot altitude that may be 
needed, 

Speakers at the SAE meeting 
made it clear that they do not en- 
visage a vast amphibious-car mar- 
ket that would put GEMs in com- 
petition with Detroit’s autos. 

* * * 
_, the GEM definitely has a 
place in the transportation 
spectrum as an amphibious vehicle 
for transporting men and equip- 
ment ashore in a military opera- 








* * * 








Princeton's GEM— 

This relatively small ground effect ma- 
chine was developed at Princeton Univer- 
sity. It has a maximum speed of about 17 
miles an hour and can climb a 10 percent 


rade. 
9 * * * 


tion. There also are a number of 
potential civilian applications for 
GEMs. 

Thus far, most of the research 
for GEMs has been carried on 
largely by 34 civilian organiza- 
tions, under money grants from 
the Army, Navy and Marine 
Corps. But now, the military peo- 
ple are convinced of the GEMs 
feasibility, and they’re hoping to 
expedite production of a com- 
plete suitable GEM in the near 


Plymouth Offers 
All-Vinyl Seats 


DETROIT.—Plymouth is offering 
a new jnterior trim which provides 
pleated all-vinyl seats for Fury 
hardtops, Sport Suburbans and the 
Fury convertible. 

The new vinyl trim may be sub- 
stituted for cloth upholstery at the 
option of the buyer. The price is 
$19.20, including federal tax. 

The addition to the line of in- 
teriors provides all-vinyl seats in 
color combinations of blue and 
white, tan and white, red and white 
or all-white. The all-white option is 
not available on Sport Suburbans. 


Baker to Address 


Kansas Meetings 


TOPEKA.—Vince Baker, Pueblo 
(Colo.) sales expert, will deliver his 
“Go Out and Sell” presentation at 
a series of six regional meetings 
scheduled by the Kansas Motor Car 
Dealers Assn. in February. 

The schedule follows: Feb. 20, 
Hotel Jayhawk, Topeka; Feb. 21, 
Hotel Parsonian, Parsons; Feb. 22, 
Hotel Lassen, Wichita; Feb. 23, 
Salina Country Club, Salina; Feb. 
24, Hotel Lora Locke, Dodge City; 
Feb. 24, Hote] Lamer, Hays. 
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future. This is wholly dependent 
on the amount of money made 
available for this work. 

Speaking at the SAE meeting, 
Marine Corps Lt. Col. J. L. Wosser 
revealed that shortly the govern- 
ment will announce a GEM design 
competition in which many firms 
will be asked to submit models 


they could produce, Ostensibly, the | 


winner or winners would be grant- 
ed contracts for the construction of 
full-size GEMs. 

Wosser said there soon will be a 
meeting in Washington of Army 
and Navy officials and interested 
contractors, at which details and 
design specifications of the compe- 
tition will be explained. He said 
that the names of about 100 inter- 
ested contractors have been sub- 
mitted, although this number may 
be trimmed. He added: 

* * * 
—— program started in 1959. 
We spent $2.5 million on it in 
fiscal 1960 and we’re spending the 
same amount in fiscal 1961. Now 
we're ready to start building usable 
machines for military missions.” 
* oK * 
OWEVER, there is some senti- 
ment in favor of a vehicle that 
cruises at two-to-three feet above 
the water or terrain, because the 





lower a GEM is to the surface the| ¥ 


more efficient it will be since there 
will be a smaller area for the es- 
cape of pressurized air. 

Also, the military probably will 
ask that the GEM have an un- 
laden weight of about 15 tens, 
be capable of a 15-ton pay load 
and be able to travel at least 60 
miles an hour, although 100-mile- 
an-hour speeds would be desir- 
able. 

If amphibious military landings 
are ever Made in the future, it’s 
anticipated that the ocean-going 
transports will be widely dispersed 
and be at least 100 miles offshore 
to protect them from atomic bomb- 
ing. 

The military task of the GEM is 
about the same as that of landing 
craft in World War II and of heli- 
copters today. However, it would 
be much less expensive than heli- 
copters. 

One of the things the military 
is sure to specify when it gets to 
the prototype stage is that the 
proposed GEM be quite large, 
since a large ground effect vehi- 
cle is much more efficient. By 
“large” they mean about a 30-foot 
by 70-foot vehicle. 

Large GEMs are more efficient 


You can cut 
aint material 

costs hy 4/3 
with 

Acme’s 

Color Eye 

System ! 


No wasted paint, 








Curtiss-Wright GEM— 


A Curtiss-Wright GEM crosses a body of 
water. This vehicle weighs 2,300 pounds 
and has a top speed of about 55 miles 
an hour. 

* * * 

because they have a greater hover- 
ing height. A GEM’s hovering 
height is roughly 10 percent of its 
effective diameter. Thus, a machine 
with a 50-foot average diameter 
would have a hovering height of 
five feet. At present, the best oper- 
ational GEM in this respect is a 
Princeton University model which 
hovers at 2% feet. 

The higher a GEM hovers, the 
greater will be its prospects for 
“living” in rough seas, climbing up 





“on-the-spot” color, 


25 


shore lines and negotiating rough 
terrain. 


* * + 


OW to steer a GEM is one of 

the most difficult problems, al- 
though GEM researchers acknowl- 
edge that it will not attain the 
maneuverability of a car. The very 
thing that makes a GEM or Leva- 
car feasible—lack of ground fric- 
tion makes steering relatively 
poor. 

Handling a GEM is like driving 
a car with bald tires on smooth 
ice. On the other hand, braking 
a GEM is quite easy and effec- 
tive. Power is simply cut off and 
the GEM skids in to a landing. 

The most distasteful terrain to 
a GEM is sand because the GEM 
has a tendency to “bury itself” 
amid a great flurry of blinding 
sand. 

Incidentally, the British were 
credited with being the world lead- 
ers in GEM development. English 
units are being developed for the 
military and for commercial use in 
Africa and undeveloped Common- 
wealth countries. 

One of the major studies on GEM 
feasibility was made by the Ford 
Aeronutronic Division for the U.S. 
Army. 





and smaller inventories save you time and money 


With Acme’s Color Eye, you mix any color you 
need—just the amount you need—right in the shop. 
You never have to wait for paint delivery or hunt 
for colors .. . never have to throw away the unused 
portion of the can. You get jobs done on schedule 
and insure customer satisfaction. 


Color matching? . . . it’s laboratory accurate. The 
Color Eye even takes the guesswork out of those 


difficult faded jobs. 


Get the full story from your nearest Acme auto 
paint supplier. He’ll show you, in dollars and cents, 
how you can save up to 334% on paint material 
costs in your shop with Acme’s complete Color Eye 


See us at the 
ASIA SHOW, Los Angeles 
February 14-15, 
Booths 2113-2115 
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ACME 


(-) AUTOMOTIVE FINISHES 


ACME QUALITY PAINTS, INC. 


8250 St. Aubin ¢ Detroit 11, Michigan ¢ TRinity 2-4800 


System. So see your Acme paint supplier, write, or 
call any of the numbers listed below. 


Jim North, Vice President, North Brothers Ford, 
Garden City (Detroit), Michigan, says— 


“*,.. the Color Eye operation is a 
big time and money saver. 


“Before we switched to Acme’s Color Eye System 
we were writing off $1,200 a month in wasted paint 
materials. In the first three months of operation, 
Acme cut our paint material costs 30%.,Costly de- 
lays for delivery were completely eliminated, and 
our inventory cost is now 60% lower.”’ 
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WEstport 1-7879 


...STilwell 6-7010 


..VIctoria 9-2405 
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.. .FEderal 6-4667 
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Capsule Reports .. . 


ALEXANDRIA, Va. — Gilbert 
Illich, president, reported Aero 
Chevrolet's sales in 1960 were the 
greatest in the firm’s 40-year his- 
tory. 

He estimated that new-car sales 
in the past 12-month period in- 
creased 58 percent over those in 
the previous year. The firm is in 
the process of expanding its serv- 
ice facilities. 

* * * 
Aluminum Assn. to Mark 


Metal’s 75th Anniversary 


NEW YORK. — The Aluminum 
Assn. has postponed its annual 
meeting until February to coincide 
with the 75th anniversary of the 
discovery that made the metal 
commercially abundant. The meet- 
ing will be held Feb, 15-17 in 
Cleveland. 

On Feb. 16, members will journey 
to Oberlin College, Oberlin, O., for 
the anniversary observance. In 
1886, Charles Martin Hall, an Ober- 
lin graduate, discovered the elec- 


trolytic process that took alumi-| 


num out of the rare-metals class. 
* * 4 


Minneapolis Firms Accept 


FTC Edict on Rebuilt Parts 
WASHINGTON. — White Indus- 
tries, Inc., and Automotive Service 
Industries, Inc., Minneapolis, dis- 
tributors of rebuilt automotive 


parts, and Norman A. White, an| 
official of both concerns, have en-| 
tered into a stipulation agreement | 


with the Federal Trade Commis- 
sion. 

They have agreed to stop selling 
any product containing previously 
used parts without making a clear 
and conspicuous disclosure of such 
prior use in advertising and on the 
product itself and its container, A 
stipulation does not 
mission of violation of the law. 

* * * 


Valley Plymouth Salesmen 


Split $5,300 Yule Bonus 


LOS ANGELES. — Santa Claus 
paid a return visit this year at 
the homes of salesmen employed by 
Valley Plymouth. 

In the person of Carl Cannata, 
president of the Plymouth-Valiant 
dealership at 6700 Reseda Blvd., 
Reseda, Santa divided a $5,300 
melon among the salesmen, as a 
year-end bonus. This was the sec- 
ond straight year that Valley 
Plymouth salesmen have shared in 
the firm’s success. 

x * 


Circo’s Industrial Customers 


To Receive Trading Stamps 


NEW YORK.—Circo Corp., a pro- 
ducer of industrial cleaning equip- 


ment and chemicals, has announced | 


it will offer S & H green trading 
stamps to its industrial customers. 
It is a “first” in the industrial mar- 
keting of chemicals, the firm said. 


Under the plan, Circo said, green | 


stamps will be offered to customers 


who purchase the newly developed | 


degreasing and cleaning solvent 
Circo-Solv M-1 trichlorethylene. 
* * * 


VW Sales in New Mexico 


Total 502 During Year 


ROSWELL, N. M.—A total of 502 
Volkswagens were sold in New 
Mexico last year, according to 
Stanley McDonald, VW dealer here. 

McDonald said this was an in- 
crease over the previous year. 

* ES * 


Second Regional Office 


Established by Guide Lamp 

ANDERSON, Ind. — A regional 
sales office at Hales Corners, Wis., 
headed by Donald P. Driftmier, has 
been established by Guide Lamp 
Division, General Motors. 

The office is the second regional 
office established by Guide Lamp. 
The first, an engineering facility, 





Nance Elected President 


Of Charlotte (N. C.) Assn. 


CHARLOTTE, N. C.—DeWitt 
Nance, Franklin Motors, Inc., has 
been elected president of the Char- 
lotte Automobile Dealers Assn. 

Lyn King, King Chevrolet Co., 
was named vice-president, and Wil- 
liam Beck, Courtesy Motors, Inc., 
secretary-treasurer. 








Auto News in Brief 


constitute ad-| 
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was opened last year at Birming- 
ham, Mich. 


& * * 
Goodyear Offers Race Tire 


In Wider Variety of Sizes 

AKRON.—A new competition 
sports-car tire, tested over thou- 
sands of miles of racing road, is 
being offered in a wider variety of 
sizes, Goodyear Tire & Rubber Co. 
has announced. 

Labelled the “Sports Car Special,” 
the tire has been used by some of 
the world’s top drivers this year, 
according to Tony Webner, Good- 
year racing director. Tires and 
tubes are now available in the fol- 
lowing sizes: 5.00x16, 5.50x16, 6.00 
x16, 6.50/6.70x16, 7.00x16, 5.50/5.90x15, 
6.00/6.40x15. Sizes 5.00/5.20x15 and 
6.50/6.70x15 will be available in the 


near future, Webner said. 
+ * - 


'UCLA Safety Project 


Gets Six Plymouths 


LOS ANGELES.—tThe auto 
safety research project conducted 
by the University of California at 
Los Angeles, has received support 
from Chrysler Corp. Six Plymouth 
four-door sedans will be supplied 
for the research project. 

The cars will be used in impact 
tests which UCLA traffic and 
transportation engineers have 
been conducting for the past six 
years. The tests enable the re- 
searchers to measure decelera- 
tions sustained by the vehicles 
and occupants and extent of dam- 
age to the vehicles and their pas- 
senger compartments in collisions. 

on cS * 


McCord Expands 


DETROIT.—McCord Corp. has 
expanded its air-conditioning plant 
in Washington, Ind. It is the second 
major expansion in five years and 
represents an increase of more 
than 100 percent of manufacturing 
area in that period. 

* + *K 


New Single-Grade Motor Oil 


Is Introduced in California 


LOS ANGELES.—A new single- 
grade motor oil, RPM Special, has 
been introduced in the Los Angeles 
area by Standard Oil Co. of Cali- 
fornia. Distribution will be expand- 
ed to other areas of the United 
States and to foreign lands early 
next year, the firm said. 

A new patented polymeric addi- 
tive, with active chemical groups, 
suspends products of partial fuel 
combustion and prevents them from 
depositing, a spokesman said. He 
called it the world’s first heavy-duty 
ashless detergent single-grade 
motor oil. 

ok * * 


Dealer’s Employes Get 


Retirement Program 

ALBUQUERQUE. — An employe 
retirement plan has been put into 
effect at Ed Black’s Chevrolet Cen- 
ter here, 

A percentage of profits is to be 
set aside and invested in a trust 
fund to provide retirement income 


| for employes who make their 








| New Model— 


Diamond T Motor Truck Co., Chicago, 
has introduced this compact, gasoline- 
powered tractor, measuring 90 inches from 
bumper to back of cab. Designated Model 
D-5000, the unit is designed to haul 40- 
foot, square-nose trailers legally in all 50- 
foot states, according to Diamond T. The 
unit is now in production. 





career at his dealership, President 
W. E. Black said. The program is 
entitled the Profit Sharing Security 
Plan. 


* * * 


Chevy Sales Up 20 Pct. 


In Atlanta Region 

ATLANTA.—W. A. McKee, new 
Chevrolet zone manager in the At- 
lanta region, has reported a 20.1 
percent increase in 1960 sales over 
1959 for this region. 

The Atlanta zone includes most 
of Georgia and sections of Tennes- 
see, South Carolina and North Car- 
olina, McKee came to Atlanta from 
Houston, where he had been city 
manager for Chevrolet. 

* w i 


Airtemp to Make Heaters 


For ’62 Plymouth, Dodge 


DAYTON.—Chrysler Airtemp has 
announced that it will add a line of 
automobile heaters to its produc- 
tion schedule next July. An employ- 
ment increase of 200 is expected. 

Original production will be for 
Plymouth and Dodge cars, but the 
company hopes to make _ heaters 
for other cars in 1962. 

+ ok i 


JP Candidate Wants 


Governors on Cars 

CLEARWATER, Fla.—Donald J. 
McNevin, a candidate for justice of 
the peace, said he will campaign 
for new legislation on automobile 
safety and will push a proposal to 
put governors on cars driven by 
minors. 

McNevin said 40,000 persons are 
killed annually under our “present 
system of purchasing and licensing 
automobiles.” 

“Manufacturers are guilty, too,” 
he says, charging that “one of the 
Big Three models gave perform- 
ance trouble because it could not be 
adjusted to operate at normal city 
speeds. Peak performance was 
achieved at 80 miles per hour.” 

* * * 


GM’s Flint Payrolls Tripled 


Since 1941, Donner Says 


FLINT.—General Motors payrolls 
in Flint, its “most important plant 
city,’ have more than tripled and 
GM employment here has risen by 
34,000 in less than 20 years, GM 
Chairman Frederic G, Donner has 
announced. 

Donner spoke at a meeting of the 
Flint Industrial Executives Club, 
which made him a life member, He 
cited the growth of GM employ- 
ment here from 46,000 in 1941 to 
More than 70,000 now. GM payrolls 
in Flint increased from $111.5 mil- 
lion in 1941 to $377 million last 
year, he said. 

* ok +” 


Richard Ford Assets 


Auctioned in Buffalo 


BUFFALO.—Assets seized to sat- 
isfy a tax lien against Richard Ford 
Inc., of 1389 Bailey Ave., were to be 
sold at a bankruptcy auction instead 
of at a tax sale. The government’s 
tax claims will be paid, however, 
before the claims of other creditors. 

The Internal Revenue Service 
seized the company’s accounts, 17 
used cars, the stock of auto parts 
and cash in an attempt to satisfy 
an $11,000 tax lien. The automobile 
dealership subsequently filed a 
bankruptcy petition listing about 
$121,000 in debts and about $325,000 
in assets. 

* * * 


Butts Elected President 


Of Car Wash Association 


MIAMI BEACH.—James Butts, 
Lexington, Ky., was elected presi- 
dent of the Automatic Car Wash 
Assn. International at the indus- 
try’s national convention and trade 
exhibition here. 

Butts, a charter member of 
A.C.W.A., formerly was a vice-pres- 
ident. The association represents 
some 4,000 independent operators. 

Ea # * 


Vancouver (B. C.) Dealer 


Cleared of Fraud Charge 


VANCOUVER, B. C. — William 
Campbell, head of Campbell Mo- 
tors, Ltd., now in receivership, was 
cleared in Vancouver Police Court 
of a charge of defrauding Collier’s 
Ltd., another automotive company 
in Vancouver. 

Crown evidence was that Camp- 
bell obtained a $3,000 car from Col- 
lier’s, Ltd., for resale two days be- 
fore a receiver took over Camp- 
bell Motors. The prosecutor con- 
tended that there was a lack of 








Taxi Entered in Rally— 


Peter Dimmock, head of BBC Television 
Outside Broadcasts, drove this 1958 Austin 
London taxi in the 1961 Monte Carlo Rally. 
The taxi was probably the most unusual 
vehicle ever entered in the event and car- 
ried a specially made fare meter which 


was put in operation from the start in 
Glasgow. When the Austin was finally re- 
tired, among 35 other entries due to heavy 
snow and slush in the mountains of Eastern 


| France, the meter reading was $217.03. 


* * * 


disclosure by Campbell to Collier’s 
that an application for receivership 
was pending. The court said it 
could find no evidence of fraud and 


dismissed the case, 
a * * 


Caster Mold & Machine 


Consolidates Operations 


BARBERTON, O.—Caster Mold 
& Machine Co., manufacturer of 
automotive jacks, has consolidated 


operations in a new office-plant-| 


warehouse at 1079 E and J St., Bar- 
berton. 

Extra height in the plant area, 
with a 15-foot entrance and over- 


head cranes, permits efficient, eco- | 


nomical handling of incoming ma- 
terials, the firm said. 
Bo * * 


Urethane Polyester Base 


To Be Produced by CPR 


TORRANCE, Calif.— A capacity 
in excess of 500,000 pounds per day 
of urethane polyester base is avail- 
able to users in the automotive and 
other fields through the newly 
formed Chemicals Plastics Re- 
search International Corp., accord- 
ing to T. P. Dougan, president. 


This tonnage will be supplement- | 


ed by manufacture of other ure- 
thane chemicals and formulations 
with completion of production 
equipment installation at the com- 
pany’s plant here. 

* * * 


Ford ‘Road Shows’ Draw 


4.5 Million in 59 Cities 


DEARBORN.—Ford Motor Co, 
announced that the fourth edition 
of its American Road Shows at- 
tracted an estimated 4.5 million 
adults in cities across the na- 
tion. The six units of the show 
visited 71 shopping centers in 59 
cities. 

The 1960 program consisted of 
three major shows—“Design for 
Station Wagon Living,” “Design 
for Suburban Living” and “De- 
sign for Country Living”’—and 
three smaller shows titled “The 
Magic World of Ford.” 

* * * 
Brown to Be Consultant 


For Highway Trailer 


NEW YORK. Howard D. 
Brown, formerly with the general 








— 


department of American Telephone 
& Telegraph Co., has been named 
consultant to Highway Trailer In- 
dustries, Inc. 

A 38-year veteran of the AT&T 
engineering staff, Brown will spe- 
cialize in the design, operation and 
application of public-utility equip- 
ment made by Highway at its plant 
in Stoughton, Wis. 


Lubricating Grease Institute 


Names Hart President 
CHICAGO.—F. R. Hart, super- 
visor of industrial and marine lu- 
bricants, Standard Oil Co, of Cal- 
ifornia, was elected president of the 
National Lubricating Grease In- 
stitute at its annual meeting here, 
C. L. Johnson, president, Jesco 
Lubricants Co., was named vice- 
president; T, F. Shaffer, Shell Oil 
Co., secretary, and A. J. Daniel, 
Battenfield Grease & Oil Corp, 
| treasurer. ' 
Air Group Notes Rise 
|In Auto Dealer Charters 


WASHINGTON. — More dealer 
|groups are turning to chartered 
| flights to carry them to Detroit for 
|new-model showings, according to 
|I, H. Mansfield, general manager, 
| Air Charter Exchange. 

| He said the time saved is one 
of the most attractive advantages 
|of a chartered flight. Mansfield’s 
| organization consolidates and coor- 
dinates air charter service of certi- 


| fied supplemental] airlines. 
| * * ok 





| Auto Ad Council Turns 


To Candles as Lights Fail 


| HERSHEY, Pa.—Candlelight ses- 
sions were an unexpected part of 
|the agenda of the fall meeting of 
|the Automotive Advertisers Coun- 
cil at the Hershey Hotel here. 

When the lights went out on a 
cloudy day, the hotel management 
provided candles for the meeting 
room. Composed of advertising per- 
| sonnel of manufacturers in the au- 
tomotive aftermarket industry, the 
council meets twice a year. 

ae * He 


Pennsylvania Moves to Rid 


Pike of Parked Vehicles 


HARRISBURG. — The Pennsyl- 
vania Turnpike Commission has 
ordered field personnel to remove 
from the superhighway all parked 
vehicles that “have been observed 
in the same place for 72 hours.” 

The cost of towing the vehicles 
to a garage will be borne by the 
owners. Commission Chairman Jo- 
seph J. Lawler said two fatal acci- 
dents have resulted this year when 
parked vehicles were struck by 
inattentive motorists who strayed 


off the road surface. 
oh * * 


Brummer Seal Becomes 


Division of Borg-Warner 

CHICAGO.— Brummer Seal Co., 
Chicago Heights, manufacturer of 
mechanical seals for automotive 
engines, water pumps and other ap- 
plications, has been acquired by the 
Spring Division of Borg-Warner 
Corp. 

It will be known as the Brummer 
Seal Division of Borg-Warner, but 
will be operated as part of the 
Spring Division. Executive officers 
of Spring Division, headed by Ar- 
thur J. Welch, president and gen- 
eral manager, will serve in similar 
capacities in managing the affairs 
of Brummer Division. Actual oper- 
ating personnel at the Chicago 
Heights plant is expected to re- 





main largely unchanged. 








Safety Greenbrier— 


‘ACCIDENT PREVENTION 


BuReaU 






This '61 Corvair Greenbrier has been put to use in the safety campaign conducted 
by the Statesville (N. C.) Police Department. The courtesy vehicle, outfitted with special 


equipment for the work of the accident 
borough Chevrolet, Inc., Statesville. 


prevention bureau, was furnished by Scar- 











Benmatt license frames are 
willing workers — 
on the job 24 hours a day, 
year ‘round... 
selling your name to customers 
and prospects alike throughout 
your entire trading area. 
And you can't beat the value! 
Check Benmatt for details! 


FREE 
Send for 
illustrated 
literature! 
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Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cards are now avail- 
able to the following dealers: 
@ BUICK @ FORD © PONTIAC 
©@ CHEVROLET @ LARK © OLDSMOBILE 
© CHRYSLER © DODGE © MERCURY 
@ PLYMOUTH 
Write today for Free Sample Folder 


Please specify line of cars you sell 


UTLEY BR 


17631 FILER 





DETROIT 12, MICH 





Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath- 
letic events, parties. Visible for miles as 


adv. for car dealers, gas stations, new 


store openings. Cost U.S. Gov. $20. Gen- 
uine neoprene. While they last $2. plus 
50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O. to: 


102-C 
PRESTON’S, 102 Main St., Greenport, N.Y. 
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MOTOR oy 
MASTE 


DEFIANCE OHIO lo 


DON’T REPLACE 


WINDSHIELDS 
DUE TO 
- WIPER MARKS 


6-Ox. Buffing Compound 
Special Buffi Wheel Used 
ican il vod 1 $15 
Send Check or Money Order to: 
L & M COMPANY, P. O. Box 57 
ATLANTIC BEACH, L. I., N. Y. 








AUTOMOTIVE NEWS, FEBRUARY 13, 1961 


27 








Dollar Dilly for Renault .. . 


Import-Car 


ORE than 4,500 silver dollars 

were awarded to 110 Renault 
salesmen in Southern California 
during a month-long “silver dollar 
Sell-A-Bration” contest sponsored 
by John Green Corp., Renault dis- 
tributor subsidiary. 

The awards were presented at 
three breakfast meetings held at 
10-day intervals. At each of these, 
every salesman who had sold a 
car was permitted to spin a giant 
raffle wheel numbered from 5 to 
50—with the number that came up 
determining the number of silver 
dollars he received. 


Carnival atmosphere at these 
meetings was enhanced by ban- 
ners and signs with copy such as 
“Make a Deal, Spin the Wheel,” 
“It’s Great to Be a Winner,” and 
“Keep Smiling, Watch Sales Sky- 
rocket.” John Green Corp. person- 
nel who conducted the meetings 
—District Sales Managers Al 
Hagen, Karl Henning and Ken 
Rivera—wore carnival barker 
costumes, complete with derbies 
and canes. 

As winners’ awards were an- 
the silver dollars were 
dropped’ down a metal chute into 
a galvanized tub, clanking noisily. 
Winners were given money bags 
if their pockets couldn’t hold the 
coins. Each salesman was escorted 
to the podium’ by Miss La Dauphine 
(Dawn Addison), 


Jack. Challender, general man- 
ager, credited the contest with 
increasing sales above the level 
achieved the previous month. 

Any salesman selling one model 
of each car in the Renault line 
was given an extra spin of the 
wheel for “completing the cir- 
cuit.” An extra spin also was 
given for each truck sold during 
the contest period. 


To stimulate early attendance at 
the three breakfast meetings, an 
“early bird” prize of an extra spin 
was awarded to the first three per- 
sons arriving. Three salesmen from 
Holiday Motors, Van Nuys—Ronald 
Carlson, Herbert Reich and Alvin 
Berg—captured this prize at the 
third meeting by showing up at 4 
a.m. 

Salesmen. from 30 dealerships in 
Los Angeles and Orange counties 
participated in the contest, with 
Frank Marshalj of Bill Creighton, 
Inc., Hermosa Beach, the leading 
money winner. 

In addition to the salesmen’s con- 
test, a separate promotion was held 
for dealer sales managers, with 
$750 in prizes awarded: The five 
sales managers whose dealerships 
sold the most Renaults took turns 
spinning the wheel until the money 
was gone. 

* * * 


Saab 


WO new dealers have been 

added by Saab—Autoland, Inc., 
Hartford, headed by Michael De- 
Bella jr.. and Don Dierking Motors, 
Topeka, Kans., headed by Donald 
Dierking. 


* * ok 
Volvo 
ete of Volvo Distribut- 
ing, Inc. and its dealers into 
the fleet sales field is announced by 
David Beesley, Volvo sales man- 
ager. Fleet sales, service and parts 
will be handled by all Volvo deal- 
ers from coast to coast, he said. 
“The decision to enter the fleet- 
sales market at this time was 
made only after thorough review 
of the general fleet-sales picture. 
The decision was also based on 
‘pilot runs’ of Volvo cars in sev- 
eral established fleets,” Beesley 
said. 
The model of the Swedish-made 





Renault Distributing 
2 Guides on Driving 

NEW YORK.—Two 16-page 
guidebooks—one on winter driv- 
ing and another on economy driv- 
ing—are now distributed free by 
Renault, Inc., through its dealer 
network. 

The Winter Driving Guide is 
available at dealerships in North- 
ern states, while the Economy 
Driving Guide is being distribu- 
ted by dealers in Southern states. 








covering Illinois, Wisconsin and 
Indiana, has been announced by 
Neil C. DeSantis, vice-president and 
general manager of Ray Whyte 
Italian Motors, Detroit, Midwest 
distributor for Fiat. Wood was as- 
sociated with Chrysler and Renault 
for the _past 2 years. 


ber of Ford’s National Dealer 
Council. 

He earlier served as an applica- 
tion engineer with Vickers Inc. in 
News Notes Detroit. He is a graduate attorney. 

* * * 
Fiat 

PPOINTMENT of R. E. Wood 

as field sales representative, 


line of cars which is being made 
available for fleet purchase is Vol- 
vo’s PV 54402 two-door sedan. It 
features a 60-horsepower, four-cyl- 
inder engine with single carburetor 
and comes fully equipped, including 
radio. 
















































x a * 
Peugeot 


N EXPANSION in outlets for 
the French-built Peugeot in 
Western Canada has been announc- 
ed by Peugeot Distribution, Ltd., 
Vancouver, B. C. 
Jerry Cooke, re- 
cently appointed 
Western manager, 
said six new deal- 
ers have joined 
the organization 
since widespread 
expansion plans 
were announced. 
“We expec. to 
have at least 20 
more dealers in 
the two Western 


Jerry K. Cooke 
provinces before we conclude our 


current expansion drive,’ Cooke 
said. “But we're certainly happy 
with results and sales in the short 
interval since we established our 
Western branch office and parts 
warehouse here.” 

Cooke has also revealed that the 
company has, and will, absorb any 
difference in import tax following 
recent rulings by the federal gov- 
ernment. 
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When you consider the vital job brakes must do 
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experience with advanced engineering and their 
performance must leave nothing to chance 


x * * 


Sabra 


USSELL PONTIAC, 625 New 

Park Ave., West Hartford, 
Conn., has been appointed the first 
dealer in Connecticut for the Is- 
raeli-made Sabra. 

Richard A. Russell is president 
of Russell Pontiac—as well as an 
owner of American Dodge, Inc., and 
of two dealerships in Boston. 

x a * 

Toyopet 
OWARD LANE, assistant re- 
gional manager, Toyota Motor 
Distributors, Inc., of New Jersey, 
has been promot- 
ed to Eastern re- 
gional manager, 
according to Har- 
old N. Johnson, 
general manager. 

Lane, who join- 
ed Toyota in 1959, 
formerly was Lin- 
coln-Mercury New 
York City sales 
manager. He is a 
native of New 
York City, with 20 Howard Lane 
years of both wholesale and retail 
automotive experience, 

* * oa 


NSU 


NY is sending a service expert 
and mobile unit from Germany 
to conduct clinics and visit dealer- 
ships in Canada, according to NSU 
Prinz of Canada, Ltd. 

He will conduct a training course 
at the Canadian branch in Mon- 
treal in February, covering diag- 
nosis methods and the correct use 
of special tools and equipment. The 
class is open to service personnel 
of authorized NSU distributors and 
dealers in Canada. 

After the completion of the 
course, the Canadian firm said, the 
instructor and mobile unit will 
visit dealerships for on-the-spot 
troubleshooting. 
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POWERFUL, ECONOMICAL 


ARTIC-KAR 


AIR CONDITIONER FOR ALL 


COMPACTS 








Though small and conserva- # 
tive to preserve precious leg ~ 
room in American-made com- 
pacts, foreign and sports cars, 
this COMPACT ARTIC-KAR 
delivers abundant instantan- 
eous cooling for sustained 
luxurious travel comfort the 
hottest days, both in labo- 
rious city traffic and on the 
highway. 


... plus complete line of ARTIC-KAR units for all 
standard-size makes and models of cars... 


Beautiful additions to all '61 and most 
earlier passenger cars, convertibles, sta- 
tion wagons and pickups, FUTURA and 
NORTH-STAR models further add to the 
comprehensive range of ARTIC-KAR auto 
air conditioners for every purse and 
purpose. 

Average installation time (even in older 
model cars) just 4 hours. 

Obviously the best deal for vendors and 
buyers alike! 


Will be NATIONALLY ADVERTISED 



















Felhonapes 


OETZ GRIMM has been ap- 
pointed assistant treasurer of 
Volkswagen of America, according 
to Carl H,. Hahn, executive vice- 
president and general manager. He 
will continue to serve as adminis- 


ann FUTURA 





A s CAPITOL REFRIGERATION, INC. -.. in early summer issues of LIFE... 
trative assistant to — ‘ 3333 E. Kiest Blvd... . Dalles 3, Texes LOOK . . . SATURDAY EVENING POST 
Grimm joined Volkswagen o phone WH 8-7126... FAX FDK... - - . HOLIDAY .. . and . . . COSMO- 
POLITAN. Finest dealer assists available! 


Cable ARTIC-KAR, Dallas 
In Our 12th Year of Auto Air Conditioning Design and Production 


America in 1959. He previously 
served in various positions at 
Volkswagen’s headquarters in 
Wolfsburg, West Germany, for nine 
years. 


* * * 
PPOINTMENT of Rendell W. 
Smith as personal] assistant to 
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Send complete details to: 
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@ Comet 4-door sedan is prepared for simu- 
lated city driving test. Instruments include 
oscillograph which accurately measures speed, 
distance and acceleration; fuel burette for 
checking fuel consumption. 


A new Ford Galaxie 2-door sedan hits the 
cobblestones. Other test roads include ma- 
cadam, gravel, bricks, railroad track cross- 
ings and plenty of bad holes. 


“Pick-up” of new Lincoln Continental is 
clocked by precise electrical speedometer 
connected to a towed bicycle wheel. This 
fifth wheel is also used with a fuel burette 
to provide an accurate mileage check. 


To check operation under load, a new Ford 
“H” series truck, carrying 55,000 pounds of 
pig iron, pulls a special test vehicle contain- 
ing a large variety of instruments. 

A new 1961 Mercury Meteor 600 splashes 


through a water pit. This test reveals both 
brake behavior and body tightness. 


A technician uses electronic timing device 
to check acceleration of Ford Thunderbird 
convertible on a 30 percent grade. 
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| Ford Motor Company 
| Products on 


‘THE ROAD 
THAT HAS 
NO END 


| Imagine driving 16,000,000 miles in one year, or as much as 
: 52,000 miles in just 24 hours— more than twice around the 
| world in a single day! 

| : 






Se 


ere 


This is the kind of incredible mileage logged by the men who 

prove the worth of Ford Motor Company cars and trucks on 

three of the world’s toughest “obstacle courses” for automotive 

» products: the test track at Science City, our Research and 

i Engineering Center at Dearborn; and the Proving Grounds at 
Romeo, Michigan and Kingman, Arizona. 


Duplicating every imaginable road and driving condition, these 
test facilities serve a number of vital functions. Here, for 
example, the Company proves out the prototypes of its new 
products — right down to the smallest detail. Here also, during 
each model year, Proving Grounds personnel “double check” 
on our production quality by exhaustively testing stock models 
purchased anonymously from dealers around the country. And, 
finally, following a tradition among automobile manufacturers, 
these facilities are used to study all makes of competitive 
| products. 


i A typical test of one of our cars involves three 8-hour shifts of 
i drivers who keep the test vehicle continuously on the road. 
| Nothing is left to chance. Not only are the drivers trained to 
! interpret the feel and sound of an automobile under all condi- 
tions, but what human faculties cannot determine is measured 
by super-accurate instruments. After 20,000 miles — the equiv- 
alent of 50,000 to 60,000 miles of “normal” customer driving — 
the test car is taken apart and thoroughly examined to establish 
causes of wear and ways of preventing it. 


This, then, is the road with no end. The proving and improving 

of Ford Motor Company products goes on and on in a constant 

search for new standards that will mean greater customer 
©) Satisfaction .. . and increased business opportunities for our 
dealers everywhere. 


Another reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 
| 


| FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Faicon e Thunderbird e Comet « Mercury e Lincoln Continental « 
English Ford Line e Ford Trucks e« 
Farm and Industrial Tractors and Equipment « industrial Engines « 
Aeronutronic—Products for the Space Age e 
The American Road Insurance Company e Ford Motor Credit Company 
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The American Road, Dearborn, Michigan 










By Leo T. Parker 
Attorney at Law 

ONSIDERABLE disagreement 
has arisen between contracting 
parties as to proper and legal in- 
terpretations of the word “substan- 
tially” in a con- 
tract. Last month 
a higher court 
rendered an en- 
lightening deci- 
sion on this law. 
For illustration, 
in John G. Mc- 
Callum v. Camp- 
bell-Simpson Mo- 
tor Co., 349 Pac. 
(2d) 986, the tes- 
timony showed 
Leo T. Parker that a contract 
contained a statement to the effect 
that the books of an automobile 
corporation “are substantially ac- 

curate and correct.” 


In subsequent litigation the 
higher court held: 

“By ‘substantially accurate and 
correct’ as used in this contract 





Lawsuits Affecting Dealers... . 
Court Decisions 
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is meant that although minor dis- 
crepancies may exist, the matters 
referred to are in substance cor- 
rectly shown.” 

This higher court went on to ex- 
plain that the word “guarantee” 
means exactly what the contracting 
parties intended for it to mean at 
the time the contract was signed. 
This higher court also explained 
that no court may modify an agree- 
ment between contracting parties 
so as to create a new and different 
one, nor igs a court at liberty to 





Pontiac Dealers Headed 


By Alpern in Pittsburgh 

PITTSBURGH, — Cy Alpern has 
been elected president of the Met- 
ropolitan Pontiac Dealers Assn. 
Other new officers are: 

Tom Constantin, vice-president; 
Mike Steele, treasurer; Fred Bau- 
man, secretary, and Guy Mendola, 
Karl Palmer, Bill Samson and Con- 
stantin, directors for two-year 
terms, 











revise an agreement where. its in- 
terpretation is involved. 

In other words, courts cannot 
make for the parties different 
agreements than they themselves 
have been satisfied to make, and 
by a process of interpretation re- 
lieve one of the parties from the 
terms which he voluntarily con- 
sented to; nor can courts inter- 
pret an agreement to mean some- 
thing the contract does not itself 
contain. 

* * * 


Breach of Implied Warranty 


A FEW weeks ago a higher court 
held that the seller of an auto- 
mobile impliedly warrants that it 
is reasonably free from defects, 
yet without definite and convincing 
proof that the seller breached the 
implied guarantee, there can be no 
recovery of damages by the pur- 
chaser, 

For instance, in Mullins v. Sam 
Scism Motors Corp., 331 S. W. (2d) 
185, the testimony showed facts, as 
follows: A woman named Mullins 
purchased from Sam Scism Motors 
Corp. a new Ford automobile. 

The day prior to the purchase, 
one Hubbard, salesman for Sam 
Scism Motors, took the car to 
show Mullins and her husband; 
he took them for a ride a few 





blocks about town; Mullins’ hus- 
band remarked to the salesman 
that the car rattled and he didn’t 
think it was any good. 

Hubbard stated that the car had 
just come in and they had not had 
time to correct the rattles but that 
the car would be checked and be 
all right if Mullins bought it. The 
woman purchased the automobile. 

Soon after the car was delivered 
Mullins complained that it had 
many defects, as follows: She dis- 
covered the heater was leaking, and 
the windshield was making a noise; 
that when it rained the windshield 
leaked; that the doors and trunk 
leaked from the very first time it 
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How Delco Moraine Simplifies Brake Service 


Vertical Mount 
Master Cylinder 
Clutch-Brake 

Master Cylinder 


0 


® 


Wheel Cylinder: 
Trucks 
Clutch Cylinder 


Master Cylinder: 
Cars, Light Trucks 


©0® 060 


Wheel Cylinder: Cars 


Delco Moraine meets brake service needs with parts and full assemblies that can 
immediately be used to replace original equipment units. All are made to original 
equipment specifications; all are protection-packaged for easy stocking, quick identifica- 
tion. A quarter-century of experience in the manufacture and maintenance of brake 


systems is your assurance of satisfaction. Delco Moraine original equipment brake parts 


are used in more than 31 million vehicles on the road today. All Delco Moraine brake 
products are readily available through General Motors car and truck dealers 


and the United Motors System. 


DEPENDABLY MADE 


DELCO MORAINE 


Division of General Motors, Dayton, Ohio 
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rained. She sued Sam Scism Motors 
Corp. on breach of an “implied” 
warranty. During the trial a me- 
chanic testified that “it would take 
$2,100 to fix it, and that the body 
would have to be replaced.” 

Testimony given by officials of 
Sam Scism Motors was contradic. 
tory. ‘ 

* * * 

7. jury held Sam Scism Motors 

liable to Mullins for breach of 
an implied warranty and liable in 
the sum of $1,160 to Mullins. Ites 
interesting to observe that the 
higher court reversed this verdict 
on the grounds that breach of an 
implied warranty was not definitely 
proved. The higher court said: 

“There is no general implica- 
tion of warranty that the auto- 
mobile sold is fit for the purpose 
for which it is purchased if the 
seller (Sam Scism Motors) is not 
informed of such. purpose, es- 
pecially where the buyer inspeets 
or has an opportunity to inspect.” 

For comparison, see Harvey y, 
Buick Motor Co., 177 S. W. 774. 
This court held that in the event 
of a breach the purchaser has two 
remedies, (1) he may keep the ve- 
hicle and recover from the seller 
the difference in value between the 
automobile as warranted and its 
actual value in view of its defec- 
tive condition, or (2) he may, with- 
in a reasonable time, return the 
car to the seller and recover the 
full purchase price. 


FTC Aide Asks 
End of Charges 
Against Snap-On 


WASHINGTON—A Federal 
Trade Commission hearing exam- 
iner last week issued an order 
which would dismiss charges that 
Snap-On Tools Corp., Kenosha, Wis., 
has entered into and enforced il- 
legal restraint of trade agreements 
with its independent dealers. 

The company manufactures and 
distributes mechanics’ service tools 
and related equipment. The dealers 
resell the products to garages, 
service stations and other users. 

The order was contained in an ini- 
tial decision by Examiner William 
L. Pack. This is not a final decision 
of the commission and may be ap- 
pealed, stayed, or docketed for re- 
view. 

The examiner’s ruling was on the 
FTC’s complaint of April 10, 1958, 
which alleged that the agreements 
contained the following restrictive 
provisions: (1) each dealer must 
confine sales to his alloted terri- 
tory; (2) he may sell only at the 
retail price fixed by Snap-On; (3) 
he is not allowed to sell to certain 
persons or firms named in his 
agreement, and (4) his agreement 
may be terminated at any time, and 
he is forbidden to engage in a sim- 
ilar business in the same state for 
one year after termination. 

Examiner Pack held that “the 
complaint has not been sustained 
except as to the issue of the geo- 
graphical limitation upon the right 
of former dealers to engage in a 
similar business, and that as to this 
issue an order to cease and desist 
is unwarranted in view of the dis- 
continuance of the restriction.” 


Continental Slates 
Dealer Meetings 


MUSKEGON, Mich.—Techniques 
designed to assist its more than 400 
distributors and dealers in provid- 
ing topflight service to users of 
Continental power will be presented 
by executives of Continental Motors 
Corp. at a series of two-day meet- 
ings to be held in 16 cities of the 
United States and Canada. 

Cities and dates are: Feb. 20-21, 
Dallas; Feb. 22-23, Kansas City; 
Feb. 24-25, Denver; Feb. 27-28, Los 
Angeles; March 1-2, San Francisco; 
March 3-4, Portland, Ore.; March 
9-10, Muskegon; March 13-14, At- 
lanta; March 15-16, Pittsburgh; 
March 17-18, Washington; March 
20-21, Newark; March 22-23, Bos- 
ton; March 24-25, Orlando, Fla.; 
April 5-6, Winnipeg, Man., April 7- 
8, Toronto, Ont., and April 10-11, 
Minneapolis. 


TV for Retarded Kids 
BANGOR, Me.—The Bangor Au- 
tomobile Dealers Assn. has given 4 
television set to the Eastern Maine 
Friends of Retarded Children for 
use in their school. 
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Make customers happy and profits bigger— 
sell SOLEX® Safety Glass 


Every auto dealer and salesman knows optional equipment sales mean more money. Here’s one way to get 
those extra profits and do your customer a service: sell PPG’s SOLEX Green Tint Safety Glass. To sell SOLEX 
Safety Glass, the most effective thing your salesmen can do is tell new car prospects the SOLEX sales story. 





TAKES THE STRAIN OUT OF DRIVING. No matter what size the wind- reduces eyestrain, and lessens driving fatigue. It makes driving safer. 
shield, SOLEX Safety Glass makes driving more pleasant. It cuts glare, SOLEX is unnoticeable from the inside, and doesn’t change the view outside. 


TAKES THE SWELTER OUT OF DRIVING. SoLEx Green Tint 
Safety Glass absorbs about 50% of the sun’s heat. On hot summer 
days, SOLEX-equipped cars will be noticeably cooler inside, more pleas- 
ant just to be in. It figures, because SOLEX is a must for air-conditioned 
cars—easing the load on the air conditioning equipment. 





THE QUALITY LOOK. Compare a SOLEX-equipped car with a car that uses clear 
glass. SOLEX Green Tint Safety Glass gives a new car a look of built-in quality, 
adds to that “trade-up’”’ appearance that car buyers like. The SOLEX story will 
make sense to your quality-minded customers. You’ll find that it always pays to 
sell SOLEX Green Tint Safety Glass as optional equipment. 


| All PPG Automotive Safety Glass complies with every recognized safety code. 


L ap) SOLEX?® the best glass under the sun! 


Pittsburgh Plate Glass Company 


Paints * Glass * Chemicals « Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 
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L-M Signs Dealers— 


Austin, Tex., has a new Lincoln-Mercury- 
Comet dealership—Butler-Raymond, located 
at 900 W. Sixth St. Coowners Roy Butler 
and Floyd Raymond recently visited with 
Lincoln-Mercury management in Dearborn. 
They also inspected Lincoln Continental 
assembly operations at Wixom, Mich., and 
Ford's big tourist exhibition building, the 
Rotunda, in Dearborn. 
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Across the Nation... 





Auto Dealer Changes 


WALNUT CREEK, Calif.—Dins- | 
more Motors, Inc. (Triumph-Daim- | 
ler-Borgward) is constructing a 
new sales and service center here. 
Frank Dinsmore is the owner and 


Duane Rice is general manager. 
* * aa 


Fiat Names New Dealers 


And Altered Listings 


NEW YORK.—The following new 
dealers have been franchised to 
represent Fiat: 

Duluth Sales & Service, Inc., 201 
E. First St., Duluth, Minn.; Ken- 
more Sports Cars, Inc., 2225 Elm- 
wood Ave., Buffalo, and Ingham 
Motor Co., Inc., 511 Fourth Ave., 
Altoona, Pa. 

The following dealers have made 
changes in name and/or address: 
Lee Bentley, Inc., 120 Governors 
Drive, S.E., Huntsville, Ala.; Im- 
ported Sports Cars, 153 Church St., 
Bristol, Conn.; Suburban Import 
Co., 720 Halsted St. Chicago 
Heights, Ill.; Auto-Land, Inc., 1081 
Main St., Buffalo, and Central 





10 More Dealerships 
Take Auto Union-DKW 


Sales, Inc., has signed 10 new Auto 
Union-DKW dealerships. They are: 


umbia Ave., 
Warta Motors, Inc., 55 W. Sunrise 
Hwy., Merrick, N. Y.; Gardo Auto 
Sales, 911 Poinsett Hwy., Greens- 
ville, S. C.; Roy J. Keller, Inc., 325 
River Pkwy., Idaho Falls, Id.; John 


Motor Co., 510 N. Henry St., Alex- 


andria, Va. 


+ * * 
Cole County Motors 


JEFFERSON CITY, Mo.—Cole 
|County Motors, Inc., headed by 
Russell and Frank Sapp, located at | 
1722 Highway 50 West, is a new 
British Motor dealership, The two 
brothers have been recently associ- 
ated with car dealerships in Kan- 
sas City. They have a paved area 
of 10,000 square feet. 

ok * * 


SOUTH BEND.—Mercedes-Benz, 





Alan Max Auto Haus, 619 W. Col- 
Kennewick, Wash.; 


| Bros., Inc., 
| hurst, N. Y.; Oliver C. Joseph, Inc., 
|} 223 W. 


Ingraham, Inc., 2948 Broadway, 
Oakland, Calif.; Ideal Auto Sales 
& Service, 468 Lakeview Ave., 
Rockville Centre, N. Y.; Helms 
90-02 43rd Ave., Elm- 


Main St., Belleville, IIl.; 
Paviol’s Garage, 254 E. High St., 


| Carlisle, Pa., and Mervis Motor 


Sales, 2135 Brownsville Rd., Pitts- 
burgh, Pa. 


* * * 


Mitchell Adds Jeep 


BUCKHEAD, Ga.—Tom Mitchell 
Rambler, Inc., has been appointed 
by Willys Motors to handle the 
Jeep line. Tom Mitchell is presi- 
dent of the company, which also 


handles Buick. 


* * * 


Buys Out Partner 
BLISSFIELD, Mich, — Lester 


Frank has purchased the interests 
of his partner, Lloyd Jentoft, in 
their Mercury-Comet-Rambler deal- 
ership at 103 E, Adrian. New name 
will be Les Frank, Inc. The dealer- 
ship was formed in 1955. 


* * * 


Lehman Opening Near 
SELMA, Ala.—Bill Boddy, man- 


ager of the new William Lehman 
Pontiac dealership, has announced 
that the firm will open in a new 
building, 


now under construction 


| 
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DITZLER SHELF-SHOP MIX. 
For the shop with limited shelf space. 


This compact unit comes 


tions. Requires only 16 sq. 


in two sec- 
ft. of floor 


space, and wall space just 8 ft. wide 
and 7 ft. high. Can be used in straight 


line or in corner. 





DITZLER color mixing system cuts costs 4 ways 


1. More accurate color mixing 


4. Eliminates costly inventory of half-used and slow-moving colors 


e Whether your shop is large or small, you’ll find the 
DitTzLER Color Mixing System one of the most profit- 
able investments you can make. 


e@ Constant improvement has placed the DiTzLER mixing 
system far ahead of all other kinds in simplicity, effi- 
ciency and accuracy. It gives you 8,000 laboratory- 
controlled formulas for lacquers, acrylics, and enamels 
—covering latest models as well as older cars and trucks. 
Also provides you with formulas for interior colors, im- 


Ditzler Color Division, Pittsburgh Plate Glass Company ¢@ Detroit 4, Mich. 
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2. Mix only amount needed for job 


3. No waiting for needed colors 


ported cars, commercial vehicle fleets, boat finishes, 
appliance colors, farm machinery, and many others. 


e You'll service customers more 


more efficiently and accurately— 


quickly, match colors 
and with less waste. 


e@ Rugged and well-built, the DirzLER Shelf-Shop Mix 


lasts for years. You’ll continue to 


it makes for you long after it has paid for itself. 


e Call or see your nearest DITZLER jobber for details. 


DITZLER 


PAINTS © GLASS © CHEMICALS © BRUSHES ¢ PLASTICS © FIBER GLASS 


ghee ees haees ea 


I a. Saas Sate 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


e Torrance, Calif. 


Cc O° MF 2 nS 


enjoy the extra profits 
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on Highway 80, early in September, 

President of the company is Wil. 

liam Lehman, who is presently op. 

erating an auto business in Miamj, 
a2 a * 


Boise President Sells 


VW Deal, Eyes Pocatello 


BOISE, Id.—Wiehle Motor Co, 
(Volkswagen), has been sold to 
Frank Deines and Vince Hokan- 
son, who have been partners in qa 
Volkswagen dealership in Helena, 
Mont., for the last eight months, 

Carl Wiehle, who opened the 
dealership bearing his name four 
years ago, said he plans to start 
a dealership for Volkswagen in 
Pocatello, Id. He has been serving 
as president of the Boise Automo- 
bile Dealers Assn. 

Deines said the name of the deal- 
ership here will be changed to 
Continental Motor Sales Co., and 
the Porsche line will be added in 
the fall. 

= + * 


Plymouth-Valiant Deal 


DALLAS. — Bruton Motors, 1802 
S. Buckner Blvd., has been fran- 
chised to handle Plymouth and 
Valiant. David M. and Donald M. 
Bruton are partners in the dealer- 
ship. 





* * * 


Triumph Adds Ohio Outlet 


SPRINGFIELD, O. — European 
Motor Mart, 121 N. Bell Ave., has 
been appointed Triumph outlet for 
Clark, Champaign and Greene 
Counties. The dealership is headed 
by James W. Whitlow. 


* * * 


Eger Has Jeep Deal 


DENVER.—Bill Eger has open- 
ed Denver’s newest Jeep dealer- 
ship at 1225 Lincoln St., separate 
from Eger’s Rambler Center. 


* * * 


Battjes Chevrolet 


ELKHART, Ind.—The name of 
the Chevrolet dealership here has 
been changed from Enyart-Battjes 
Chevrolet, Inc., to Battjes Chev- 
rolet, Inc., at 1000 W. Beardsley. 
Officers are C. F. Battjes, president; 
Nelly K. Battjes, secretary, and 
Edward Battjes, director and gen- 


eral manager. 
© * * 


Yancey Chevrolet 


OXFORD, N. C.—Blalock Chev- 
rolet Co., Inc., has changed its 
name to Yancey Chevrolet Co., Inc., 
without any change in ownership 
or policies. 

* + * 


Buy Cadillac-Olds Deal 


GREENSBORO, N. C.—John 
Bear and Carl D. Johnson, who 
have been associated with Black 
Cadillac Olds, Inc., here for a 
number of years, have bought 
Newton-Chappell Motors, Inc., in 
Reidsville, N. C. Name has been 
changed to Johnson-Bear Motors, 
Inc. (Cadillac-Oldsmobile-GMC). 

= * * 


Bortnick, Nichols Buy Deal 


WASHINGTON.—Leon Bortnick 
and Frank R. Nichols have pur- 
chased Rockville Motor Co., Ine. 
(Ford), formerly owned by the late 
Oliver H. Perry. Nichols had been 
general manager of the firm and 
formerly was with the Ford Divi- 
sion’s as sales office. 


Madren hanes ‘s pokane 


SPOKANE. — Madren Brothers 
(Studebaker) hag moved from its 
downtown location at Fourth and 
Howard to Hillyard, a small com- 
munity 20 miles from the center 
of Spokane. 

* * +” 


Sparks Takes On Jaguar 


NEW YORK.—C. B. Sparks 
Sports Cars, 322 W. Tyler, Long- 
view, Tex., has been awarded a 
Jaguar franchise. C. B. Sparks is 
general manager. 


10 New Dealers 
Sign With S-P 


SOUTH BEN D.—Studebaker- 
Packard has signed 10 new dealer- 
ships. They are: 

Ward-Evans Motor Co., Inc., 314 
S. Oakwood, Beckley, W. Va.; 
Sheets Trucks Center, Inc., Carlisle 
Street Extended, Hanover, Pa.; 
Hansen Motor Co., Inc., Market & 
8th Streets, Kirkland, Wash.; Cus- 
toms by Carston, 489 N. Wolf Rd., 
Wheeling, Ill.; A & A Auto Sales, 
103 Pearl St., Macon, Mo.; Swin- 
son Motors, 2200 W. Central, El 

(Continued on Page 33, Col, 1) 
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Dorado, Kans.; Sabbatini Brothers, | 
g11 McKinley St., Clarksdale, Miss.; | 
Stocker Motor Sales, 1819 11th 
Ave. Monroe, Wis.; Nevada Mo-| 
tors, 118 North Ash, Nevada, Mo.,| 
and Haberer Motor Co., 225 Delano} 
Ave., Little Field, Tex, 
ot * +* 
Stenger’s First in Town 
KETTERING, O.—A new build- 
ing is being constructed to house} 
the first new-car dealership in this 
Dayton suburb. It will house Sten- 
ger’s, Inc. (Ford). 
rs 


* * 
Oliver Sells to Pair 
SOCORRO, N. M.—Oliver Motor 


Co, (Ford) has been sold by Carl} 
Oliver to Rex Seely, Magdalena, | 


and John Hughes, Belen. 
* ck * 


O. R. Mitchell Builds 


SAN ANTONIO, Tex.—Construc- 
tion has started on the new sales 
and service building of O. R. Mit- 
chell Chrysler Co., which will oc- 
cupy an entire block facing 2800 
Broadway. It will cover 3% acres 
and provide space for offices, a dis- 
play room, service facilities and a 


used-car lot, 
* 


* + 


Triumph Signs Three 

LOS ANGELES.—New Triumph 
dealers on the West Coast include 
Van Bishop Motors, Fremont, 
Calif.; Budget Auto Sales, Ho- 
quiam, Wash., and Moench-Davis 
Imports, Compton, Calif. 

* aa * 


Armstrong Buys Buick Deal 
GLADSTONE, Ore.— Donald H. 
Armstrong, former general man- 
ager, has purchased Super-Hy 
Buick from D. L. McDaniel. The 
name has been changed to Arm- 
strong Buick, Inc. 

cs * * 


Narzinski Heads Willys Deal 


ST. LOUIS. — Frank Narzinski 
has been appointed vice-president 
and general manager of Jeep of St. 
Louis, Inc., 5970 Southwest Ave., 
new outlet for Willys products. 

ST = 


Rambler Signs Ohnmies 

CINCINNATI. — Rambler Auto 
Fair, Inc., has opened at 2300 Read- 
ing Rd. The firm is headed by 
Harry F. Ohnmies, who has been 
a used-car dealer here for a num- 
ber of years. 


* ok * 
2 Deals Take Studebaker 
MINNEAPOLIS. — New Stude- 


baker dealerships in the Upper 
Midwest are Rollie’s Service, Eagle 
River, Wis., headed by Rollis T. 
Allison, and Nelson Implement Co., 
Beaver, Wis., a partnership com- 
prised of Leo Ermis and Glenn E. 
Finney. 
“ss, * 


Anderson Adds Pontiac 


CHIPPEWA FALLS, Wis. — 
Anderson Motors (Oldsmobile- 
Cadillac-Rambler) here has add- 
ed Pontiac to its lines, according 
to Henry C. Anderson, owner. 

* * * 


Jim Bohl’s Renault 


DOWNEY, Calif. — Construction 
is nearing completion on a new 
showroom and maintenance head- 
quarters establishing Jim Bohl’s 
Renault, a new-car dealer to be 
located at 9609 Lakewood Blvd., 
Downey. 

* * * 


Torvik Gets GM Franchises 


WILLMAR, Minn.—Torvik Motor 
Co., 303 Pacific Ave. has been 
named a Pontiac-Cadillac dealer. 
Alfred E. Torvik is owner of the 
company, which succeeds Amund- 
son Chevrolet, Inc. (Chevrolet-Pon- 
tiac-Cadillac). Ruben Amundson, 


Auto Dealer Changes 


(Continued from Page 32) 
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as Shorten Lincoln-Mercury Sales, 
Inc. The new firm is headed by 


Shorten. 


* * * 


Precision Motors Moves 
BEVERLY HILLS, Calif.—Pre- 
cision Motor Cars (Volkswagen- 
Porsche), has moved from 9717 
Wilshire Blvd. to new and larger 
Irvin, Bellflower, Calif.; European| quarters at 9231 W. Olympic Blvd. 
Motors, Great Falls, Mont., and| Otto Zipper and Bob Estes are 
Continental Imports, Inc. Las| owners. 
Vegas, Nev. S > Fe | 
ie. | Cook Takes on Rambler | 
Meyer Opens Ford Deal | WOOSTER, O.—Harold Cook,| 
HOVEN, S. D.—Meyer Sales & | head of Buckeye Truck & Imple-| 
Service is a new Ford dealership | ment Co. (International), has ac-| 
here. William A. Meyer is presi- | quired a Rambler franchise and 
dent. |changed the name of the business 
to Harold Cook, Inc. 
* 


* * 


Baldwin Opens Lark Deal 
F LIN T.—Forest O. Baldwin, a/| 
| former 
|}opened F. O. Baldwin Studebaker 
| Lark, 7067 N. Saginaw Rd. 


* * * 





* 
Schroeder Buys Deal 
TROY, Mo.—Dorsey Schroeder, 
formerly with Suburban Ford, St. 
Louis, has purchased Bob Boedeker 
Ford Mercury Sales here. 
* oa * 

Shorten Buys L-M Outlet : 
SCRANTON, Pa.—Shorten Motor| Fowler Heads Import Deal 
|Co. (Dodge), has purchased John} WASHINGTON.—John G. Fow- 
Bradley Lincoln-Mercury-Comet.|ler, a retired Air Force brigadier 
James R. Shorten, partner with Gus) general, heads the newly formed 
Roesch in the Shorten Motor Co.,| Fowler Motors, Ltd., 1614 N. Fort 


said the L-M. outlet will be oper-| Myer Dr., Arlington, Va, The firm 


* * 





used-car dealer here, has} =~ 





| Different as Night and Day— 


| This view shows accident-preventing possibilities of a research project conducted 
| by Cornell Aeronautical Laboratory, Inc., for the New York State Department of Public 
Works. Under a new method of “‘directional'’ painting, CAL said, tests show that 
| light reflection on unlighted asphalt roads has been increased 31% times. Here only 
| the driver's side appears illuminated, although both traffic lanes are subjected to the 





ated by a new corporation known| handles imported cars. 









e IDENTICAL WITH 
ORIGINAL EQUIPMENT 


e 1500 NATIONWIDE 
WARRANTY AND 
SERVICE STATIONS 


¢ 28% MORE PROFITS 





same amount of light. 


DEALERS and 


STRIBUTORS... 





MORE PROFIT 
WITH SOUNDEX 


unheard of * 


eT eee 


*on transistors and circuits 





NOW! The ultimate in engineering j 
skill and design talent built into 


CUSTOM DESIGNED FOR: 


owner, relinquished his franchises 





' | 
earlier in the summer. Chevrolet Valiant Fiat 
5} z - o Mercury Lancer Peugeot every SOUNDEX ALL-TRANSISTOR | Name : 

More Triumph Dealers Ford = Dodge F-85 CUSTOM CAR RADIO. Clip and | 
Named in 3 Western States Corvair Dart Tempest : | Address sei \ 
BEVERLY HILLS, Calif.— Ap- Sailekes Renault Sinatiins return this coupon to learn how 
Pointment of five more dealers in Rambler Hillman Comet you can add 28% extra profit as | City... ===> State 
three states has been announced by Plymouth Simca Volkswagen a SOUNDEX distributor. a eh ik a ee en 


Cal Sales, Western distributor of 
Triumph vehicles. They are: 

Crane’s Sports & Imports, San 
Bruno, Calif.; Park Motors, Inc., 
Chico, Calif.; Harris, Evans & 





146 COURT STREET 


CAR RADIOS srockton, mass. 


International Divisions: 15 Moore Street, New York, N.Y. 
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Sales Testing the Austin 850 


Epitor’s Note: This is another 


|In that instance, leg room in the 


in a series of articles designed to | rear seat could be a problem, 


explore the selling features of im- | 


ported cars. 
* * * 


By Ed Brown 
Staft Correspondent 
EW YORK.—The Austin 850 is 
a spry, functional vehicle de- 
signed to fill basic transportation 
needs at the economy price of 
$1,295. 

Its distinctive design—with all 
frills removed—utilizes every inch 
of space. Actually, the 850 has a 
deceiving appearance, It offers 
interior room that is unsuspected 
from the outside. In competition 
with many of its bigger brothers 
in this regard, the 850 is the win- 
ner. 

A special technique for entering 
is required, however. Doors open 
wide, but because the vehicle is 
built so low, tall people find a bit 
of bending and twisting necessary. 

Once inside, leg room in front is 
adequate for even the tallest per- 
son. Hip room is adequate in the 
individual front bucket seats. 

& * * 

HE floor is covered in rubber for 

easy upkeep. Seats are covered 

in an easily cleaned fabric, while 
the headlining is plastic. 

Seats are upholstered in deep 
foam rubber. A prospect will sink 
into unexpectedly comfortable 
seats, stretch his legs and be far 
more at home immediately than 
any exterior examination could 
have led him to anticipate. 

The driver’s seat is adjustable to 
any required position. 

Dash controls are held to a mini- 
mum and the open parcel shelf 
runs the width of the car. 

The gearshift lever projects from 
the floor, with the rubber head 
clearly stamped for its four-speed- 
forward shift positions. 

Due to design requirements, the 
steering column thrusts through 
the flooring at a straighter angle 
than most, giving the first impres- 
sion to the driver of sitting at a 
truck wheel, A moment of adjust- 
ment may be required before the 
driver feels at home. 

The suspended clutch, brake and 
accelerator pedals are extremely 
small and spaced close together. 
They require additional adjustment 
on the part of the driver. 

* * oa 


Getting Acquainted 


yp ionaaiea taking a customer on a 
demonstration drive, it would 
be best to sit him in the driver’s 
seat and let him become familiar 
with the controls while you point 
to some of the interior features. 

It would be well to make a 
point of the interior carrying 
spaces provided in addition to the 
parcel shelf. Each door contains 
a huge pocket. In the rear, on 
either side of the bucket seat, 
there is another pocket, which 
will accommodate small pack- 
ages. 

There is a small shelf behind the 
rear seat as well as the space under 
the back seat in which small par- 
cels can be tucked away. 

Make sure your prospect notes 
the double sun visors, and remind 
him how unusual this is in a car 
of this price class. Show him that 
no detail has been overlooked which 
will add to his comfort, at the same 
time that no decorations have been 
added which would add to the in- 
itial cost or upkeep. 

Note the rubber-covered wire 
pulls designed for opening doors 
from the interior. This device has 
been borrowed from some sports 
cars, a fact to be mentioned to the 
customer. 

The style-conscious American 
will react to the 850 as being a lit- 
tle austere, but the alert salesman 
will turn austerity into functional- 
ism in his talk. He will insist the 
850 is designed as a vehicle with a 
duty to perform, 

* 


* * 
RONT wheel housings intrude 
into the front passenger com- 


partment, but bias seating is held 
to a minimum. Headroom in the 
rear may seem skimpy to tall peo- 
ple, but leg room is sufficient, un- 
less the driver is tall and has his 














Rear windows open outward 
about four inches, while front 
windows slide fore and aft, with 
a variety of lockable positions. 
Both doors are equipped with 
locks for interior safety. 
Visibility in all directions is ex- 

cellent. Big, wide windows provide 
maximum visibility and minimum 
blind spots. 

But the customer won’t be con- 
vinced until he drives the 850, the 
crucial test of any vehicle, This is 
where a prospect will be most im- 
pressed. 

The vehicle starts easily. In cold 
weather, choked to maximum and 
with no pressure on the accelerator, 
it kicks over surprisingly well — 
even in five or 10-degree weather. 

Until the vehicle has covered sev- 
eral miles, it is necessary to leave 
the choke part way out or the car 
tends to stall. 

Shifting is relatively easy and 
one of the surprising things about 
the 850 is the lively acceleration. 

* * * 


Nimble in Traffic 


oo our test period, we 
never once suffered from an in- 
ability vo keep up with traffic, 
starting from red lights or on ex- 
pressway traffic of every conceiv- 
able sort. Matter of fact, several 
motorists were startled, as we were, 
when we flashed ahead of them 
from a stop light. It was obvious 
they jammed their accelerator to 
the floor to regain their lost pres- 
tige. 

The muscle of this vehicle, if 
demonstrated correctly, should 
surprise every prospect. The ex- 
ceptionally low center of gravity 
makes cornering a delight, even 
at high speeds, with no sway evi- 
dent. The low center of gravity 

* * * 


Car Tested: 
AUSTIN 850 


Engine: Four-cylinder, 0 ve r- 
head valve, water cooled; bore, 
2.478 inches; stroke, 2.687 inches; 
displacement, 51.74 cubic inches; 
compression ratio, 8.3:1; horse- 
power, 34 at 5,500 revolutions 
per minute. 


Transmission: Front-wheel 


drive; reverse and four forward 
speeds with synchromesh on top 
three. 

Suspension: Front—Independ- 
ent swing axles mounted on ball 


joints with rubber-cone springs 
and shock absorbers; Rear — 
Trailing tubular levers with rub- 
ber-cone springs and shock ab- 
sorbers. 

Brakes: Hydraulic brakes on 
all four wheels with limiting 
valve to rear wheels. 

Weight: 1,288 pounds; wheel- 
base, 80 inches; length, 10 feet 
%-inch; height, 53 inches. 

Standard equipment: Accesso- 
ries: Heater and defroster, wind- 
shield washer, sun visors, elec- 
tric windshield wiper, parcel 
shelf lights, foam-rubber uphol- 





is also handy on slippery pave- 
ment. 

Speeds in the high 50s are possi- 
ble in third gear without strain. 
The vehicle cruises wonderfully in 
the 60s, without ever giving the 
impression that it is breathless or 
small. The car feels and handles 
like one at least twice its size and 
the driver who believes in shifting 
is in for some adventure. 

The 850 has fiont-wheel drive, 
which has both advantages and 
disadvantages. One advantage is 
traction in snow. One disadvantage 
is the slight vibration noticeable 
when the vehicle accelerates in low 
gears. 

Low-end torque is amazing, and 
even in high gear, the engine pulls 
surely and positively at low speeds. 
It is not necessary to downshift as 
often as one would suspect, 

* * * 
TEERING the 850 is a dream, It 
is rapid, quick and certain. 
Front-wheel drive, and precise 
steer, whips the vehicle around 
corners with surprising accuracy. 

The 850 is fitted with a Lock- 
heed braking system which is a 
little unusual, A limiting valve 
for the rear brake shoes operates 
when the driver applies more 
than 40 pounds of effort to the 
pedal so that the braking power 
derived from the additional pres- 
sure is applied to the front 
wheels. The brakes are sure and 
fast, with no fade discernible. 

The pullup parking-brake lever 
between the two front seats works 
on mechanical linkage on the rear 
brake drums. A simple shoe ad- 
justment on the rear wheels simul- 
taneously adjusts the hand brake. 

Conventional springing has been 
replaced with a new system of in- 
dependent suspension using rubber 
cones and teledraulic shock ab- 
sorbers. Front suspension is by 
rubber cone spring units with 
upper and lower suspension arms 
attached to swivel-pin hubs by ball 
joints. Independent rear suspension 
is by rubber cone spring units and 
radius arms. 

* * * 


Choppy on Rough Road 


N HIGHWAYS, the 850 per- 

forms with the smoothness of a 
cat. On rough roads and cobble- 
stone streets the ride has a tenden- 
cy to become choppy. However, the 
average prospect should be amazed 
that such a small car performs so 
well on bad surfaces. 

Travelling in city traffic be- 
comes possible again, The 850 
will move through traffic holes 
that no other vehicle could at- 
tempt and it will perform the job 
in safety. Crosstown New York 
travel can be cut as much as 10 
minutes, because the 850 remains 
mobile where other vehicles stag- 
nate waiting their turn. 

The 850 salesman is bound to run 
into the customer who claims he 
wouldn’t want to own such a car 
because he’d be afraid of it in traf- 
fic. 

The argument won’t hold water 
once the customer has driven the 
850. The view from inside is one 
of complete confidence, and once 


again, because it is so nimble in 
* * * 





Austin 850 Is Truly Compact— 

The Austin 850, only 10 feet long, is able to devote 80 percent of its length to the 
passenger compartment, thanks to ingenious design. The nimble little car provides 
seat pushed all the way to the rear. | surprising roadability and comfort, according to Automotive News Sales Tester Ed Brown. 








Easy to Service— 
Front overhead view of the Austin 850 


shows accessibility of crosswise-mounted 
engine in the front-wheel-drive car. The 
transmission is underneath the engine in 
the sump. The single oil filler cap leads 
to a common reservoir for engine, gearbox 
and differential. The entire power assembly 
can be removed in less than 20 minutes. 


traffic, the 850 is never likely to be 
in a dangerous corner. But the 
prospect must be inside to appreci- 
ate that fact. 

Almost no parking space is too 
small for the 10-foot-long 850, It 
sneaks into and out of spaces which 
other cars must pass up. 

The 850 is powered by the BMC 
“A” type, four-cylinder, water- 
cooled engine with overhead valves. 
It has a displacement of 51.74 cubic 





inches and develops 37 horsepower 
at 5,500 revolutions per minute. 
+ * * 

B* THE simple device of mount- 

ing the engine crosswise in the 
vehicle, together with the gearbox, 
transmission and differential, 80 
percent of the cars’ total length is 





—- 


made available for passenger use, 
This is a point which should clearly 
demonstrate to the customer the 
kind of ingenuity used to make the 
850 functional, efficient transport. 
tion. 

Gearbox and differential are 
mounted beneath the engine. The 
four-speed gearbox utilizes syn- 
chromesh on the top three gears, 
It is plain to the customer that 
all major mechanical components 
are easily accessible for routine 
maintenance, while a common oi] 
reservoir with one filler cap for en- 
gine, gearbox and differential minj- 

mizes servicing. 

The entire front assembly can be 
removed in less than 20 minutes, 
another servicing feature to be em- 
phasized. 

Bodies of the 850 have been uni- 
tized and it is well to show cus- 
tomers the care which has been 
spent on finishing. The trunk must 
not be neglected. It will gobble an 
amazing amount of luggage in ad- 
dition to the spare wheel and tools, 
A loaded trunk would be a most 
effective demonstration, 

The rear license holder has been 
hinged, so that the trunk door can 
be pulled down without hiding the 
plate. 

The mini-car market in the 
United States has never been given 
a real test. There is every reason 
to believe that this market will] 
open up in the near future, Cer- 
tainly the 850 is one of the best 
reasons why it should. Although — 
small in design and price, the 850 
offers the owner great performance, 
comfort and style in basic trans- 
portation, at a basic price. 

The 850, with a different grille, ig — 
available under the Morris name- 
plate. : 





By Hawaii, Alaska Dealers .. . 


Equalized Freight Sought 


By William Carroll 
West Coast Editor 

SAN FRANCISCO. — “Equalized 
destination charges” was the battle 
cry of an informal delegation of 
Hawaiian and Alaskan dealers at- 
tending the 44th National Automo- 
bile Dealers Assn. convention. 

According to James Zukerkorn, 
spokesman for the group, “The 
Hawaii Automobile Dealers Assn. 
seeks to correct the situation 
wherein, since advent of state- 
hood, an automobile assembled in 
Southern California can be ship- 
ped 1,000 to 1,300 miles into the 
Pacific Northwest, for the same 
destination charge it carries in 
Southern California. The same 
automobile shipped to Hawaii, 
sells for nearly $300 higher.” 

His comments were echoed by 
George W. Murphy, president of 
Murphy and Aloha Motors, who 
said: “Since we’ve become a new 
State, we believe the buyer is en- 
titled to equal treatment given 
buyers in the Western States. 

“This saving we are trying to 
bring about is in the public inter- 
est. The dealer will gain nothing 
from it.” 

Robert C. Ching, executive vice- 
president of Murphy and Aloha 
Motors, points out, “From the time 
of establishment of equalized desti- 
nation charges (six years ago), peo- 
ple of the State of Hawaii could 
have saved some $30 million, if 
Hawaii had been included in the 
uniform destination charge struc- 
ture.” 

Alaskan dealer, Austin Simonds, 
Westward Motors (Ford), agreed. 
“The dealers in Alaska buy 
through factory sales offices in 
Seattle or Portland. All dealers 
in these sales districts, except 
Alaska, have the same destination 
charges. 

“I feel that the buying public 
in Alaska and Hawaii is being dis- 
criminated against because of geo- 
graphical location. As a matter of 
national policy, our government is 
opposed to discrimination of any 
type. Consequently, we feel our 
position in this matter is founded 
on national policy.” 

Simonds also said that most car 
makers have prepaid parts ship- 
ments to Alaska and Hawaii since 
statehood. Because the new-state 
dealers are forced to buy and floor 
the additional freight charges, he 
says their percentage of gross 


markup is considerably lower than 
other United States dealers, 


According to the Hawaiian and 
Alaskan dealers, destination charges 
for a Detroit-built car, sold on the 
Pacific Coast, are about $150. The ~ 
distance from Detroit, to market, © 
can be as great as 2,500 miles. ‘ 

The same car, shipped an ad- i 
ditional 2,300 miles to Hawaii, — 
carries an additional $250 freight 
charge, or a total of nearly $400. 
A Detroit-built car shipped the 
additional 1,600 miles to Alaska 
carries a $375 freight charge, in 
addition to the $150 Pacific Coast 
destination charge. 

“We want the factories to bill us 
at the same destination rate as 
dealers in the first zone surround- 
ing West Coast destination points,” 
said Zukerkorn. 

“This would increase the retail 
price of all cars sold in the U. S. 
by less than $1.” 
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Compact’s Impact 


To Be Probed 
At Atlanta Meet 


WASHINGTON.—The impact of 
the compact car on auto retailing 
will be discussed by a group of ex- | 
perts at a National 
Dealers Assn. regional business — 
management conference in Atlan-— 
ta’s Dinkler Plaza Hotel Feb. 28. 

The leadoff speaker will be John 
H. Lander, Lander Motors, Ine.” 
(Dodge-Plymouth-Simca), Atlanta. 
He will present an analysis of the 
factors that influenced the manu- 
facture of the compacts, and how 
these and other factors will affect 
future developments in the indus- 
try. 

Thomas E. Costello, president, 
Costello-Kunze, Inc. (Ford), Jen- 
nings, Mo., will give “A Dealer's 
View of the Compact Car.” He will 
touch on problems, changes and op- 
portunities created by the com- 
pacts, lower discount, the ratio of 
expense to gross, the effect on the 
used car and merchandising tech- 
niques. 

Lander will be chairman of 4 
panel discussing compact problems 
and answering questions of dealers 
attending the meeting. He will be 
joined by Costello, Martin H. Bury, 
Wilkie Buick Co., Philadelphia, and 
Louis W. King, King Motor Co. 
(Oldsmobile), Fort Lauderdale, Fla. 
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What's New... 


AUTOMOTIVE NEWS, FEBRUARY 13, 1961 





In Parts and Accessory Distribution 





PASADENA, Calif.—A _ catalytic| 
muffler for automobiles has been| 
developed by Pasadena scientists to 
help eliminate smog. Called the 
Gulick-Rose Muffler, the device is 
a joint development by Harold M. 
Gulick and Edwin L. Rose, 

Rose is head of Technical Indus- 
tries, Inc., Pasadena. The device is 
now ready for testing by the State 
of California. 

The company said the unit can 
be installed on existing cars for 
from $50 to $75 and would add $25 
to the cost of a new car. The com- 
pany released this information on 
the muffler: 

The Gulick-Rose catalyst muffler 
has the same dimensions as a stand- 
ard automotive muffler, It is said 
to show high efficiency in removing 
poth carbon monoxide and hydro- 
carbons from auto exhausts. It does 
not contain any moving parts. 

Road tests with gas sampling 


equipment in a test car equipped 
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with the device show that carbon 
monoxide and hydrocarbons are re- 
duced well below the limits set by 
the new California smog law, the 
company said. 

The chemicals in the catalyst ox- 
idize and modify the exhaust par- 
ticles which are thought to con- 
tribute to smog conditions. 

* * * 


Weatherhead Transfers 


Aftermarket Sales Office 


CLEVELAND.—George B, Lark- 
in jr,, sales manager for Weather- 
head Co.’s automotive aftermarket 
products in Ft. Wayne, Ind., has 
been relocated to the company’s 
headquar- 
ters here, accord- 
ing to an an- 
nouncement is- 
sued by Albert J. 
Weatherhead III, 
vice-president. 

Accompany- 
ing Larkin, who 
retains his same 
capacity, will be 
Cal Stoneburg, 
products man- 
ager for import- 
ed-car parts. Other sales and engi- 
neering personnel also are making 
the move, as part of a centraliza- 
tion program locating domestic 
sales, administration and procure- 
ment in Cleveland. 

* * * 


AWDA Governors Meet 


In Los Angeles Feb. 17 
KANSAS CITY.—The Board of 

Governors of the Automotive Ware- 

house Distributors Assn. will meet 

Feb. 12 at the Biltmore Hotel in 

Los Angeles, according to Martin 

Fromm, AWDA executive secretary. 

* * * 


Gray Equipment’s Parker 


Retires in New York 


NEW YORK.— Retirement of 
Frank S. Parker sr., a pioneer in 





George B. Larkin 





the automotive replacement parts 


field, has been announced by Gray 
Equipment Co., New York. 

The company is one of the 
oldest warehouse distributors in the 
United States and Parker has been 
associated with it since its found- 
ing in 1926. 

* 


* * 


New Orleans Jobber Assn. 


Names Hatcher President 


NEW ORLEANS, — William 
Hatcher has been installed as pres- 
ident of the Automotive Jobbers’ 
Assn. of New Orleans, 

Other new officers are Ivan Cres- 
sey, vice-president; Milton Med- 
nick, secretary, and Laurance H. 
Bohne, treasurer. 

oe 


Ceramic-Coated Mufflers 


Are Introduced by Powell 


CHICAGO. — Powell Muffler Co. 
has introduced to its distributors a 
line of ceramic-coated auto mufflers 
for the replacement market, ac- 
cording to Herbert S. Ries, gen- 
eral manager. The line offers muf- 
flers for Buick, Cadillac, Chevrolet, 
Chrysler, DeSoto, Dodge, Edsel, 


* * 


| Ford, Mercury, Oldsmobile, Plym- 


outh, Pontiac and Rambler, he said, 
and others will be added shortly. 


Blackhawk Seles 
At Alltime High; 


Salesmen Cited 


MILWAUKEE.—“Second to None 
in ’61’ was the theme of a national 


sales conference held here by 
Blackhawk Automotive Division, 
Blackhawk Mfg. Co. 

Wesley J. Kiley, general sales 


manager, told 45 regional and terri- 
tory managers that the division’s 
sales for the fiscal year ended Aug. 
31, 1960, reached an all-time high 
and that further growth is antici- 
pated for the 1961 fiscal period. 


Following a detailed review of the 


Vehicle Inspection Statute 


Again Sought 


RALEIGH, N. C.—In a poll con- 
ducted prior to the opening of the 
biennial session of the State Legis- 
lature, motorists expressed approv- 
al of six proposed highway safety 
laws, including one calling for pe- 
riodic mechanical inspection of 
motor vehicles. 

Some 8,000 motorists answered 
a questionnaire sent out by the 
Carolina Motor Club, a response 
of about 20 percent. 

The results showed 75.6 percent 
favored a mechanical inspection 
law; 22.6 percent were opposed, and 
1.8 percent did not answer the 
question. 

A mechanical inspection law will 
be sought again during this session. 
Such a law was tried once but was 
repealed by the next Legislature 
because of strong protests by mo- 
torists who had to wait in long 
lines at state-operated lanes. 

Since then, attempts have brought 
bitter controversy and have ended | 
in failure. This time, it is proposed | 
that garages be licensed to make 
the inspections at a small fee. 

The questionnaires also showed | 
that 91.6 percent favored reenact- | 
ment of the state’s compulsory | 
automobile lia bility insurance | 
law, and 7.8 percent were opposed. | 
Many of those in favor of the | 
act recommended changes to 
tighten its regulations. 

A total of 81.6 percent favored 
the proposal to assign license plates | 
to the automobile owner instead of | 
to the vehicle. 

Under present law, the plates go 
with the car when it is sold, Of| 
those polled, 13.8 percent were| 
against such a change, and 4.6 per- 
cent did not reply. 

Also, 82 percent favored giving 
the State Department of Motor Ve- 
hicles authority to license and reg- 
ulate all commercial driver-training 
schools and instruction in the state. 
Another 14.8 percent were against 





|and the Canal Zone. 


in Carolina 


such an idea, and 3.2 percent did 
not reply. 

A law which would permit use 
of scientific tests to determine 
whether a driver is under the in- 
fluence of alcohol was approved 
by 90.3 percent of those answer- 
ing the questionnaire. 

Ninety-one percent favored a 
statewide system of traffic courts 

with uniform fees and costs. 


U.S. Vehicle Fleet 
Tops 213,000; Up 
18 Pct. in 5 Years 


WASHINGTON.—Total inventory 
of vehicles operated by the United 


| States government during fiscal 


1960 was 213,036 units—an increase 
of 18.4 percent during the past five 
years, according to the General 
Services Administration. 

The total includes continental 
U. S., its territories and possessions 
It does not 
include troop training or tactical 
vehicles. 

Of the total, civilian agencies 
operate 115,234 vehicles and the 
Department of Defense uses the 
remaining 97,802. The inventory in- 
cludes 37,995 automobiles, 16,357 sta- 
tion wagons, ambulances, and buses 
and 158,684 trucks. 

Reported total cost of operating 
the federal fleet during fiscal 1960 
was Slightly less than $236 million, 


or 11.32 cents per mile for all types. | 


The fleet travelled 2,055,555,523 
miles, a sharp increase over the 


1,963,495,548 miles travelled in 1959. | 


Gasoline consumption rose from 
202,414,833 gallons in 1959 to 214,- 
403,598 in 1960. 

Over the past five years, miles 
travelled increased 30.6 percent and 
miles per vehicle year increased 4.3 
percent to a new high of 10,236. 
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Salesman Cited— 


Jack Hurley, left, Weymouth, Mass., re- | 
ceives the “salesman of the year" trophy 
at national sales conference of Automotive 
Division, Blackhawk Mfg. Co., Milwaukee. | 
Presenting Hurley, a territory manager cov- | 
ering Eastern. states, with his award is| 
Wesley J. Kiley, division general sales man- 
ager. 


* * * 


division’s sales activities and new 
methods of selling, the managers 
participated in a typical jobber 
sales meeting designed to increase 
their effectiveness. Greater concen- 
tration on merchandising and prod- 
uct knowledge was stressed. 
Climax of the sessions was the 
naming of Jack Hurley, a territory 


|; years; 





manager covering Massachusetts, 


3 


New Hampshire, Vermont, Maine 
and Rhode Island, as “Salesman 
of the Year.” 

Members of the sales organiza- 
tion who were cited for their length 
of service included Bob Ludes, five 
Ed Schmitt, five years; 
Charlie Bareikis, five years; Bill 
Webb, five years; Hal Goehrig, sales 
vice-president, 30 years, and H. F. 
Van Horne, regional manager, 30 


| years. 


‘Goodrich Buys 


125 Rayco Outlets 


AKRON.—B. F. Goodrich Co, has 
purchased Rayco Mfg. Co., said to 
be the nation’s largest distributor 
of shock absorbers, mufflers and 
seat covers, and announced plans to 
market its tires through 125 Rayco 
retail outlets in 17 major markets. 


The announcement, made by 
J, W. Keener, president of Good- 
rich, and Joseph Weiss, founder, 
president and sole stockholder of 
Rayco, said Rayco would be oper- 
ated as a wholly owned subsidiary. 
Goodrich acquired all the issued 
shares of Rayco in exchange for 
Goodrich stock. Weiss and his pres- 
ent management will continue to 
direct activities of Rayco. 
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What do they 
have in common: 





Motorists who care for their cars. . 
icemen who care for their customers. . . 





the uncommon 
motor oil! 





. and serv- 
agree 


that WoLF’s HEAD Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEapD is 100% 
Pure Pennsylvania, Tri-Ex refined three impor- 
tant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 


common lubrication .. . 
erating and upkeep costs... 


uncommonly low op- 
truly uncommon 


quality. That’s why motorists who care for their 


cars always insist on WOLF’s HEAD. Keep your 


customers coming back with WOLF’s HEAD... 


the motor oil that commands uncommon cus- 


tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 
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Dodge Launches Truck Campaign . . . 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Dodge last week kicked off a 
national truck advertising cam- 
paign, featuring the first full-net- 
work radio purchase in the divi- 
sion’s history as well as heavy 
outdoor and newspaper schedules. 

W. D. Moore, director of adver- 
tising, said the “highly integrat- 
ed, all-media program ensures ex- 
tensive national coverage, yet 
places heavy emphasis on selected 
local media to support Dodge 
dealers in key truck sales mar- 
kets.” 

The Dart half-ton pickup is fea- 
tured in the campaign, but the di- 
vision is continuing to stress medi- 
um and high-tonnage lines in spe- 
cialized trade outlets, Moore said. 

The campaign was kicked off 
Feb. 1 with an outdoor schedule 
that included 2,700 boards in 250 
key Dodge truck market areas. A 
second outdoor program is sched- 
uled in May in these same mar- 
kets, Moore said. Both feature the 
Dart pickup. 

In radio, Dodge is sponsoring 
an ABC national news show fea- 
turing commentator Alex Drier at 
6:30-6:40 p.m., Mondays through 
Fridays. Commercials will be sit- 
uation comedy and straight prod- 
uct types, highlighting the Dart 
pickup. 

A supplementary radio spot cam- 
paign is scheduled in March and 
April in approximately 50 major 
Dodge truck sales markets. 

A national newspaper campaign 
is planned for March and April for 
selected newspapers in more than 
150 key Dodge truck markets, with 
newspapers averaging approximate- 
ly one insertion weekly. Copy high- 
lights the Dart pickup among other 
models. 

Throughout the first half of 1961, 
Dodge will continue its strong mag- 
azine schedule, including national 
business and farm periodicals, truck 
fleet and state trucking magazines, 
and a wide variety of vocational 
publications, Magazine advertise- 
ments depict on-the-job, working- 
scene photos of the full Dodge 
truck line. 

Dodge truck commercials are 
scheduled on Lawrence Welk’s 
Dodge Dancing Party on the ABC 
television network from 9-10 p.m., 
each Saturday. 

Special direct mail pieces also 
are being prepared for spring. 

* * ok 


Ford to Spotlight ‘Centennial’ 


Ford Times will devote most of 
its March, April, and May issues 
to articles on the Civil War Cen- 
tennial. 

The magazine, sponsored by 
Ford dealers and distributed to 
car owners throughout the United 
States, will follow the centennial 
observances from the point of 
view of those who drive through 


the South to observe it. 
* ok * 


Discount Plan for Advertisers 


The Los Angeles Evening Herald- 
Express has announced that effec- 
tive Feb. 1 it is expanding from 
a general flat rate to a bulk con- 
tract rate, and from a flat rate 
to a full frequency rate structure 
using CID discounts. 

Discounts on yearly bulk con- 
tracts range from one to 15 per- 





cent, and on frequency insertions 
from four to 16 percent. An addi- 
tional one percent discount will be 
allowed on all linage run in excess 
of the total contract. Leeway of 
three or five days on multi-color 
insertions will also be subject to 
a discount, according to Robert J. 
Simon, general advertising man- 
ager. 
ca * + 


Saab Picks Klepner 
Saab Motors, Inc., has awarded 
its advertising account to Klep- 
ner Co., New York. 
* ok * 


MSU to Aid Truckers 


Michigan State University edu- 
cators this year will cooperate with 
the trucking industry in judging 
entries in the American Trucking 
Assns.’ 1961 Customer Relations 
Council Advertising Contest. 








965 E. JEFFERSON DETROIT 7, MICH. 


Evaluation of the trucking com- 
pany entries will be done as a proj- 





ect of the university’s department 
of advertising, 

The contest, designed to recog- 
nize and encourage improvement in 
advertising by trucking firms, will 
close on March 1. 

Rules and other information on 
the contest may be secured by writ- 
ing to the Secretary, ATA Customer 
Relations Council, 1616 P St., N. W., 
Washington 6, D. C. 

* * * 


Local Rates for Detroit Deals 


The Detroit News and Detroit 
Free Press have revised policy to 
give the retail advertising rate to 
local automobile dealers. 

Under the new policy for both 
newspapers, individual dealers may 
purchase space at the local or re- 
tail rate, instead of the higher na- 
tional rate. 


This does not apply for dealer 


groups, associations, factory con- 
trolled or cooperative advertising. 
* * * 


New Rates in Philadelphia 


A sliding scale of general ad- 
vertising rates, offering reduced 
rates of up to 17 cents per line 
daily and 12 cents per line Sun- 
day, based on volume, has been 
put into effect by the Philadelphia 
Evening and Sunday Bulletin. 


Reduced rates for full pages are 
also offered, ranging from six 
cents per line daily and five cents 
per line Sunday up to a maximum 
of 23 cents daily and 18 cents Sun- 
day for 50 full pages used in a 
year, Volume rates range from 
500 to 100,000 lines per year. 


Both plans apply to a base rate 
of $1.65 a line daily and $1.50 per 
line Sunday for the Bulletin. The 
new rate structure went into ef- 
fect January Z. 

cd 


Dodge Dealers Like BBD&O 


Batten, Barton, Durstine & Os- 
born, Inc., has announced the sign- 
ing of three more Dodge dealer 
Retail Selling Assns. BBD&O now 
represents 21 such regional retail 
advertising groups from coast to 
coast. 

The newly signed dealer groups 
are in Portland, Ore.; Denver, and 
Norfolk-Newport News, Va. 

* * 


* 


New Plan in Chicago 


The Chicago Tribune and Chi- 
cago’s American has announced 
adoption of a continuity impact 
discount plan, in addition to the 
bulk discount and frequency dis- 
count plans they currently offer 
to national and regional advertis- 
ers. 

The plan will become effective 
March 1 and will be detailed in 
a three-part rate card now being 
prepared by the newspapers. 

* * * 


Personnel Changes 


Maury Platt from department 
store ad manager to rotogravure 
ad manager for the Philadelphia 
Evening Bulletin’s Sunday maga- 
zine . . . Two promotions at TV 
Guide: Kenneth Friede, Eastern 
advertising manager to Middle 
Atlantic regional manager, and 
Arthur Shulman from Middle At- 
lantic regional manager to Manager 

* * kK 











ey 


of regional offices at magazine 
headquarters at Radnor, Pa. 


Douglas P. Walker from print 
media buyer at Erwin Wasey, Ruth- 
rauff & Ryan to N. W. Ayer & Son, 
Inc., as assistant representative for 
the ’Plymouth Dealers Assn. of the 
Los Angeles region . . . Lawrence 
M. Finn from De- 
troit staff member 
to Detroit adver. 
tising manager of 
TV Guide ' 
Robert Beaty, 
sales engineer to 
the truck, tractor 
and earth- moving 
equipment manu- 
facturers, to add- 
ed duties of ad- 
vertising and 
sales promotion 





Lawrence W, Finn 


manager for Bostrom Corp., Mil- 
waukee. 


Arnold Rofheart from sales pro- 

motion manager to advertising 
manager in charge of sales promo- 
tion and advertising for Parker. 
Kalon, a division of General Ameri- 
can Transportation Corp., Cilfton, 
IN» Ds Harold 
E. M. y ‘e rs from 
assistant adver- 
tising Manager to 
advertising man- 
ager of Weaver 
Mfg. Division of 
Dura Corp. 
Dale Naef from 
assistant manager 
to advertising 
manager of Hot 
Rod magazine... 
Robert Pender- Harold E. Myers 
gast from Petersen Publishing Co. 
to editor of Car Life magazine. 

David B. McCourt from Hearst 
Advertising Service to national ad- 
vertising manager of the Philadel- 
phia Daily News . Frederick A, 
Peck, with the advertising agency 





David B. McCourt Frederick A. Peck 


since last July, to creative director 
of the Detroit office of N. W. Ayer 
& Son, Inc., replacing E. C. Gal- 
lagher, who returns to Ayer’s Phila- 
delphia office as managing direc- 
tor of the copy department... 
David W. Lee from truck field serv- 
ices manager to manager of the 
truck advertising department at 
Ford Division, succeeding Frank J. 
McGinnis, who retired Feb. 1 after 





David W. Lee Frank J. McGinnis 


15 years service with the company 

. John W. Herdegen group copy 
supervisor at Lennen & Newell, 
Inc. to creative department of 
Geyer, Morey, Madden & Ballard, 


Inc., in the New York headquarters. 
* * * 





People are coming back for seconds 
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VW Poster Wins Award— 





This Volkswagen poster (Competition Motors Distributors, Inc., Hollywood, Calif.), 
won the First Grand Award at the 29th National Competition of Outdoor Advertising 


Art, 


sponsored by the Art Directors Club of Chicago. Doyle Dane Bernbach, 


Inc., is 


the agency, Bernie Gardner the photographer, and Stan Jones the art director. 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 
Figures algngside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * © 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Jan. 
30, Car prices were extremely firm at our 
auction today. The low car receipts is due 
to the stagnant new car sales, Sold 107 
cars from 123 consignments. 


BUICK—’ 57 Century Estate Wagon, $885*. 
CADILLAC—’57 Eldorado conv., $1,650* 
(ps). 


56 (62) Coupe de Ville, $775* (ps). 

55 (62) 2-dr. hardtop, $700* (ps); 4-dr., 
$635* (ps). 

CHEVROLET—’61 Bel Air (8) 4-dr., 
400*. 

’60 Bel Air (8) 2-dr., $1,725*. 

’59 Impala (6) sport coupe, $1,470*; Im- 
pala (8) 4-dr., $1,300*; Parkwood (8) 
4-dr., $1,330*; Biscayne (6) 4-dr., $1,- 
150°; 2-dr. $i, 050*; Bel Air (8) 4-dr., 
$1,130*, $1,100*; Bel Air (6) 4-dr., 
$1,110* (ps), $1,050; 2-dr., $1,025. 

'57 Bel Air (8) station wagon 4-dr., 
$950*; Two-ten (8) station wagon 4- 
dr., $950*. 

66 Two-ten (8) 2-dr., 
fifty (6) 4-dr., $300. 

’65 Two-ten (8) sport coupe, $440*; 2- 
dr., $400*; 4-dr., $290*; Two-ten (6) 
station wagon, $410. 

54 Bel Air 4-dr., $210*; 


$2,- 


$500*, $395*; One- 


Two-ten 4-dr., 


$140. 

CHRYSLER—’57 NY 4-dr. hardtop, $750* 
(ps). 

DODGE—’59 Coronet (6) 4-dr., $930*. 

58 Coronet (8) 4-dr. hardtop, $650*. 

‘57 Coronet (8) 4-dr, hardtop, $560* 
(ps). 

EDSEL_’ 58 Pacer 4-dr., $590*; Ranger 


4-dr, hardtop, $565*. 
FORD—’61 Thunderbird (8) 
$3,750* (ps). 

’60 Galaxie (8) 
toria, $1,450* 

69 Thunderbird 
Galaxie (8) 2-dr. Victoria, $1,420* 
(ps), $1,350*, $1,320* (ps); 4-dr., $1,- 
400* (ps); Fairlane (8) 4-dr., $1,010*; 
2-dr., $920; Custom 300 (8) 2-dr., 
$960*; 4-dr., $900*, $810; Custom 300 
(6) 4-dr., $860; 2-dr., $570. 

58 Thunderbird (8) 2-dr. hardtop, $1,- 
400* (ps); Custom 300 (8) 4-dr., 
$860*, $710; 2-dr., $700; Custom 300 
(6) 2-dr., $680, $620*; Fairlane 500 
(8) 4-dr., $850* (ps); Country Sedan 
(8) 4-dr., $850*; Ranch Wagon (8) 
2-dr., $825. 

’57 Country Sedan (8) 4-dr., $700*; Fair- 
lane 500 (8) 2-dr. Victoria, $680*, 
$610*; Del Rio (8) 2-dr., $630*; Cus- 
tom (6) 4-dr., $580; Fairlane (8) 
4-dr. Victoria, $550*; 2-dr, Victoria, 
$525*; Ranch Wagon (8) 2-dr., $540*. 

56 Fairlane (8) conv., $475*; Custom 
(8) 2-dr., $420*; 4-dr., $410*, $275*; 
2-dr. Victoria, $400* (ps); Country 
Sedan (8) 4-dr., $375*; Main (8) 2-dr., 
$250. 

55 «Fairlane 
$275*. 

‘53 Custom (8) 4-dr., 

LINCOLN — '57 
$1,160* (ps). 
MERC URY—’59 
Monterey 4-dr., 

’57 Monterey 4-dr., 
muter 4-dr., $670*. 

‘55 Monterey 4-dr., 

OLDSMOBILE — '60 
(ps). 

"59 (88) 

566 (88) 2-dr. 
$530* (ps). 

"55 (88) 2-dr., 

PLYMOUTH 


2-dr. hardtop, 
2-dr., 4-dr. Vic- 
(ps). 

(8) conv., 


$1,470*; 


$2,265* (ps); 


(8) 2-dr., $380*; 4-dr., 
$110*. 
Premiere 4-dr. hardtop, 
Commuter $1,510; 
$1,220*. 
$680* 


4-dr., 


(ps); Com- 
255*. 


(98) 4-dr., $2,000* 


4-dr. $1,625* (ps). 


$600*; 4-dr., 


Holiday, 
Holiday, 


$335* 
’57 Savoy (6) 
*53 Cranbrook 4-dr., $270. 
PONTIAC—’57 Chieftain 4-dr., 
56 Star Chief 4-dr, Catalina, 
‘55 Star Chief 2-dr. Catalina, 
(ps); Chieftain 2-dr., $210*, 
RAMBLER—’59 Super (6) 4-dr., 
American (6) 2-dr., $825*. 
58 Super (6) Cross Country, 
’56 Super Cross Country, $410*. 
MISCELLANEOUS—’60 Willys Jeep, 
600 
57 Willys Jeep, 
’55 Chevrolet % 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Feb. 1. 
BUIC K—’59 Invicta 4-dr. hardtop, 

(ps). 

‘57 Special 
$760* (ps), 
$575* (ps). 

’55 Century 2-dr. 
CADILLAC—’58 

965* (ps). 

’57 (62) 4-dr., 


2-dr., $480. 


$515*. 
$490*., 

$440* 

$900; 

$780. 

$1,- 


$1,075. 


-ton pickup, $410. 


$1,570* 


2-dr., $775*; 4-dr. 
$610*; Super 2-dr. 


Riviera, 
Riviera, 


$290*. 
hardtop, 


Riviera, 


(62) 2-dr. $1,- 


$1,250* (ps); 2-dr. hard- 





top, $1,230* (ps). 
’56 (62) 4-dr., $725* (ps). 


CHEVROLET—’60 Impala (8) conv., $2,- 
155* (ps); sport coupe, $1,850*; Cor- 
vair (700) (6) 4-dr., $1,265; Corvair 
(500) (6) 4-dr., $1,175. 

’59 Impala (8) conv., $1,575* (ps); 4- 
dr. hardtop, $1,310*; Impala (6) sport 
sedan, $1,200* (ps); Brookwood (8) 
4-dt., $1,205. 

’58 Bel Air (8) 4-dr., $965* (ps); Del- 
ray (6) 2-dr., $760. 

’57 One-fifty (6) 2-dr., $450. 


"56 Bel Air (8) 4-dr. hardtop, $6307; 
2-dr. hardtop, $550*; Two-ten (8) 2-dr. 
hardtop, $600*; One- -fifty (8) station 
wagon 2-dr., $355. 








ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto} 


Auction. City Airport. Tues., 10 


A.M. Dealer-owned. Dealers only. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





COLORADO 


CHRYSLER — ’59 Windsor 4-dr, hardtop, 
$1,500* (ps), $1,370* (ps), 

DeSOTO—’59 Firedome 2-dr, hardtop, $1,- 
375* (ps). 

’57 Firesweep 2-dr. hardtop, $575* (ps), 
$530* (ps); 4-dr., $445*; Firedome 
4-dr. hardtop, $500* (ps). 

’56 Fireflite 2-dr. hardtop, $420* (ps); 


Firedome 2-dr. hardtop, $380*. 


’55 Firedome 4-dr., $240*; Fireflite 4-dr., 
$190* (ps). 
DODGE—’57 Coronet (8) 4-dr. hardtop, 
$450". 
’55 Royal (8) 2-dr. hardtop, $250*, $300*. 
FORD—’60 Thunderbird conv., $2,780* 
(ps), $2,700* (ps); 2-dr. hardtop, $2,- 
625* (ps); Galaxie (8) conv., $1,830* 


MICHIGAN 


STATE FAIR 


AUTO AUCTION 





19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 
TWO SALES WEEKLY 


DETROIT'S ONLY 


DUAL LANE AUCTION 





Running 250 Cars—Tues., 12:30 P. M.; 
Friday, 1:00 P. M. 
Phone TO 9-4660—C. Simpson, Owner 





L UC A D, the Dealers’ Directory 
to Leading Auto Auctions. 





aN Cee 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 














COMBINATION SALE 
CARS-PICKUPS-TRUCKS 


Tuesday, Feb. 28th, 10:00 A.M. 
600-700 UNITS WILL BE OFFERED 
Dual Ring Selling 


COLORADO AUTO AUCTION 


4285 So. Santa Fe, Littleton, Colorado 


SUnset 1-7821 


SUnset 1-6673 


Licensed dealers only. 
“Rocky Mountain Region’s Wholesale Car & Truck Market.” 








@ 1961, by Automotive News 


$1,610°*; 

4-dr., $1,240. 
2-dr. hardtop, §$2,- 
(8) conv., $1,460* 


(ps); 2-dr. Victoria, Falcon 
(8) 2-dr., $1,400; 

’59 Thunderbird (8) 
355* (ps); Galaxie 
(ps), $1,395*; 2-dr. Victoria, $1,440*; 
2-dr., $1,370* (ps), $1,300*; Ranch 
Wagon (6) 4-dr., $1,130; Country Se- 
dan (8) 4-dr., $1,085*; Fairlane (8) 
4-dr., $1,080*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
750* (ps); conv., $1,700* (ps); Fair- 
lane 500 (8) Skyliner, $1,200* (ps), 
$1,100* (ps); Country Sedan (8) 4-dr., 
$810; Custom 300 (6) 2-dr., $740*; 
Ranch Wagon (8) 2-dr., $720*. 

’57 Fairlane 500 (8) 2-dr. Victoria, 
$780* (ps); 4-dr, Victoria, $525* (ps); 


NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 


N-A-D-E 
aa) 
OVER 


600 CARS|..>,. 


EVERY WEEK WY TS 


Junction of Penna. and N. J. Turnpikes 
Route 206 South, Bordentown, N. J 
Exit 7, N. J. Turnpike * AXminster 8-3400 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


| 





| PLYMOUTH- 





LEADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4 
play (minimum space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For display Rates contact Want Ad 
Dept., Automotive News, Detroit 7, Michigan. 


$4.00, 13-times; $3.50, 52-times. Dis- 








= 


4-dr, Victoria, 
Sedan (8) 4-dr., 
4-dr., $500*; 
$400. 

$425 


Victoria, $620; 
(ps); Country 
$575* (ps); Custom 
Custom 300 (8) 2-dr., 
’56 Fairlane (8) 4-dr., 
(ps); Ranch Wagon (8) 
(ps(; Custom S) 
’36 Standard (8) 2-dr., $27 
| IMPERIAL "60 Crown “In 
hardtop, $3,225* (ps) 
58 Crown Imperial 4-dr. h 
470* (ps). 
MERCURY ‘60 Monterey 
$2,100* (ps); 2-dr. 
’58 Montclair 4-dr 
Monterey 4-dr., 
‘57 Montclair 4-dr 
dr., $600*. 
’55 Monterey 2-dr. hardtop, $350*. 
OLDSMOBILE—’59 (98) conv., $1,950* 
(ps); (88) Super 4-dr., $1,735* (ps), 
$1,685* (ps); 2-dr., $1,435°. 

"5S (88) 2-dr., $950*. 
’57 (88) Super 4-dr., 
‘61 Fury 
$2,250* (ps). 
‘59 Belvedere (8) 

2-dr., $740; Savoy (8) 
*58 Suburban (6) 4-dr., 
dere (8) 4-dr., $560*. 

’57 Belvedere (8) conv., 
dr. hardtop, $575* (ps), 
$555 
’56 Belvedere (8) conv., $215*. 
PONTIAC—’60 Star Chief i-dr., 
(ps). 

"58 Chieftain 4-dr., 
Catalina, $615*. 
‘57 Chieftain 2-dr, Catalina, 
’55 Chieftain 2-dr., $215* 
RAMBLER—’59 Custom (8) Cross Country 

4-dr., $1,235*; Super (8) Cross Coun- 


2-dr. 
$515* 


(8) 


$300* 
$345* 


perial 2-dr. 


irdtop, $1,- 
4-dr. hardtop, 
hardtop, $1,810*. 
har< $930* (ps) 
$825*, S690 (ps), 
Monterey 





4 


(88) 


$885* 
(S) 4- 


(ps). 
dr. hardtop, 
4-dr., $895*; Savoy (6) 
2-dr., $770*. 

$680*; Belve- 


$660* (ps); 2- 
$490*; 4-dr., 
$1,950* 


$935* (ps); 4-dr. 


$550*. 


try 4-dr., $1,165. 
56 Custom Cross Country 4-dr., $225. 
STUDEBAKER—’'56 Champion (8) 2-dr., 
$395. 
MISCELLANEOUS—'57 Ford (8) Delivery 
4-dr., $335. 
’56 Dodge (8) %-ton pickup, $380. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Jan. 31. 

BUICK—’59 Invicta 4-dr. hardtop, 
(ps); 2-dr. hardtop, $1,550* 
Sabre 4-dr. hardtop, $1,585* 
500*. 

’58 Limited 4-dr. Riviera, 

Century Estate Wagon, 
(Continued on Page 38, 


$1,895*° 
(ps); Le- 
(ps), $1,- 


(ps); 
(ps); 


$1,325* 
$1,225° 
Col, 1) 















NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 





THESE 2 Free BooK.ets 


CAN MAKE $$ FOR YOU 





“A QUICK TRIP THROUGH i 
THE WORLD'S BIGGEST | i 
AUTO AUCTION” shows how ~~~ ] 
you can make money by natin the larg- 
est 3-lane auction in the world. 
“MARKET REPORT” makes $$$$ for you 
by listing the current prices being paid for 
each of the 700 cars handled by the Man- 
heim Auto Auction on an average sales day. 
For a limited time only—copies of these 
booklets can be yours absolutely FREE! 
Simply send your name, address, and 
dealer registration number to Manheim 
Auto Auction. P. S. Please tell us whether 
you handle new or used cars. 


MANHEIM AUTO 
AUCTION, INC. 


On Route 72, Manheim, Pa., Mohawk 5-2401 


Crossroads 


. .. Where they meet... 


buyers and sellers .. . new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion .. . and on the pages of 
Automotive News. 
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———— 
dr., $365. "60 Tua (8) 4-dr. hardtop, $2). 
’55 Bel Air (8) sport coupe, $590*; 2- : 050* (ps). 
i ‘ dr., $572, $570%, $540%; 4-dr., $490°; Model Breakdown '59 Ambassador (8) 4-dr., 31,385° (ps), 
Two-ten (8) 4-dr., $382"; Two-ten (6) > nv8 Deluxe (6) 4-dr., $670. 
sea-Car Auction Frrices 2-dr., $245, Of Auction Averages (stupEpaker—56 Golden Hawk (3) 2. 
DeSOTO—’59 Firedome 2-dr, hardtop, $560* Feb., 1961 Jan., Dec., MISURLLANEDUS 60 , ao ey 
a sik <seeeoe 000° (ps) Model To Date 1961 1960 ton LWB plekcup $190 (6) \%. 
red - rdtop, e , r - 
55 Firedome 2-dr. hardtop, $310* . Rs icsvirvers $2,530 $2,812 $2,815 58 Chevrolet %-ton pickup, $850; GMa 
(Continued from Page 37) EDSEL—’58 Ranger 4-dr., $415*, F 1960............ 1,905 1,935 1,961 son pickup, $845; Dodge panel, 
; eg v 7 : ; 
Special 4-dr. Riviera, $800*. ’58 Belvedere (8) 2-dr. hardtop, $900* Pema avian a ones ton). _— BDGD.......000000 1,340 1,340 1,423 57 Ford (8) F-250, $860; Chevrolet (6) 
’57 Century Estate Wagon, $815* (ps); (ps); Suburban (8) Custom 4-dr., 60 Country Sedan (8) 4-dr., $1,730*;| 1958............ 928 895 983 ve 2-ton pickup, $770, $725, 
Special 2-dr., $605*. $710*; Savoy (8) 4-dr., $650*. Galaxie (8) 4-dr., $1,697*, $1,630*| 1957 630 655 GO | ins cen ee, S. 

’56 Century Estate Wagon, $950* (ps);| ‘57 Fury (8) 2-dr. hardtop, $730*; Savoy (ps); Ranch Wagon (6) 4-dr., $1,490;| jo5g. 55 Chevrolet (6) %-ton pickup, $515 
Special 2-dr. Riviera, $485"; 4-dr. (8) 4-dr., $450*; Plaza (8) 2-dr., $300. Fairlane 500 (6) 4-dr., $1,480*, $1,.| 2956........... 437 429 464 | (6) Walk-in, $375; GMC pickup, $300' 
Riviera, $425*, $325*; RM 2-dr. Rivi- ’56 Plaza (8) 4-dr., $275. 210*; Fairlane 500 (8) 4-dr. "$1 447°. F BD vsexéviowss 326 324 349 54 Chevrolet (6) %-ton stake $680; 
era, $485* (ps). ’55 Savoy (8) 4-dr., $255*; Belvedere (6) 59 Thunderbird (8) 2-dr hardtop $2,-| 1954 223 209 242 Ford %-ton pickup, $400; Dodge 4%: 

’55 Special 2-dr. Riviera, $330*. 2-dr., $210. 490* (ps); Galaxie (8), 4-dr., $1,590* Ov Seay " : ton, $310; GMC, $250. 

'53 RM 4-dr., $135* (ps). PONTIAC—'59 Catalina Safari 4-dr., $1,- (ps); 4-dr. Victoria, $1,570* (ps), $1,- erall {53 Ford F-250 %-ton pickup, $255. 

52 Special 4-dr., $135. 665* (ps). 360*; conv., $1,477*; Country Sedan Average $1,040 $1,075 $1,114 52 Chevrolet %-ton pickup, $260 

CADILLAC—’60 (60) Special 4-dr., $4,750* ’58 Bonneville conv., $1,035* (ps). (8) 4-dr., $1,417* (ps), $1,397* (ps); 
(ps), $4,280* (ps). ’57 Super Chief 4-dr. Catalina, $885* Fairlane (8) 4-dr., $1,297*, $1,160* FARGO, N. D. 

59 (60) Special 4-dr., $3,950* (ps), $3,- (ps); Star Chief 2-dr. Catalina, $850* (ps), $1,025*, $985*; Fairlane 500 (8) (ps), $1,650* (ps); Estate Wagon, $1,- 

200* (ps); de Ville 4-dr. hardtop, (ps). 4-dr., $1,247* (ps) 395. Tri-State Auto Auction, Sale every 
$3,500* (ps), $3,415* (ps), $3,400*| 56 Chieftain 2-dr., $285. '58 Fairlane 500 (8) 4-dr. Victoria, $1,-| '57 Special 2-dr., $515*. Thursday. Prices are for sale of Feb, 2, 
(ps), $3,350* (ps); (62) 2-dr, hard-| +55 Chieftain station wagon, $350* (ps); 097* (ps), $1,037; 4-dr., $697; 2-dr.| 56 Century 2-dr. Riviera, $575* (ps); | Activity on increase, Sold 63 cars from 106 
top, $3,090* (ps); 4-dr., $2,835* (ps). 2-dr. Catalina, $330*, $310* (ps); Star Victoria, $587*; 2-dr., $590*; Country Super 4-dr. Riviera, $570* (ps). Seat 

’58 (62) Coupe de Ville, $2,265* (ps); Chief conv., $350* (ps). Sedan (8) 4-dr., $947*; Fairlane (8)|  '55 RM 2-dr. Riviera, $460*, BUR 00 Letabre 4-dr., 91,925° (psp, 
Sedan de Ville, $2,250* (ps), $2,185* | RAMBLER—’60 American (6) station wag- 2-dr., $790*; 4-dr., $727*; Ranch Wag- | CADILLAC—’60 de Ville 4-dr. hardtop, 59 Electra 4-dr., $1,750* <ps); LeSabre 
(ps). on, $1,235. on (8) 2-dr., $745*, $730*, $727*. $4,215* (ps); 2-dr. hardtop, $3,905* Estate Wagon 4-dr., $1,750* (ps), $1,. 

56 (62) Sedan de Ville, $1,100* (ps). ’59 Super (6) Cross Country, $1,650*. ’57 Thunderbird (8) conv., $1,632* (ps); (ps). ye Ord® (DS). 

BG (62) conv., $700* (ps). ‘58 Super (6) Cross Country, $1,060*; Custom 300 (8) 4-dr., $747*; Fairlane| °59 (62) 2-dr. hardtop, $3,240* (ps); 4- 58 Century 4-dr., $1,000* (ps); Special 

CHEVROLET—’61 Impala (8) sport coupe, 4-dr., $875. 500 (8) 4-dr, Victoria, $740* (ps), dr., $3,105* (ps), no dr. Riviera, $850*. 
$2,650* (ps). 56 Custom Cross Country, $535*. $632*; Country Sedan (8) 4-dr., $647*| 57 (62) 4-dr., $1,665* (ps); Coupe de| ,2° Special 2-dr. Riviera, $210*, 

"60 Corvette (8) conv., $2,480; Impala ’55 Super Cross Country, $235. (ps), $612*; Custom (8) 2-dr., $605*. Ville, $1,600* (ps); 2-dr. hardtop, $1,- 54 Special 4-dr., $165°, 

(8) sport coupe, $2,115* (ps); sport | srUDEBAKER—’59 Lark (6) 2-dr., $725.] ’56 Thunderbird (8) conv., $1,442* (ps); 400* (ps). CADILLAC—’54 (62) 4-dr., $360* (ps), 
sedan, $1,950* (ps); conv., $1,935 ’53 Champion (6) 2-dr., $200. Fairlane (8) 2-dr., $692* (ps); Custom | CHEVROLET—’61 Corvair (6) Monza 2- CHEVROLET— 60 Impala (8) 4-dr., $1, 
(ps); Brookwood (6) 4-dr., $1,735; | VALIANT—’60 Valiant 4-dr., $1,500. (8) 4-dr., $415*, dr., $2,245*, 875* (ps); Bel Air (8) 4-dr., $1,765 
Corvair (6) 4-dr., $1,560*, $1,445, $1,-| WILLYS—’53 Aero Ace 4-dr., $150. 55 Country Sedan (8) 4-dr., $592*;| °60 Impala (8) conv., $2,135* (ps); 4-| ,,(PS8); Bel Air (6) 4-dr., $1,640*. 
400°, $1,370. MISCELLANEOUS — ’60 Ford (6) Falcon Fairlane (8) 4-dr., $460%, $397*; 2-dr. dr., $1,890* (ps); Parkwood (8) 4-dr.,| ‘°%_ Bel Air (8) 4-dr., $1,240*, $1,230°, 

59 Corvette (8) conv., $2,395; Nomad Ranchero, $1,450. Victoria, $327*; ‘Custom (8) | 2-dr., $1,850*; Corvair (6) 4-dr., $1,400*,| ,,91:190*, $1,185*. 

(8) 4-dr., $1,820* (ps); Impala (8)| °59 Ford (8) Ranchero, $1,200*; (6) $240. $1,365". 58_ Bel Air (8) 4-dr., $920*, $860, 

sport coupe, $1,695* (ps), 2 at $1,- F-100 %-ton pickup, $890. MERCURY—’58 Monterey 4-dr. hardtop,| ‘59 Bel Air (8) 4-dr., $1,355*, $1,340*| ,,$785; Biscayne (6) 4-dr., £780. 

690* (ps); 4-dr., $1,585*; Parkwood| +58 Willys station wagon, $1,485; Chev- $920*. (ps), $1,340, $1,215*, $1,130, $1,115; 57 Two-ten (8) station wagon 4-dr,, 

(8) 4-dr., $1,500*, $1,485; Bel Air (8) rolet (8) Fleetside %-ton pickup; $1,- ’57 Montclair 4-dr., $837*, $542*. 2-dr., $1,090"; Bel Air (6) 4-dr., $1,- 1m o80* (Ps). 

4-dr., $1,375* (ps); 2-dr., $1,310*, 055; Ford (8) %-ton pickup, $885, ’56 Monterey station wagon, $592* (ps); 300*. (55 Two-ten 4-dr., $170. 

$1,170*; Bel Air (6) 4-dr., $1,165, $1,- $770; International (6) %-ton. pickup, 4-dr., $480*, $317*; 2-dr., $392*. ’58 Impala (8) sport coupe, $1,200*; Bel 53 Bel Air 4-dr., $170, 3105*, $105; 2- 

155; Brookwood (6) 2-dr., $1,190; Bis- $850. ’55 Montclair 4-dr., $362*; Monterey sta- Air (8) 4-dr., $1,120* (ps), $1,025* dr., $135. 

cayne (6) 2-dr., $1,135. '57 Chevrolet (6) %-ton pickup, $850, tion wagon, $310*; 2-dr. hardtop, (ps); Delray (6) 4-dr., $920*; 'Bis- | DODGE—"'57 Custom Royal (8) 4-drij 
’58 Impala (8) conv., $1,275* (ps), $1,- $800; (6) %-ton pickup, $775, $750, $210*. cayne (8) 4-dr., $880*, $685; Brook-| ,,9755" (Ps). 

245* (ps); Nomad (8) 4-dr., $1,085* $735; Ford (8) %-ton pickup, $700*;| °54 Monterey 2-dr. hardtop, $227*; 4-dr., wood (8) 4-dr., $600*. 55 Coronet (8) 2-dr., $275*. 

(ps); Bel Air (8) sport sedan, $1,- (8) Ranchero, $620*, $210*. ’57 Bel Air (8) 4-dr., $960*, $800*; Two- | FORD—'60 Galaxie (8) 4-dr. Victoria, 

035*; sport coupe, $960* (ps); Bis-| '56 Ford (8) %-ton pickup, $550; Dodge | NASH—’52 Statesman (6) 4-dr., $100. ten (8) 4-dr., $590, cot: 750* (ps). 

cayne (8) 4-dr., $920*, $880*; 2-dr., (6) %-ton pickup, $525, OLDSMOBILE — '61 (88) 4-dr. Holiday,| °56 Bel Air (8) station wagon, $710*, 59 Fairlane (8) 4-dr., $1,175*, $1,175, 

$840*, $825*; Delray (6) 2-dr., $615; ’55 Ford (8) F-100 %-ton pickup, $535; $3,087* (ps), $625; Bel Air (6) station wagon, $605*. ye 31105*, $1,015", 

4-dr., $525. Chevrolet (6) %-ton pickup, $505*; 59 (88) 4-dr. Holiday, $1,675* (ps). ’55 Bel Air (8) 4-dr., $460*, $345. 58 Fairlane (8) 4-dr., $680*, $715*; 

’57 Bel Air (8) sport sedan, $1,100* (ps); GMC %-ton pickup, $400. ’58 (98) 4-dr., $1,255* (ps); (88) 4-dr.| CHRYSLER—’59 NY 4-dr., $2,475* (ps). ; Custom 300 (8) 2-dr., $730. 
sport coupe, ae (ps); 4-dr., gee Holiday, $1,147*. ’55 Windsor 4-dr., $300* (ps). = ee ce inh'sar, } 
$660*; Two-ten ( station wagon 4- ’57 (88) 4-dr. Holiday, $810* * | COMET—’61 Comet 4-dr., $1,975. is anc! agon ) 2-dr., $420. 
dr. (9 pass.), $1,025* (ps), $910*; KANSAS CITY ao” "9 rss DeSOTO—’56 Fireflite ‘db, aevaie, $605* MERCURY—’57 Monterey 2-dr. hardtop, 
(6 pass.), $725* (ps); 2-dr., $675*, K, C. Automobile Auction Co, Sale every ’56 (88) 4-dr. Holiday, $492*; 4-dr., (ps). $710* (ps) ; 4-dr., $690*. 
$450*; Delray, $540; Two-ten (6) | Wednesday. Prices are for sale of Feb, 1. $317*; (98) 4-dr., $312* (ps). ’53 Firedome 2-dr., $410*. OLDSMOBILE — '59 (98) 4-dr. Holiday, 
2-dr., $700*; One-fifty (8) station) RUICK—'58 Super 4-dr. Riviera, $990*| ’54 (88) 4-dr., $192*. DODGE—’60 Dart (8) Seneca station wag-| ,,51;750* (ps). 
wagon, $865°. (ps). PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- on, $1,660. "DT (88) 4-dr., $705*. 

56 Nomad (8) 2-dr., $875* (ps); Bel '57 Super conv., $790*; 4-dr, Riviera, 097*, $992*, ’56 Royal (8) Sierra 4-dr., $555*; 4-dr., 56 (88) 4-dr., $605*; (88) Super 4-dr., 
Air (8) sport coupe, 2 at $735*, $720*, $705* (ps); RM 4-dr., $705* (ps). 58 Belvedere (6) 4-dr., $712* (ps); $425°. , 3495* (ps), 
$635; 4-dr., $575*; Two-ten (8) Del-| +56 super 2-dr. Riviera, $440*; Century Plaza (8) 4-dr., $530*, FORD— 60 Fairlane 500 (8) 2-dr., $1,400; | ,,, 2%, (88) 4-dr., $350*. 

Tay, $580; One-fifty (6) 2-dr., $475. 4-dr. Riviera, $392*, ’57 Belvedere (8) cony., $890*; 4-dr., Faleon (6) 2-dr., $1,370. PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 

’55 Bel Air (6) sport coupe, $525, $485;| +55 super 2-dr. Riviera, $355*, $160*; $610*; Savoy (8) 4-dr., $860*, $390*;| 59 Thunderbird (8) 2-dr. hardtop, $2,- TE" (PS), $925°, $910". 
4-dr., $495*, $400*; station wagon, 4-dr., $315*, Savoy (6) 4-dr., $510*; Suburban (8) 425* (ps), $2,415* (ps); Galaxie (8) PONTIAC—’60 Star Chief 4-dr., $2,050; 
$305*; Bel Air (6) sport coupe, $400*; | CaDILLAC—'59 (62) 4-dr., $3,230* (ps). 2-dr., $710*. skyliner, $1,665* (ps); 4-dr, Victoria,| ,, Catalina 4-dr., $2,035* (ps). 

Two-ten (8) Delray, $500*; station] +58 (62) Sedan de Ville, $2,130* (ps); | PONTIAC—’59 Catalina 4-dr., $1,510* (ps). $1,435* (ps); 4-dr., $1,375*; Country| ,59 Bonneville 4-dr. Vista, $1,840* (ps). 
ie One-fifty (6) utility se- 4-dr., $2,090* (ps), $1,830* (ps). ’58 Star Chief 4-dr. Catalina, $922* Sedan (8) 4-dr., $1,465* (ps), $1,400*| {28 Chieftain 4-dr., os. 
an, Dy ’57 (62) 4-dr., $1,390* (ps), $1,385* (ps); 2-dr. Catalina, $582*; Super 2- (ps); Fairlane 500 (8) 4-dr. Victoria, , anes : 

ae ts) 57 Windsor 2-dr. hardtop, (ps). . dr, Catalina, $827* (ps); Chieftain 2- $1,330* (ps); Custom 300 (8) 4-dr,, | RAMBLER—’58 Super (6) 4-dr., $745. 

; ps). 56 (62) 4-dr., $1,490* (ps), $992* (ps). dr. Catalina, $792*; 4-dr. Catalina, $1,205* (ps), $1,045*, 

56 NY 2-dr. hardtop, $780* (ps); 4-dr.| +55 (62) 2-dr. ‘hardtop, $830* (ps): $512* (ps). ’58 Fairlane 500 (8) 2-dr. Victoria, $1,- FLINT 
hardtop, $700* (ps). ‘ Coupe de Ville, $580* (ps), RAMBLER—’59 Custom (6) Cross Coun- 005*; 4-dr., $815*, $705*, $695; Coun- 

COMET—’60 Comet station wagon, $1,875*. CHEVROLET—’60 Impala (8) 4-dr., $1,- try, $1,347*; Super (8) 4-dr., $1,192*. try Sedany.(6) 4-dr., $875, $800*; Fair- Flint Auto Auction, Sale every Wednes- 


DeSOTO—’57 Fireflite 2-dr. hardtop, $785* 
(ps); Firesweep 2-dr. hardtop, $750* 
(ps). 

’55 Fireflite 4-dr., $385* (ps). 

DODGE—’60 Dart (8) Pioneer 4-dr., $1,- 
960* (ps). 

’58 Coronet (8) 2-dr., $800* (ps), $670*. 

’57 Royal (8) 2-dr. hardtop, $910* (ps). 

’55 Royal (8) 2-dr. hardtop, $280*. 

EDSEL—’58 Citation 2-dr. hardtop, $980* 
(ps); Pacer conv., $635* (ps). 

FORD—’61 Thunderbird (8) conv., $5,000* 
’ (ps), $4,500* (ps); 2-dr. hardtop, 2 at 
$4,450* (ps), $4,000* (ps), $3,885* 
(ps). 

760 Country Sedan (8) 4-dr., $1,890* 
(ps); Falcon (6) station wagon, $1,- 
705; 4-dr., $1,610*, $1,485*; 2-dr., 
$1,410; Fairlane (8) 4-dr., $1,450*. 

59 Thunderbird (8) 2-dr. hardtop, $2,- 
695* (ps), $2,640* (ps), $2,550* (ps); 
Galaxie (8) Skyliner, $1,600* (ps); 4- 
dr., $1,275* (ps); Ranch Wagon (8) 
4-dr., $1,435* (ps), $1,375*; 2-dr., $1,- 
275; Country Sedan (8) 4-dr., $1,415* 
(ps), 2 at $1,335* (ps), $1,285*; Cus- 


tom 300 (8) 4-dr., $1,060, $1,035; 
Fairlane (8) 4-dr., $1,040. 

’58 Fairlane 500 (8) 2-dr. Victoria, 
$900*; Ranch Wagon (8) 4-dr., $790; 
2-dr., $670*; Custom 300 (8) 2-dr., 
$695*; 4-dr., $680*; Custom 300 (6) 


2-dr., $680; Fairlane (8) 4-dr., $655. 

’57 Thunderbird (8) conv., $1,855* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $785* 
(ps); 4-dr., $615; conv., $510*; Del 
Rio (8) 2-dr., $700*; Country Squire 
(8) 4-dr., $685*; Custom 300 (8) 4-dr., 
$585*, $570* (ps), $535, $485*. 

"56 Country Sedan (8) 4-dr., $490; Fair- 
lane (8) 2-dr. Victoria, $485*, $400; 
Crown Victoria, $435*; conv., $360* 
(ps), $460*; 4-dr., $215*; Ranch Wag- 
on (8) 2-dr., $390, $285*. 

’55 Fairlane (8) conv., $400* (ps), $225*; 


2-dr. Victoria, $390*, $185*; 4-dr., 
$385*; 2-dr., $335*; Custom (8) 4-dr., 
$305*; 2-dr., $275. 

HUDSON—’56 Hornet (8) 2-dr. hardtop, 
$290* (ps). 

IMPERIAL — ’60 Imperial 4-dr. hardtop, 
$3,700* (ps). 


’57 Imperial 4-dr. hardtop, $1,200* (ps). 


LINCOLN — '56 Premiere 2-dr. hardtop, 
$800* (ps), $650* (ps). 
’53 Capri 2-dr. hardtop, $105* (ps). 
MERCURY — ’59 Monterey 2-dr., $1,580* 
(ps). 
*57 Turnpike Cruiser conv., $925* (ps); 


Monterey 2-dr., $810* (ps); 4-dr. hard- 


top, $610* (ps). 

’56 Montclair 2-dr. hardtop, $485* (ps); 
conyv., $485*. 

’55 Custom 2-dr., $365*, $330; Monterey 


2-dr. hardtop, $325*; Montclair 2-dr. 


hardtop, $235*. 


’54 Monterey 2-dr. hardtop, $200*. 

OLDSMOBILE—’61 F-55 4-dr., 2,250. 

759 (88) 4-dr. Holiday, $1,610*; conv., 
$1,425* (ps). 

’58 (88) Fiesta 4-dr., $1,285* (ps); 2-dr. 
Holiday, $985* (ps); (88) Super 4-dr. 
Holiday, $1,110* (ps); (98) 2-dr. Holi- 
day, $1,020* (ps). 

"57 (98) 4-dr. Holiday, $1,130* (ps); 
(88) Fiesta 4-dr., $950*, $935* (ps); 
2-dr. Holiday, $590*, $560*. 

56 (88) Super 4-dr. Holiday, $535* (ps); 
(98) conv., $450* (ps); 4-dr. Holiday, 
$425* (ps); (88) 4-dr. Holiday, $435*. 

755 (88) 2-dr. Holiday, $575* (ps), $395* 
(ps); (88) Super 2-dr. Holiday, $540*; 
(98) 2-dr. Holiday, $525* (ps), 2 at 
$425* (ps) 

PLYMOUTH—’59 Suburban (8) Custom 4- 
dr., $1,350* (ps), $1,235* (ps); Fury 
(8) 2-dr. hardtop, $1,210* (ps); Bel- 
vedere (8) 4-dr., $1,175* (ps). 








790* (ps); Bel Air (8) 4-dr., $1,430*. 

’59 Impala (8) 4-dr., $1,670*; sport se- 
dan, $1,592* (ps); Parkwood (8) 4-dr., 
$1,440*, $1,410*, $1,370*; Bel Air (8) 
4-dr., 2 at $1,397* (ps), $1,390*, $1,- 
270*, $1,260*, $1,210*, $1,162* (ps), 
$1,090 (ps); Bel Air (6) 4-dr., $1,- 
307* (ps); 2-dr., $1,130, $1,120*; Bis- 
cayne (8) 4-dr., $1,040*; 2-dr., $990*; 
Biscayne (6) 4-dr., $1,035*. 

’5b8 Bel Air (8) conv., $1,240*, $990* 
(ps), $990*, $910*, $730*; Brookwood 
(8) 4-dr., $1,090* (ps); Biscayne (8) 
4-dr., $1,000*%; 2-dr., $870*; Parkwood 
(8) 4-dr., $805*. 

’57 Bel Air (8) 4-dr., $775*; Two-ten 
(8) station wagon, $747*; 2-dr., $640*; 
One-fifty (8) 2-dr., $530*, $410*. 

’56 Bel Air (6) conv., $870*; 4-dr., 


$670; Two-ten (8) 2-dr., $730*; station 
wagon, $652*, $567*; 


One-fifty (6) 2- 


"58 American (6) 2-dr., $412*, 
’56 Super 4-dr., $332. 
MISCELLANEOUS—'59 Ford (8) Ranch- 


ero, $857. 
’57 Chevrolet (6) %-ton pickup, $725; 
Ford (8) %-ton pickup, $660; Interna- 


tional (6) %-ton pickup, $600. 
’56 Ford (6) %-ton pickup, $460. 
’55 Chevrolet (6) %-ton pickup, $497. 
’54 Ford (6) %-ton pickup, $187, 
°53 Ford (6) %-ton pickup, $222, 
’51 Studebaker (6) %-ton pickup, $102. 
’50 Chevrolet %-ton pickup, $325. 


SALT LAKE CITY 


Sale Lake Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 2. 


BUICK—’60 LeSabre 4-dr., $2,080* (ps). 
’59 Electra 225 4-dr. hardtop, $1,900* 
(ps); LeSabre 4-dr, hardtop, $1,685* 


Used Import Car Prices 


ALBANY 
Ford (English)—’59 Consul 4-dr., $550. 
Volkswagen—’60 Deluxe 2-:ir., $1,275. 


CHICAGO 
Austin-Healey—’60 Sprite, $955. 
Renault—’57 Dauphine, $250. 
Volkswagen—’61 2-dr., $1,600, 2 at 

575; sunroof, 2 at $1,600. 


DAYTONA BEACH, FLA. 
Borgward—’58 2-dr., $400. 
Simea—’59 station wagon 2-dr., $430. 


$1,- 








A New Trend?— 


B. F. Goodrich Co. claims its new two- 
ply tire for compact cars could start a 
new trend in tire design. The new unit, 
top, has fewer cords than the four-ply tire, 
bottom, but the larger cord in the two- 
ply packs more strength in fewer strands, 
the company says. 





Triumph—’59 TR-3 conv., $765. 
Vauxhall—’58 Super 4-dr., $565, $425. 
Volkswagen—’60 2-dr., $1,265, $1,225; sun- 
roof, $1,265. 
758 2-dr., $840.) 


DETROIT 
Fiat—’59 sunroof, $300. 
Metropolitan—’57 2-dr. hardtop, 
Volkswagen—’'56 2-dr., $345. 
FLINT 


Ford (English)—’58 station wagon 2-dr., 
$305 


$490. 


Opel—’59 2-dr., $840. 

Simca—’59 station wagon, $310. 

Vauxhall—’60 4-dr., $750. 

Volkswagen—’60 Kombi 4-dr., $1,380. 
’58 station wagon, $915. 

Volvo—’58 2-dr., $570. 


FONTANA, WIS. 
Ford (English)—’58 Anglia 2-dr., $400. 
Lioyd—’58 station wagon, $290, 
Renault—’60 4-dr., $665. 
Vauxhall—’59 2-dr., $605. 


LOS ANGELES 
Austin-Healey—’60 Sprite roadster, $1,150. 
Fiat—’58 1100 4-dr., $435. 


Ford (English)—’60 Anglia 2-dr., $635. 
Hillman—-’59 Minx 4-dr., $675. 

’58 station wagon 4--ir., $600. 
Metropolitan—’56 2-dr., $375. 
Peugeot—’60 40s sunroof 4-dr., $1,030. 


Renault—’59 Dauphine sunroof 4-dr., $540. 
Taunus—’57 75M 2-dr., $285. 
Triumph—’ 57 roadster, $650. 
Volkswagen—’61 2-dr., $1,650. 

’60 2-dr., $1,350. 

"568 Karmann-Ghia, $1,185. 

’S7 2-dr., $715, 

’56 2-dr., $635. 
Volvo—’58 2-dr., $805. 


SALT LAKE CITY 
Renault—’58 4-dr., $385. 
Simca—’59 2-dr. hardtop, $525. 
Volkswagen—’60 2-dr., $1,300. 

"59 2-dr., $925, 

WAREHOUSE POINT, CONN. 
Renault—’59 Dauphine, $370*. 
Volkswagen—’'58 Deluxe 2-dr., 

57 Deluxe 2-dr., $800. 

COLUMBUS, O. 
Renault—’58 4-dr., $390. 
Volkswagen—'60 2-dr., $1,275. 


$800. 


lane (8)»2-dr., $860* (ps). 

’57 Country: Squire (8) 4-dr., $770 (ps); 
Custom ¢€8) 4-dr., $705*, $675*; Fair- 
lane (8)»4-dr., $700* (ps); Fairlane 
(6) 2-dr.;' $450; Country Sedan (8) 4- 
dr.;- $700; Custom 300 (8) 2-dr., $640. 

’56 Fairlane (8) 2-dr, Victoria, $505*; 
4-dr., $415. 

’55 Fairlane (8) 2-dr., $450*; 2-dr. Vic- 
toria, $375; 4-dr., $305*, $295. 


’54 Custom (8) 2-dr., $285*; Ranch 
Wagon (8) 2-dr., $270*; Country Se- 
dan (8) 4-dr., $220. 

MERCURY—’59 Montclair 4-dr. hardtop, 
$1,710* (ps); Park Lane conv., $1,- 
595”. 


‘58 Park Lane 2-dr. hardtop, $1,000*; 
Turnpike Cruiser 2-dr. hardtop, $785*. 
’57 Montclair 4-dr. hardtop, $750* (ps). 
’56 Montclair 4-dr, hardtop, $580* (ps); 
Medalist 2-dr, hardtop, $255*, 
OLDSMOBILE — ’59 (88) 4-dr. Holiday, 
$1,690* (ps). 
"58 (98) conv., $1,265* (ps); (88) Super 


conv., $850* (ps). 
’57 (88) 2-dr. Holiday, $1,040* (ps), 
$790*; (98) 4-dr. Holiday, $975* (ps). 
’56 (88) 4-dr., $625*; 4-dr, Holiday, 
$580* (ps); (98) 4-dr. Holiday, $600* 
(ps), $555* (ps). 
PACKARD—’55 Clipper 2-dr, hardtop, 
$250". 


PLYMOUTH—’59 Suburban (8) Sport 4- 
dr., $1,265* (ps); Belvedere (8) 4-dr., 
$1,140*, $1,000*, $945*. 

’58 Belvedere (8) 2-dr. hardtop, $800*. 


’57 Belvedere (8) 4-dr. hardtop, $590*; 
4-dr., $585* (ps); Savoy (8) 4-dr., 
$535* (ps). 


’56 Belvedere (8) 4-dr., $395. 
PONTIAC—’61 Tempest 4-dr., $2,125. 
’55 Star Chief 4-dr., $380*, $335*. 
RAMBLER—’61 Ambassador (8) _ station 
wagon, $2,629, $2,545, $2,395; 4-dr., 
$2,343; Super (6) 4-dr., $2,262; Ameri- 
can (6) station wagon, $2,023; 2-dr., 


$1,996. 


day. Prices are for sale of Feb, 1. Prices 
seemed to gain very little over last week. 
Very good percentage sold today. Sold 183 
cars from 268 consignments, 


BUICK—’60 LeSabre 4-dr. hardtop, §$2,- 


300* (ps), $2,240* (ps), $2,150* (ps), 
$2,105* (ps); Invicta 4-dr. hardtop, 
$2,225* (ps). 

’59 Electra 4-dr, hardtop, $1,755* (ps); 
2-dr. hardtop, $1,415* (ps); LeSabre 
4-dr. hardtop, $1,650* (ps), $1,500*; 
2-dr. hardtop, $1,600* (ps). 

’58 Super 2-dr., $1,025* (ps); Special 


4-dr., $810* (ps); 4-dr. Riviera, $810*; 


2-dr., $715. 
’57 Special 4-dr., $815*, $640*, $600*; 
2-dr. Riviera, $585*, $580. 

’56 Special 2-dr., $475*; 4-dr., $450*; 
Century 4-dr. Riviera, $455* (ps). 
CADILLAC—’59 (62) conv., $2,815* (ps). 

"57 (62) 4-dr., $1,250* (ps). 
’56 (62) 4-dr., $595* (ps). 
CHEVROLET—’61 Monza (6) 2-dr., $2,- 


050*, $2,000; Biscayne (6) 2-dr., $1,- 


800. 

"60 Impala (8) 4-dr, hardtop, $2,040*, 
$1,805; 4-dr., $2,025* (ps), $1,980; 
2-dr., $2,025* (ps), $2,015* (ps); Im- 
pala (6) 2-dr. hardtop, $1,800* (ps); 
Bel Air (8) 2-dr. hardtop, $1,950; 4- 
dr., $1,665* (ps), $1,465; Parkwood 
(8) 4-dr., $1,870* (ps), $1,835*; Bis- 
cayne (8) 4-dr., $1,580*; Biscayne 


(6) 4-dr., $1,525*; 2-dr., $1,490; Cor- 
vair (700) (6) 4-dr., $1,375*, $1,315*, 
$1,300*, $1200. 

°59 Impala (8) conv., $1,465* (ps); Im- 
pala (6) 2-dr, hardtop, $1,330; Brook- 
wood (8) 4-dr., $1,265* (ps), $1,225*, 
$1,215*; Biscayne (8) 4-dr., $1,250*, 
$1,140*; Bel Air (8) 4-dr, hardtop, 
$1,215*; 2-dr., $1,010*, $695*; Park- 
wood (8) 4-dr., $1,220, $1,200. 

’58 Impala (8) 2-dr, hardtop, $1,025* 
(ps); Biscayne (8) 4-dr., $880*; Bel 
Air (8) 2-dr., $850*; Brookwood (8) 


(Continued on Page 40, Col. 1) 





F-A Motors Moves to Larger Quarters— 


F-A Motors, Inc. has moved into this modern sales and service center in Rochester, 
N. Y. The firm has been the Volkswagen dealer in the Rochester area since 1952, and 
this is the fourth move to larger quarters. The firm's new service shop will be capable 
of servicing 60 cars per day. For the convenience of customers, a shuttle service will 
operate from the shop to the downtown area. Fred F. Allen is president and treasurer 
of the dealership, Charles F. Kirby is vice-president, and Madelyn Schick is secretary. 
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Question: You are one of the leading im- 
porters of cars. Now that the American compacts 
are slashing foreign car sales here, how do you 
view your situation? 


Question: Exactly what are importers doing 
to meet the competition of our compacts? 


0: JESTION: What are the long-range prospects 
for imported cars? 


Reprinted by permission of The Hall Syndicate, Inc. AJl Rights Reserved. 





An interview with 
MAURICE BOSQUET, PRESIDENT OF 


ee er 


AS REPORTED BY SYLVIA PORTER 
Financial Editor of the New York Post 





Answer: As we have long predicted, 1960 was the 
year in which the “‘men’’ among the imported car com- 
panies were separated from the “‘boys.”’ The “‘men”’ are 
those concerns who succeeded in meeting the first real 
competition from American carmakers and who carve 
out a permanent place for themselves in the domestic 
automotive market. 

Inevitably, the U.S. compacts have cut into the sales 
of competing imports—just as they have cut into the 
sales of many makes of American standard cars. Hard- 
est hit have been the “‘captive”’ imports and the imports 
that lack an effective, aggressive, nation-wide sales and 
service organization. 

Even before this down-turn though, aggressive im- 
porters began strengthening their organizations to 
assure themselves a permanent place in this market. 
These efforts continue. 


Answer: What Renault is doing probably can be 
regarded as representative of the steps being taken by 
every producer of imported cars who expects to main- 
tain a permanent place in the U.S. market. Here are 
examples of the long-range program of importers: 

Service training of dealer mechanics is being stepped 
up through use of factory-trained instructors who travel 
the country in special mobile vans equipped to demon- 
strate latest and best service techniques. 

Parts distribution procedures are being improved by 
shipping parts directly from factories abroad to parts 
depots in this country, thus insuring against delays in 
servicing customers’ cars. In addition, prices on many 
parts have been reduced. 

Sales training schools for dealer salesmen are being 
set up in distributor headquarters. 

Advertising and sales promotion, long concentrated 
principally at the national level, will be tailored to 
regional and local requirements, to provide most effec- 
tive impact at the point where sales are made. 

New models are being introduced to open new 
avenues for sales. 

Product development will continue—not through the 
introduction of annual models, but with improvements 
that are incorporated as rapidly as sound engineering 
practice dictates. 

Price reductions are being put through to assure 
buyers of continued economy in initial cost. 


Answer: There is no magic method by which 
imported cars can guarantee for themselves a continuing 
place in this or any other market. No imported car 
producer expects to count his annual U.S. sales in the 
millions. But we do believe there will be a continuing and 
substantial demand for a small, economical, easy-to- 
handle-and-park passenger car. Those of us who intend to 
stay in the U.S. market are confident we can meet 
this demand. 






Used-Car Auction Prices 
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tion wagon 2-dr., $960. 
’58 Custom (8) 4-dr., $870* (ps); Super 
(6) Cross Country 4-dr., $575. 
MISCELLANEOUS—’58 GMC (6) %-ton 
pickup, $850. 
’57 Ford 
’56 Ford 
’55 Ford 
’53 Ford (8) %-ton pickup, $185. 


%-ton pickup, $390. 
Explorer pickup, $590. 
¥%,-ton pickup, $490. 


CHICAGO 











4-dr., $755*; Delray (6) 4-dr., $715. (ps), $2,265* (ps); 2-dr. Scenic, $2,- 
’57 Bel Air (8) 4-dr., $865* «ps), $705*; 325* (ps); (88) 2-dr. Scenic, $2,230* Greater Chicago Auto Auction. Sale every 
Two-ten (8) station wagon 4-dr., $795* (ps). Thursday. Prices are for sale of Feb. 2. 
(ps),- $755*, $695* (ps'; 4-dr., $665*, "58 (88) Super 4-dr. Holiday, §$1,200*| Sold 334 cars from 506 consignments. 
$590° (ps); 2-dr., $595, $415; Two-ten (ps). BUICK—'59 LeSabre 2-dr. hardto 1,480* 
tr a) wl ela an aes aa eee tae; a (ps); 4-dr., $1,455" (ps); Pan, $1,- 
'56 Two-ten (8) 4-dr. ,$730* (ps); sta- 54 (98) 4-dr., $135* (ps); (88) Super 200 
tion wagon 4-dr., $515° (PS); Two-ten 4-dr., $115*. '58 Special conv., $965* (ps). 
(6) 2-dr., $410; a ane 4-dr.,| PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 57 Special 4-dr., $500*, 
ees Andr., $340%. $1,815* (ps). '56 Special 2-dr. Riviera, $465* (ps). 
55 Two-ten (6) 4-dr., $300; Bel Air (8) | 58 Belvedere (6) 4-dr. hardtop, $720. CADILLAC—’61 (60) Special 4-dr., $5,- 
2-dr, hardtop, $190°. . | '57 Belvedere (8) 4-dr., $510*%; Savoy 730* (ps). 
CHRYSLER—'58 Saratoga 4-dr., $950". (6) 4-dr., $345*. ’60 de Ville 4-dr. hardtop, 2 at $3,925* 
DeSOTO—’'57 Fireflite 4-dr., $335*. | PONTIAC—’60 Star Chief 4-dr. Vista, $2,- (ps), $3,800* (ps), $3,650* (ps); (62) 
DODGE—’'60 Matador (8) 2-dr. hardtop, | 385* (ps); Catalina Safari 4-dr., $2,- 2-dr. hardtop, $3,775* (ps), $3,630* 
$2,055* (ps). 290* (ps); 4-dr., $2,165* (ps), $1,900*, (ps); conv., $3,760* (ps). 
59 Coronet (8) 4-dr., $775* (ps). $1,875* (ps); 2-dr., $1,665*. "59 (60) Special 4-dr., $3,200* (ps); de 
56 Royal (8) 4-dr., $270*. | °59 Bonneville 4-dr. Vista, $1,750* (ps); Ville 4-dr. hardtop, $3,055* (ps), $3,- 
’5S Royal (8) 4-dr., $180. | Catalina Safari 4-dr., $1,510* (ps); 2- 000* (ps), $2,930* (ps); (62) conv., 
’52 Coronet 2-dr. hardtop, $190. | dt., $1,125*. $3,000* (ps); 2-dr. hardtop, $3,000* 
FORD—’61 Thunderbird (8) conv., $4,165* *58 Chieftain conv., $1,100; 4-dr., $780*, (ps). 
(ps). . ; $425* (ps). ’57 (62) conv., $1,650* (ps); 2-dr. hard- 
’60 Country Sedan (8) 4-dr., $1,850* '57 Star Chief 2-dr. Catalina, $725* (ps); _ top, $1,165* (ps). “‘For the want of a nail 
(ps); Galaxie (8) conv., $1,660* (ps); Super Chief Safari 4-dr., $700* (ps). "56 (62) 2-dr. hardtop, $1,050* (ps), a race was lost. ” 
Starliner, $1,640* (ps); grairiane 500 = ao _— oa ie 4-dr., joa oes $735* (ps); Sedan de Ville, . 
(8) 4-dr., $1,620" (ps), $1,480*%; Fair- $215*; Star Chief 2-dr., $230*. $! S). 
lane 500 (6) 2-dr., $1,285 $1,230; | RAMBLER—’59 American (6) Super sta- | CHEVROLET—’60 Impala (8) sport coupe, CHRYSLER—’5¢ rt 
c « F , ptanibancbaaeatd atenend pamancieian 9 ° an & 9 : SLER—’59 Windsor 4-dr. hardtop, 
59 ‘Thunderbird (8) ‘conv., $2,065% (ps); | Dealer for 45 Y (pay, $1,000%; ‘conv., $1876%;  4-dr., ‘OT Windeos t-dr. hatdtep, 9600° (pe) 
Galaxie (8) 2-dr. Victori: 1,340*; | - $1,820* (ps); Parkwood (6) 4-dr., $1,- AP cpr ae salt : 
4-dr., $1,320"; Fairlane 500 (3) 2-dr. | A Dealer for 45 a 785* (ps), $1,630*; Bel Air (6) 4-dr.,| DeSOTO—'59 Firedome 2-dr. hardtop, §1,- 
. g fe 500*; Biscz -dr., $1,485. 460* (ps), 
te) 2-47 51.025; ‘Cuom 500 (ea McKean Calls It Quits ‘50 Bel. | Page yy $1.365°. ‘Ber Air "OS Firedome 2-dr. hardtop, $1,060* (ps); 
dr., $820°. SIOUX FALLS, S. D—W. E. (8) 4-dr., $1,145* (ps), $1,050* (ps),| | _4-dr., $465* (ps). 
‘58 Thunderbird (8) 2-dr. hardtop, $1,-; McKean has sold McKean Pontiac- ord pe, $1,330° ‘eet, $1,300, si. popan— eo Dare (8) Ph en ir., $2 
‘ r S); l ° s); Cc - : : 6 spor oupe, $1,: S), ,300, $1,- y art (8) oenix 4-dr., $2,- 
a Sedan 1S) ieee. Se0On, Pairinne Cadillac, Inc., and retired after 45 ORO", $1,240; sport sedan, $1,330* (ps); 615° (ps). 
500 (8) 2-dr. Victoria, $675. years in new-car Selling. — (6) 4-dr., $1,280, $1,270, ’57 Coronet (8) 4-dr. hardtop, $325* 
’57 Country Sedan (8) 4-dr., $715*, McKean went in he new-car 1,185*. (ps). 
$640*; Ranch Wagon .8) 2-dr., $590; busi : "1916 ‘ce nis lat ’5b8 Impala (8) conv., $1,210* (ps); Bel | FORD—’'61 Thunderbird (8) 2-dr. hardtop, 
Fairlane (8) 4-dr., $550*, $525* (ps); | uSiness In wil 1s ate Air (8) sport sedan, $1,145* (ps), $1,- $3,600*. 
Fairlane 500 (8) 2-dr, Victoria, $545*;| brother. Through the years he 120* (ps), $1,065*, $1,005*; 4-dr., ’60 Thunderbird (8) 2-dr. hardtop, $2,- 
2-dr., $500*; 4-dr, Victoria, $545. |handled such makes Haynes $875*; Brookwood (8) 4-dr., $990* 855* (ps), $2,625* (ps); Galaxie (8) 
’56 Custom (8) 4-dr., $350*, $245*; Main St D Fli Rot k y d (ps), $850*; Biscayne (6) 2-dr., $815*; conv., $1,690* (ps); 4-dr., $1,490* 
(8) 2-dr., $245*, $205; Fairlane (8) | ar urant, int, ockne an 4-dr., $790*; Biscayne (8) 2-dr., $800, (ps), $1,425* (ps); Country Sedan (8) 
2-dr., $200*. | Deveaux. He took over the Pontiac- $790*; Delray (8) 2-dr., $635, $630. 4-dr., $1,600*; Fairlane 500 (8) 4-dr., 
’29 Model A 2-dr., $150. Buick dealershi in 1931 and in ’57 Bel Air (8) sport sedan, 2 at $900*, $1,490* (ps), $1,195*; 2-dr., $1,340*, 
MERCURY—’58 Monterey 4-dr., $700*. | 1950 ld th But k deal hi t $800*, $710*; station wagon, $870* $1,325*, $1,310; Ranch Wagon (8) 4- 
’57 Monterey 2-dr., $525* (ps). 5 so e ulc ealership tO (ps); Bel Air (6) station wagon, dr., $1,395*; Falcon (6) 2-dr., $1,310*; 
’56 Monterey station wagon 4-dr. (§|his nephew. New owner of his $780*; Two-ten (8) 4-dr., $740. 4-dr., $1,225*; Fairlane (6) 2-dr., $1,- 
pass.), $360* (ps). | Pontiac-Cadillac deal is H. A. Kind-| 56 Bel Air (8) 4-dr., $550*; Bel Air (6) 185; 4-dr., $1,180. 
OLDSMOBILE—’61 Deluxe F-85 4-dr., $2,- ] f Bui x d 1 : sport coupe, $485". ’59 Thunderbird (8) conv., $2,095* (ps); 
240* (ps). er, 2 ormer ulc ealer in ’55 Nomad (8) 2-dr., $690*, $390*; Two- Galaxie (8) 4-dr., $1,260* (ps), $1,- 
’60 (88) Super 4-dr. Holiday, $2,365* | Chillicothe, Ohio. ten (8) 4-dr., $350*. 130* (ps); conv., $1,200*, $1,165* 
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“Sure We've Got The Right Windshield!” 


‘‘We can furnish windshields for any popular 
car!’’ THAT’S AVAILABILITY! 

Availability means simply that your SHAT-R- 
PROOF Distributor stocks auto glass for every popular 
American and foreign car. 

Result: you don’t need to tie-up capital and space 
in large glass inventories. 

Just call your SHAT-R-PROOF Distributor and get 
the windshield you need . . . when you want it. 

To your customers .. . this availability means they 
can come to you with confidence . . . knowing that 
they’ll receive prompt, efficient auto glass service. 


For availability, quality, and service, call your 
local SHAT-R-PROOF Distributor. The best 
man for you to call when you want auto glass 
és 5 ae 


_ 





Shatterprool Glass Corporation 


4815 Cabot Ave., Detroit 10, Mich. 





—_ 


Country Sedan (8) 4-dr., $995*; Fair. 
lane 500 (8) 4-dr., $940*. 

’58 Thunderbird (8) 2-dr. hardtop, $i, 
570* (ps); Ranch Wagon (6) 2-dr., 
$650; Fairlane (8) 4-dr., $400*. 

’57 Fairlane 500 (8) 2-dr, Victoria, $639 
$540*, $395*; 4-dr., $490, $425*, $409: 
2-dr., $280*; Ranch Wagon (8) 2-dr’ 
$600, $520*; Country Sedan (8) 4-qar’ 
$390*; Fairlane (8) 4-dr. Victoria’ 
$350; 2-dr., $305*; Custom (6) 4-dr.. 
$310*; Custom (8) 4-dr., $230*. 

’56 Parklane (8) 2-dr., $400*; Custom 
(8) 4-dr., $305*. 

’55 Thunderbird (8) conv., $1,250*; Fair. 
lane (8) 2-dr. Victoria, $395*, $295+- 
2-dr., $285*; 4-dr., $230*. P 

’54 Crest (8) 4-dr., $225. 

IMPERIAL—’57 Imperial 4-dr., $1,299 

(ps); 4-dr. hardtop, $1,100* (ps), 
$900* (ps). 

LINCOLN — ’59 Premiere 4-dr. hardtop, 
$1,290* (ps). 

MERCURY—’59 Montclair 2-dr. hardtop, 
$1,200* (ps). 

’58 Turnpike Cruiser 4-dr. hardtop, $900 
(ps); Monterey 4-dr., $720*; 2-dr, 
$710*. \ 

‘57 Montclair 4-dr. hardtop, $755* (ps); 
Monterey 2-dr. hardtop, $480*. 

’56 Monterey station wagon, $425*. 

’55 Monterey 2-dr. hardtop, $340* (ps), 

OLDSMOBILE—’60 (88) conv., $2,535* 
(ps); 4-dr. Holiday, $2,250* (ps); (88) 
Super conv., $2,475* (ps); 2-dr. Scenie, 
$2,285* (ps). 

’59 (88) 4-dr. Holiday, $1,510* (ps), 
$1,440*. 

’58 (98) 4-dr., $1,185* (ps), $1,150* 
(ps); 4-dr. Holiday, $1,)50* (ps); (88) 
Super 2-dr. Holiday, $1,080* (ps); (88) 
4-dr., $1,065* (ps); 4-dr. Holiday, 
$S80* (ps). 

‘57 (98) 2-dr. Holiday, $930* (ps); 4- 
dr. Holiday, $720* (ps); (88) Super 
2-dr. Holiday, $880* (ps); 4-dr. Holi- 
day, $815* (ps); (88) 2-dr. Holiday, 
$710* (ps); 4-dr., $530*. 

°56 (98) 2-dr. Holiday, $535* (ps); (88) 
4-dr. Holiday, $500* (ps), $495* (ps). 
*55 (88) 4-dr. Holiday, $400* (ps); 4-dr., 
$285* (ps). 

PLYMOUTH—’60 Fury (6) 4-dr., $1,175*, 
’59 Fury (8) 2-dr. hardtop, $1,200*; 
Suburban (8) 4-dr., $1,110*; Savoy (6) 
4-dr., $600. 

"58 Belvedere (8) 4-dr. hardtop, $715*; 
Belvedere (6) 4-dr., $575*. 

’57 Savoy (6) 4-dr., $400*, 

’56 Belvedere (6) 4-dr. hardtop, $390*. 
’55 Savoy (8) 4-dr., $225*. 

| PONTIAC—’61 Bonneville 4-dr. Vista, §3,- 
060* (ps). 

’60 Bonneville sport coupe, $2,530* (ps); 
4-dr. Vista. $2,435* (ps); Star Chief 
4-dr. Vista, $2,350* (ps); Catalina 
conv., $2,250* (ps); 4-dr. Vista, §2,- 
205* (ps), $1,890* (ps), $1,850. 

’59 Bonneville 4-dr. Vista, $1,675* (ps), 
$1,555* (ps); Catalina Safari, $1,640* 
(ps), $1,340*; conv., $1,575* (ps); 4- 
dr, Vista, $1,480* (ps). 

’58 Star Chief 4-dr. Catalina, $995* 
(ps); Super Chief 4-dr. Catalina, $710* 
(ps). 

’57 Star Chief 4-dr. Catalina, $680*; 
conv., $775* (ps); Chieftain 2-dr. Cata- 
lina, $535*. 

’56 Chieftain 2-dr. Catalina, $295*; Star 
Chief 2-dr. Catalina, $265* (ps), 

’55 Chieftain Safari, $360*; Star Chief 
2-dr. Catalina, $225*. 

RAMBLER—’59 Ambassador (8) Cross 
Country, $1,450* (ps); Custom (8) 
Cross Country, $1,200*. 

| STUDEBAKER—'60 Lark (8) conv., §$1,- 

| 400. 

’59 Lark (6) 2-dr., $850, $735. 

"dS Scotsman (6) station wagon, $320. 


| WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Feb. 1. 
BUICK—’58 Special 2-dr. Riviera, $1,025* 

(ps). 
‘57 Special 4-dr., $725* (ps); 2-dr. Rivi- 
era, $655*, $650*. 
| '56 Special 4-dr., $645*; Century 2-dr. 
| Riviera, $250* (ps). 
’55 Special 2-dr. Riviera, $475*; 2-dr., 
$195*. 
| ’54 Super 2-dr. Riviera, $200* (ps); Cen- 
tury 2-dr. Riviera, $155*. 
CADILLAC—’60 (60) Special 4-dr., $3,- 
950* (ps). 

’59 (62) 4-dr., $2,750* (ps). 
CHEVROLET— 61 Impala (8) 4-dr. hard- 

top, $2,500*. 

‘60 Impala (8) conv., $1,915*. 
| °59 Parkwood (6) 4-dr., $1,370*, $1,300*; 
| Brookwood (6) 4-dr., $1,210* (ps), 
| $1,110; Bel Air (8) 4-dr., $1,210*, $1,- 

175*, $1,165*, $1,160*, £1,145*, $1,- 
125*; Bel Air (6) 4-dr., $1,110* (ps), 
$1,050; Biscayne (8) 2-dr., $1,055, $1,- 
025; Biscayne (6) 2-dr., $1,010*. 

’58 Impala (8) conv., $995*, $985; Bis- 
cayne (8) 4-dr., $875* (ps); Biscayne 
(6) 4-dr., $800*, $775*, $740*; Brook- 
wood (8) 4-dr., $875*. 

’57 Bel Air (6) 4-dr., $860, $565*; Bel 
Air (8) 4-dr., $760*; Two-ten (6) 4-dr., 
$740. 

’56 Bel Air (6) 4-dr, hardtop, $740*; 
2-dr., $515*; Two-ten (8) 4-dr., $610*; 
Two-ten (6) 4-dr., $400*. 

"55> Two-ten (6) 4-dr., $470*; 2-dr., 
$410; station wagon 4-dr., $345; Bel 
Air (8) 4-dr., $350. 

’53 Bel Air 2-dr. hardtop, $120*. 

CHRYSLER—’59 Saratoga 4-dr., $1,450* 
(ps). 

’'S7 NY 4-dr. hardtop, $625* (ps). 

’56 NY 4-dr., $605* (ps). 

DODGE—’60 Dart (8) Seneca 4-dr., $1,- 
505* (ps), 

’59 Royal (8) 4-dr., $1,250* (ps). 

’57 Sierra (8) 4-dr., $590*; Coronet (8) 
4-dr., $470*, 

’55 Royal (8) 2-dr. hardtop, $235* (ps). 

FORD—’60 Falcon (6) 4-dr., $1,325*, $1,- 
185; 2-dr., $1,050. 

'59 Thunderbird (8) 2-dr. hardtop, $2,- 
250* (ps); Galaxie (8) 2-dr. Victoria, 
$1,350* (ps), $1,250* (ps); Fairlane 
500 (8) 4-dr., $1,330*; 2-dr. Victoria, 
$1,090*; Fairlane (8) 4-dr., $970*; 
Country Sedan (8) 4-dr., $1,220* (ps), 
$1,130* (ps), 

’DS Fairlane (8) 4-dr., $675*. 

’57 Fairlane 500 (8) 2-dr. Victoria, $675*, 
$510*; Custom 300 (8) 2-dr., $465; 
Custom (8) 4-dr., $370*, 

’56 Custom (8) 2-dr., $400*; Custom (6) 
$360; Ranch Wagon (8) 2-dr., 
{ 5, $210. 

’55 Ranch Wagon (8) 2-dr., $345*, $200. 
’54 Ranch Wagon (8) 2-dr., $190. 











LINCOLN ’59 Premiere 4-dr. hardtop, 
$2,250* (ps). 

MERCURY '57 Montclair 4-dr., $830* 
(ps). 


’54 Monterey conv., $275*. 
OLDSMOBILE—'59 (88) 2-dr. Scenic, $1,- 
555* (ps). 
‘57 (S88) Super 4-dr. Holiday, $S800* (ps); 





(Continued on Page 42, Col. 4) 


























eadership 

in Action: 
Automotive 
Advertising Gains 


In the past year (1960 vs. 1959), Look gained more 
automotive advertising revenue than any other mag- 
azine in America. Look’s increase: over *3,200,000. 


In the major weekly field, Look gained more automo- 
tive advertising pages, by far, than did Life and The 
Saturday Evening Post combined. 


Automotive Advertising Automotive Advertising 


Page Gains Revenue Gains 
1960 vs. 1959 1960 vs. 1959 
Look 42.68 Look *3,209,329 
Post 5.57 Post 2,310,918 
Life  .63 Life 2,854,107 


More and more, advertisers and readers alike are 
responding to the vital force of Look’s exciting story 
of people...are turning to Loox for leadership. 





The Exciting Story of People—25th Year of Publication 





















Appointment of Fred R. Bates as 
manager of oil marketer sales, 
United States Tires Division, U. S. 
Rubber Co., is announced. Bates, 
formerly special assistant to Gerard 
W. Brooks, director of marketing 
for the company’s tire division, will 
coordinate sales of U. S. Royal tires, 


batteries and automotive accesso- 
ries through oil company service 


stations. 


Also announced were the appoint- | 


ments of A. Y. P. Garnett as East- 
ern manager of oil marketer sales, 
with headquarters in New York, 
and T. J. Reilly, Western manager, 
with headquarters in Log Angeles. 
W. E. Crouch, formerly manager of 
batteries and accessories, was ap- 
pointed central manager of oil mar- 
keter sales, with headquarters in 
Chicago. Joseph A. Conway suc- 
ceeds Crouch as manager of bat- 


teries and accessories. 
oo” 


Tooman Shifted by IH 


H. K. Tooman has been appoint- 
ed assistant district manager of the 


International truck sales district at | 


Denver. He had been manager of 


the International truck branch in| 


Tulsa. 
* * * 


Mack Transfers Dawson 
R. H, Dawson has been appointed 


Tennessee district manager for| 


Mack. He had been wholesale man- 
ager at Mack’s Jacksonville (Fla.) 


branch, 
* ok i 


Halberg Is Promoted 


By Borg-Warner 


Robert W. Halberg has been ap- 
pointed associate director-automo- 
tive department of Roy C. Inger- 
soll Research Center, Borg-Warner 
Corp., Chicago. 

Halberg has 
been _ associated 
with Bor g-War- 
ner since 1947, be- 
ginning as a proj- 
ect engineer. In 
1951, he became a 
research engineer 
at the corpora- 
tion’s central] re- 
search facilities in 
Bellwood, Ill., and, 
in 1956, he moved 





Robert W. Halberg 
to the new research center in Des 


Plaines, Ill., where he advanced 
to the position of mechanical de- 
sign manager. 

* x * 


GM Promotes Gossett 


William A. Gossett has been ap- 
pointed comptroller of Allison Di- 
vision, General Motors. He _ suc- 
ceeds Oscar A. Lundin, who has 
been elected treasurer of General 
Motors. Gossett had been assistant 
comptroller in charge of general 
accounting and cost-analysis sec- 
tions of GM’s central office finan- 
cial staff. 

* + * 


MacArthur Is Promoted 


Samuel E. MacArthur has been 
promoted to executive assistant to 
the president and treasurer of Fed- 
eral-Mogul-Bower Bearings, Inc. 
He will supervise operations of the 
National Seal, Arrowhead and 
Microtech Divisions, He also will 
continue as treasurer and a direc- 
tor. 

a * * 


Greenen Heads World Bestos 


Joseph W. Greenen has been 
named general manager of the 
World Bestos Division, Firestone 
Tire & Rubber Co, Formerly man- 
ager of replacement sales, he suc- 
ceeds Richard A. Riley, recently 
named president of Firestone Rub- 
ber & Latex Products Co. 


Auto Personnel 





from assistant to sales manager of 


national accounts. 
* a” x 


Mack Promotes McGuire 


Joseph J. McGuire has been 
named manager of Mack’s Plain-| 
field (N. J.) plant, which manufac- 
tures engines, transmissions and 
components. His previous assign- 
ment was planning the company’s 
new plant in Hagerstown, Md. 

* ” cd 


Alemite Reassigns Danciu 


Earl A. Danciu has been appoint- | 
ed manager of original equipment 
sales of the Alemite and Instrument 
Division, Stewart-Warner Corp. He 
had headed farm and construction 
equipment OEM sales. 

* * + 


Reid, Finn Promoted 
By Standard Products | 

James S, Reid jr. has been named |! 
executive vice-president of Stand-| 


|ard Products Co., Cleveland. John} 
| R. Finn, Detroit, will replace Reid | 








John R. Finn 


James S. Reid Jr, 


as manager of the company’s West 
Coast division, Fullerton, Calif. 

Before becoming manager of the 
West Coast plant two years ago, 
Reid, who also is a director, served 
for three years as the company’s 
industrial relations director. Finn, 
who joined Standard in 1929, has 
most recently been sales manager 
in the Detroit sales office. 

* * * 


Mack Appoints Walbrun 


Cleveland District Manager 


Leo A. Walbrun, formerly Detroit 
branch wholesale manager, has 
been appointed Cleveland district 
manager for Mack Trucks. 

Walbrun joined Mack in 1926 as 
a bookkeeper in the Milwaukee 
branch. He resigned in 1948 but re- 
joined the firm in 1954 as fleet 
sales manager for the Central Di- 
vision in Chicago. 

* * x 


Van Valkenburgh Made 


GMAC Vice-President 


Paul C. Van Valkenburgh has 
been elected vice-president of Gen- 
eral Motors Acceptance Corp., with 
responsibility for branch operations 
staff administration. He succeeds 











c 
] 


i 





tract carriage op- 
erations. 


a quarter of a 
century, joining 
LPI at the end of World War II. 


years, 


in 1928 in the 

Francisco office 

elected a vice-president in 1957. 
* * * 


LM Appoints Shoemaker 


| Distribution Manager 


Shoemaker has _ been) 
named distribution manager for 
Lincoln-Mercury Division, replacing 
W. O. Burke, who 
has joined the 


John H. 


Ford Motor Co. 
International Di- 
vision. 


served 


J. H. Shoemaker 


Eugene M. 


* * * 


| Gabriel Gives Bradley 


Auto Purchasing Post 

Donald G, Bradley has been| 
named purchasing agent of the au- 
tomotive 
Cleveland. 


division of Gabriel Co., 


Bradley, 35, who will be in charge 


of traffic as well as purchasing, 

| Started with Gabriel 

| traffic manager. 
*x 


* * 


Chevrolet Ups Gormsen 
To Staff Level in Purchasing 


Elmer F. Gormsen, Chevrolet 


purchases director, has been pro- 
moted to staff level. 


Under the new assignment, 


Gormsen will direct the operating 
functions as well as the policies! 
and procedures of Chevrolet pur-| 
chasing activities. 
directly to Edward N. Cole, gen- 
eral manager. 


He will report 


* * * 


S-P Elevates Cooper 
To Vice-Presidency 


Ernest Cooper has been elected 


a vice-president of Studebaker- 
Packard Corp. 


Cooper was president of Clarke 


Floor Machine Co., which was ac- 
quired by Studebaker-Packard last 
September, and is now a division 
of the corporation, He continues as 
president of the division. 


* * * 


Kaye Named President 
Of Leasing Subsidiary 


Bernard Kaye, executive vice- 


president, Lease Plan International 
Corp., Great Neck, N. Y., has been 
r| named president of Transportation 
Service and Sur- 
vey Corp. the 
wholly owned 
subsidiary of LPI 
which handles all 
of the parent 


ompany’s truck 
easing and con- 


Kaye has been 
n transportation 





4 


Bernard Kaye 


Among the principal clients of 


TSSC are Pepsi-Cola Co., The F. 
& M. Schaefer Brewing Co., Lieb- 
mann Breweries, 
Union Co., and Gristede Bros., Inc. 


Inec., the Grand 


* * * 


McLaughlin Joins Polk 
Appointment of W. C. McLaugh- 


Shoemaker 
joined Ford in} 
1946 as a trainee. 
Since then he has} 
in various | 
sales positions in| 
the general office | 
and sales offices| 
in Seattle, Los| 
| Angeles and Denver. 
Collins, formerly general field man- 
ager in the Memphis district sales 
office, has succeeded Shoemaker as} 
administration manager in the gen-| 
eral sales office. 


in 1955 as| 


* * * 


Wilson Gets Added Duties 

Glenn A. Wilson has been ap- 
pointed director of purchases and 
special projects for Firth Sterling, 


Inc. He continues as general man-| _, 
Dodge Darts, 
| Dodge trucks and 61 used cars during its 


ager of Strategic Metals Corp., and 
as director of Borolite Corp. 


Beckett 


OG. 


‘Branding’ Customers— 


Capitalizing on the popularity of the 
| Western theme in television dramas, Frank 
sold 40 


four nine 


Fresno, 





Calif., 


Dodge Polaras, 


lin as assistant treasurer and chief 
auditor of R. L. Polk & Co., Detroit, 
is announced. Since 1947 McLaugh- 
lin has been associated with 
Touche, Ross, Bailey & Smart as 
manager in charge of audit engage- 
ments in Detroit. 
& * + 


Wright Promoted in Sales 


ee |recent “Round-Up Sale.’ “Welcome to ° 
Schleuder, Staal, Mencel Gunsmoke Beckett's Dodge City" signs At Motor Wheel Section 
| decorated the dealership's windows. A The appointment of Robert E. 


Promoted in Marquette Sales 

Earl Schleuder has been appoint- | 
ed sales manager of automotive | 
equipment of Marquette Mfg. Co. 
He succeeds Ralph Staal, who was 


appointed industrial sales manager. | foot" Schafer get real joy out of ‘“brand- 
was promoted ing" new customers. 


Charles Mencel 


“Bronco” 


| corral and a Western gun collection in the 
showroom added atmosphere, as did the 
salesmen in full cowboy garb. Top hands 
Brant and ‘‘Lawman" Matthews, 
seated, and ‘Deputy’ Haley and ‘‘Sugar- 


Wright as sales manager of the 
Metal Products Section of Motor 
Wheel Corp. has been announced. 

Wright has been with Motor 
Wheel since 1952. Since 1955 he has 
been assistant sales manager of the 
Metal Products Section. 
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| an association with GMAC of 38 | 
Van Valkenburgh joined GMAC | 
Omaha branch. | 


| Howard joined GMAC in its San | 
in 1922, He was} 


| 


| 
| 
| 


| 
| 


| 





Carnation Winner Gets Simca— 


George W. Ryan, right, Kalamazoo, Mich., is the lucky winner of this Simca Aronde 
in the CARnation CARnival contest, sponsored by Carnation Co. The car is presented 
to Ryan by, from left, George Gaastra, Carnation supervisor; Dave Paulson, Carnation 
sales representative, and Leo Golembiewski, manager, Harding Market, Kalamazoo, 
Ryan won the car by sending in a label from a can of Carnation evaporated milk, pur- 





chased at Harding Market. 


Used-Car Auction Prices 





(Continued from Page 40) 


(98) 2-dr. Holiday, $660* (ps), $640* 
(ps). 

PLYMOUTH—’59 Fury (8) conv., $1,170* 
(ps); Belvedere (6) 4-dr., $450* (po- 
lice). 


’57 Suburban (8) 4-dr., $580*; Savoy (8) 
4-dr., $475*, $450*, $390, $375*; Plaza 
(6) 4-dr., $400*. 

’54 Belvedere conv., $285. 

PONTIAC—’59 Star Chief 4-dr. Vista, $1,- 

615* (ps); Catalina 2-dr., $1,350* (ps). 

"5S Star Chief 4-dr., $S800* (ps). 

’57 Star Chief 2-dr. Catalina, $390*. 

’56 Chieftain 2-dr., $375*. 


RAMBLER—’58 Super (6) Cross Country 
4-dr., $925*. 
’55 Custom Cross Country 4-dr., $230*, 
$170*. 
MISCELLANEOUS—’58 Willys Jeep pick- 
up, $1,500. 


’57 Chevrolet (6) %-ton panel, $425, 


7 . ~ 
FONTANA, WIS. 

Fontana Auto Auction, Sale every Thurs- 
day. Prices are for sale of Feb. 2. Good 
activity on all cars from older models 
through the ’60s. Sold 168 ears from 272 
consignments. 

BUICK—’59 LeSabre 4-dr., $1,665*. 

"58 Special 4-dr. Riviera, $1,140* 

2-dr., $795*. 

’57 Super 4-dr. Riviera, $645* (ps). 

’56 Special 2-dr. Riviera, $460* (ps). 

’55 Super 2-dr, Riviera, $325* (ps). 
CADILLAC—’59 (62) 4-dr., $3,260* (ps). 
’57 (62) Coupe de Ville, $1,275* (ps). 

’56 (62) 4-dr., $825*. 

CHEVROLET—’60 Impala (8) conv., $2,- 
$1,880*, $1,- 
Bel Air (8) 


(ps); 


110* (ps); sport coupe, 
870*; sport sedan, $1,875*; 
4-dr., $1,450*, $1,440*, 

759 Impala (8) sport coupe, $1,350*; 
Brookwood (8) 4-dr., $1,175*; Bel Air 
(8) 2-dr., $1,135*, $1,095*; Bel Air 
(6) 2-dr., $1,040*; Biscayne (8) 4-dr., 
$1,055*; Biscayne (6) 4-dr., $970*. 

758 Impala (8) sport coupe, $1,150* (ps). 

’57 Bel Air (8) sport sedan, $825* (ps); 
4-dr., $665*; Two-ten (6) 4-dr., $695*. 


756 Bel Air (8) sport coupe, $640*, 
$620*; 4-dr., $575*, $545*; 2-dr., 
$560*, $550*, $490*; Bel Air (6) sta- 
tion wagon, $610; Two-ten (8) 4-dr., 
$575*, $515*; station wagon, $510*; 
sport coupe, $445*; 2-dr., $265; Two- 
ten (6) 2-dr., $395*, $365, $200. 


’55 Bel Air (6) 2-dr., $350*. 
"54 Two-ten (6) 4-dr., $420. 


DODGE—’57 Coronet (8) 2-dr. hardtop, 
$540*. 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,710* (ps); Galaxie (8) starliner, 
$1,730* (ps); 4-dr. Victoria, $1,695*; 
Fairlane (8) 4-dr., $1,670*; Ranch 
Wagon (8) 4-dr., $1,610; Custom 300 
(6) 4-dr., $1,350*; Falcon (6) 4-dr., 
$1,320*. 

’59 Fairlane 500 (8) 4-dr, Victoria, $1,- 
220* (ps); 2-dr. Victoria, $1,175*; 
Fairlane (8) 4-dr., $1,060*; Ranch 
Wagon (6) 4-dr., $1,950*, $1,025*; 
Ranch Wagon (8) 4-dr., $1,040; Cus- 
tom 300 (8) 4-dr., $1,025*. 


’58 Country Sedan (8) 4-dr., $795* (ps); 
Custom 300 (8) 2-dr., $675, $545. 

’57 Fairlane 500 (8) 2-dr., $945*, $805* 
(ps); conv., $700* (ps); Country Sedan 


(8) 4-dr., $665*, $550; Custom (6) 2- 
dr., $575; Custom (8) 4-dr., $545*, 
$520*, $515*; 2-dr., $505; Fairlane (8) 
4-dr. Victoria, $565* (ps); 4-dr., $550*, 
$515* (ps), $480*; 2-dr., $490*. 

’56 Fairlane (8) 4-dr., $550* (ps); 4-dr. 
Victoria, $525*; 2-dr. Victoria, $400*, 
$380*; Custom (8) 2-dr., $475*, $300* 
(ps); 4-dr. Victoria, $405* (ps); Cus- 


tom (6) 4-dr., $340; Ranch Wagon (8) 
2-dr., $355*; Country Sedan (6) 4-dr., 
$340. 

’55 Country Sedan (8) 4-dr., $385, $295*; 


Country Sedan (6) 4-dr., $315; Fair- 
lane (8) 2-dr. Victoria, $330, $275*; 
Custom (6) 2-dr., $285*; Custom (8) 
4-dr., $245°. 
LINCOLN—’56 Premiere 4-dr., $820* (ps). 
MERCURY—'57 Monterey 2-dr., $530*. 
OLDSMOBILE — ’59 (98) 4-dr., $1,515* 
(ps). 
’57 (88) Fiesta, $740*. 
"56 (88) 4-dr., $540* (ps); 2-dr., $510*; 
4-dr, Holiday, $475*, 
’55 (98) 4-dr., $365* (ps). 
PLYMOUTH — ’'59 Belvedere (8) 4-dr., 
$965* (ps). 
’57 Belvedere (8) conv., $645*; Savoy 





(8) 4-dr., $585*; 2-dr., $420*, 
'55 Plaza (6) 2-dr., $280. 
PONTIAC—’60 Catalina Safari 4-dr., $2,- 
340* (ps). 
’59 Catalina Safari 4-dr., $1,655* (ps). 
’O8 Star Chief 2-dr, Catalina, $1,050*; 


Chieftain 2-dr, Catalina, $795", 


’57 Chieftain 2-dr, Catalina, $815*; Sa- 
fari 4-dr., $750*, $675*: 4-dr. Cata- 
lina, $740*, $610*; 4-dr., $700*, $535*, 

’56 Chieftain 2-dr, Catalina, $550*; 4- 
dr. Catalina, $330*. 

’55 Chieftain 2-dr. Catalina, $210*. 

RAMBLER—’59 Super (8) Cross Country, 
$1,120* (ps); American (6) 2-dr., 
$975; station wagon, $730. 


’58 Ambassador (8) Cross Country, $930. 


’56 Super 4-dr., $380*, $370*. 
STUDEBAKER—’58 Scotsman (6) station 
wagon, $475*, 
MISCELLANEOUS—’'60 Willys Jeep, §$1,- 
680. 
"58 Ford %-ton pickup, $690. 


’56 Chevrolet %-ton pickup, $585, 

’55 Ford %-ton pickup, $395. 

’53 Ford %-ton pickup, $455, $225; Chev- 
rolet %-ton pickup, $405, 


COLUMBUS, O. 


The Capital Auto Auction, Sale every 
Thursday. Prices are for sale of Feb, 2. 
Market steady. Sold 175 cars from 328 con- 
signments. 

BUICK—’61 Special 4-dr., $1,870. 
’60 Electra 4-dr, hardtop, $2,600* (ps); 
Invicta 4-dr. hardtop, $2,330* (ps). 


’59 Invicta conv., $1,800* (ps); LeSabre 
4-dr., $1,310* (ps). 

’5S Special 2-dr, Riviera, $950* 

’57 Super 4-dr. Riviera, $900* (ps); 4- 


dr., $500* (ps); Century 4-dr. Riviera, 
$595* (ps). 


’56 Special 2-dr., $310*., 


’55 Super conv., $285* (ps); Century 4- 
dr. Riviera, $210* (ps). 
CADILLAC—’59 (62) 4-dr, hardtop, §2,- 
600* (ps). 
’5S (62) 4-dr. hardtop, $1,665* (ps). 
'57 (62) 4-dr. hardtop, $1,375* (ps), 


$1,200* (ps). 
’56 (62) 2-dr. hardtop, $935* (ps), $910* 


(ps). 

CHEVROLET—’60 Impala (8) 4-dr. hard- 
top, $2,040* (ps), $1,890* (ps); Im- 
pala (6) 4-dr. hardtop, $1,710*; Cor- 
vair (700) (6) 4-dr., $1,100*, 

’59 Impala (8) 4-dr. hardtop, $1,515* 
(ps); Impala (6) conv., $1,350* (ps); 
Parkwood (8) 4-dr., $1,305*; Bel Air 
(8) 4-dr., $1,250*%; 2-dr., $1,100*, $1,- 
100; Bel Air (6) 4-dr., $1,100; 2-dr., 
$1,065, $1,045, $1,035, $1,010, 

’58 Impala (8) 4-dr, hardtop, $1,075* 


(ps), $1,060* (ps), $1,010*; Brookwood 
(8) 4-dr., $815; Biscayne (6) 2-dr., 
$800*, $780*, $755, $555. 

’57 Bel Air (8) 4-dr., $860*; 4-dr. hard- 
top, $700, $700* (ps); 2-dr. hardtop, 
$750*; Two-ten (8) station wagon 4- 
dr., $675*; Two-ten (6) 4-dr., $590*; 
One-fifty (6) 2-dr., $600. 

’56 Two-ten (8) station wagon 4-dr., 
$555*, $535; Two-ten (6) 4-dr., $400%; 
Bel Air (8) 4-dr. hardtop, $525; One- 

fifty (6) 2-dr., $250. 

55 Nomad (8) 2-dr., $625*; Two-ten (8) 
Delray, $400*, $250; Bel Air (6) 2-dr. 

(Continued on Page 43, Col. 2) 


B-O-P Appoints Manager 
Of Arlington (Tex.) Plant 


DETROIT.—Henry T. Brian has 
been named manager of General 
Motors’ Buick-Oldsmobile-Pontiac 
assembly plant at Arlington, Tex. 
He succeeds Robert J. Hammond, 
who has resigned. 

Brian, with GM. since 1936, has 
been production manager of the 
Kansas City (Kans.) B-O-P plant 
since 1957. He served as personnel 
director of B-O-P plants at Los 
Angeles and Kansas City prior to 
his appointment in 1953 as person- 
nel director for the B-O-P Assem- 
bly Division at headquarters in De- 
troit. 











rec 
day 


hea 


pri 
day 
ice 
gel 








“4F irms Added 
To MEMA in’60 
Total Hits 500 


NEW YORK.— Fourteen manu-| 
facturers were admitted to mem-| 
pership in 1960 in the Motor &| 
Equipment Manufacturers Assn., 
F. L. Bredimus, president, announc- 
ed in the annual president’s report. 

During the 12 months, he contin- 
ued, MEMA also added 27 credit 
subscribers. The MEMA Credit 
Service, now in its 54th year, pro- 
yides reports on thousands of job- 
pers annually, he said. 

“At the 500 mark, the MEMA 
membership is in sound condition 
and is growing selectively,” said 
Bredimus, who also is president of 
Globe Hoist Co., Philadelphia. 

He told members that long 
speeches will be omitted at the as- 
sociation’s business meeting and 
reception in Los Angeles Wednes- 
day (Feb. 15). Only brief reports 
of committees and officers will be 
heard, he added. 

The meeting will be held one day 
prior to the opening of the four- 
day Internationa] Automotive Serv- 
ice Industry Show in the Los An- 
geles Memorial Sports Arena. 
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hardtop, $350*, $330, $310, 
’53 Bel Air 2-dr., $120*, 
CHRYSLER—’58 Windsor 4-dr. hardtop, | 


$900* (ps). 
DeSOTO—’ 57 Firedome 4-dr., $585*. 


’56 Firedome 4-dr., $340*. 

’55 Fireflite 4-dr. hardtop, $455* (ps), 
$300* (ps); 4-dr., $430* (ps). 

DODGE—’59 Royal (8) 2-dr. hardtop, $1,- 

275* (ps); Coronet (8) 4-dr, hardtop, | 
$1,000* (ps). 

’58 Suburban (8) 2-dr., $605*. 

’57 Coronet (8) 2-dr, hardtop, $520* 


(ps). 

’55 Coronet (8) 2-dr., $370*. 

FORD—’61 Galaxie (8) 4-dr. Victoria, $2,- 
485* (ps). 

’60 Ranch Wagon (8) 4-dr., $1,545*; 
Ranch Wagon (6) 2-dr., $1,135; Fair- 
lane 500 (8) 4-dr., $1,460* (ps); Fais- 
lane (8) 2-dr., $1,345*, $1,170; Galaxie 
(8) 4-dr, Victoria, $1,450* (ps). 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
100* (ps); Galaxie (8) 4-dr. Victoria, 
$1,440* (ps), $1,350* (ps), $1,300*; 
Country Sedan (8) 4-dr., $1,240*; 
Fairlane (8) 4-dr., §1,210*, $1,040*, 
$950*; 2-dr., $1,040*; Fairlane 500 (8) 
2-dr. Victoria, $1,185*, 

’58 Fairlane 500 (8) conv., $920*, $870*, 
$870; 4-dr., $825*; 4-dr, Victoria, 
$740* (ps); Country Sedan (8) 4-dr. 
(9 pass.), $900*; 4-dr., $825*; Custom 
300 (6) 2-dr., $600, $500. 

’57 Country Sedan (8) 4-dr., $700* (ps), 
$650* (ps); Fairlane 500 (8) 2-dr. 
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Now—EASTERN’S Flying Freighters offer 


,OVERNIGHT 





DELIVERY 


NEW YORK—MIAMI—SAN JUAN 
NEW YORK—ATLANTA—NEW ORLEANS—MOBILE—HOUSTON 
CHICAGO— ATLANTA—MIAMI—SAN JUAN 


® Reserved space on every Freighter flight. 

® Pressurized and temperature-controlled. 

® Flights daily except Saturday and Sunday nights. 
® Pickup and delivery service available. 


In addition, Eastern offers freight space on over 400 daily passenger 
flights — including DC 8-B Jets and Prop-Jet Electras—to 128 cities 
in the United States, Canada, Bermuda, Puerto Rico and Mexico. 


For Information and Freight 


Reservations, call your 


Freight Forwarder, Cargo Agent or Eastern Air Lines. 


EASTERN |AIR LINES 


Victoria, 700* (ps), $570*; 4-dr., 
$504* (ps); 4-dr. Victoria, $605* (ps); 
Custom 300 (6) 4-dr., $460, 
| °56 Custom (8) 2-dr., $360, $350; Fair- | 
| lane (8) conv., $350*, $245; 4-dr., 
| $235°. 
’54 Custom (6) 2-dr., $105. 
’53 Main (8) 2-dr., $165. 
IMPERIAL—’58 Imperial 4-dr. hardtop, 
$1,650* (ps). 
’57 Imperial 4-dr., $1,225* (ps). 


LINCOLN—’ 61 Continental Mark VI 4-dr. 
hardtop, $4,875* (ps). 
’59 Premiere 4-dr. hardtop, $1,850* (ps). 


’53 Capri 4-dr., $130* (ps). 
MERCURY—’58 Monterey 4-dr. hardtop, 
$925* (ps), $800* (ps), $630*; Park 


Lane 4-dr, hardtop, $750* (ps). 

’57 Montclair 2-dr. hardtop, $790*; Mon- 
terey 2-dr. hardtop, $450* (ps). 

56 Montclair conv., $475*; 2-dr. hard- 
top, $450* (ps); Custom 2-dr., $310*. 


’55 Custom 4-dr., $375*, 
OLDSMOBILE—’61 (88) Fiesta 4-dr., $2,- 
450*. 
760 (88) 4-dr. Holiday, $2,400* (ps), 
59 (98) conv., $1,830* (ps); 4-dr, Holi- 
day, $1,830* (ps), $1,780* (ps); (88) 


Super 4-dr. Holiday, $1,745* (ps), 
57 (88) Super 2-dr. Holiday, $700* (ps); 
(98) conv., $665* (ps), $640* (ps), 
’56 (88) 4-dr. Holiday, $375* (ps). 
’55 (88) 4-dr. Holiday, $300*. 
PLYMOUTH—’60 Suburban (8) 4-dr., $1,- 
350*; Savoy (6) 4-dr., $1,305. 
’59 Fury (8) 2-dr. hardtop, $1,080* (ps); 
4-dr. hardtop, $1,050* (ps); Belvedere 
(8) 4-dr., $975*%; Savoy (6) 2-dr., 
$840*. 
’57 Suburban (8) 4-dr., $750* (ps). 
’55 Belvedere (6) 4-dr, hardtop, $200*. 
PONTIAC ’60 Catalina 4-dr., $2,355* 
(ps). 
’59 Star Chief 4-dr. Vista, $1,725* 
’57 Chieftain 4-dr, Catalina, $860*, 
’56 Star Chief 2-dr. Catalina, $400*. 


DETROIT 


Auto Auction, Sale every 
Tuesday. Prices are for sale of Jan, 31. 
760 and ’59 models are in great demand. 
Sold 97 cars from 142 consignments. 


BUICK—’59 Invicta 4-dr., $1,580* (ps). 


(ps). 


State Fair 


’57 RM 4-dr., $700* (ps); Special 4-dr., 
$495*, $485*. 


’55 Super 4-dr., $335*. 
’54 Century 2-dr. Riviera, $275*. 


CADILLAC—’55 (62) 4-dr., $505* (ps). 
CHEVROLET—’58 Brookwood (6) 4-dr., 
$865*, $825*; Biscayne (6) 2-dr., $865", 
$785*; Bel Air (6) 4-dr., $850*. 
’57 One-fifty (6) 4-dr., $500*; Two-ten 
(6) 2-dr., $470*. 


’56 Bel Air (6) 2-dr., $500; 4-dr., $375*; 


Bel Air (8) 4-dr., $455. 

55 Bel Air (8) 2-dr., $400*; Two-ten 
(6) 2-dr., $305*, $275*; Two-ten (8) 
2-dr., $300*. 

CHRYSLER — ’5S Windsor 2-dr., $885* 
(ps), 

’57 Windsor 4-dr., $595*. 

755 NY Town & Country, $550* (ps). 
DeSOTO—’ 57 Fireflite 4-dr., $615* (ps). 
DODGE—’60 Matador (8) 2-dr., $2,065* 

(ps). 
759 Coronet (8) 2-dr., $1,240*. 


’58 Coronet (8) 4-dr., $630* (ps); conv., 


$600* (ps). 
FORD—’60 Country Sedan (8) 4-dr., $1,- 
860* (ps). 

759 Galaxie (8) 2-dr., $1,310*; Custom 
300 (8) 2-dr., $1,250*%, $1,080* (ps); 
Custom 300 (6) 2-dr., $840; Fairlane 
500 (8) 4-dr., $1,185* (ps). 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
800*; Custom 300 (8) 2-dr., $815*; 
Custom 300 (6) 2-dr., $625*; Fairlane 
(8) 2-dr., $710*; Country Sedan (8) 
4-dr., $680* (ps). 

’57 Custom (8) 4-dr., $610* (ps); Fair- 
lane 500 (8) 4-dr., $555* (ps); 2-dr., 
$460*, $430*, 

756 Fairlane (8) conv., $415* (ps); 
Ranch Wagon (6) 2-dr., $340. 

’55 Country Sedan (8) 4-dr., $560*; Cus- 
tom (8) 2-dr., $295*; Ranch Wagon 
(8) 2-dr., $275*; Fairlane (6) conv., 
$260*. 

’54 Custom (8) 2-dr., $205*. 

IMPERIAL — ’57 Imperial 4-dr., $1,080* 
(ps). 

LINCOLN — ’'56 Premiere 2-dr. hardtop, 
$730* (ps). 

MERCURY—’5S8 Park Lane 2-dr, hardtop, 


$925* (ps). 

’57 Montclair 2-dr. hardtop, $595*; Mon- 
terey 2-dr., $440*. 

’56 Custom 4-dr., $330. 


OLDSMOBILE — ’60 (88) 4-dr., $2,085* 
(ps). 
’59 (98) 4-dr., $1,750* (ps). 
’57 (88) 2-dr., $710*, $595*; 4-dr., $625* 
(ps). 
’56 (98) 4-dr., $450* (ps); (88) 2-dr., 
$345*. 


Columbus Coated Elects 

President, Vice-President 

| COLUMBUS, O.—Columbus Coat- 

|ed Fabrics Corp. has elected C. 

| Gordon Jelliffe president and J, C. 

B, Handley a vice-president. 
Jelliffe, former industrial 


sales 





C, G. Jelliffe J. C. B. Handley 


| vice-president, succeeds Henry A. 
| Flaharty, who will serve as board 
chairman. Handley formerly was 
manager of the firm’s Detroit of- 
fice. 








| 


pinnae 






PLYMOUTH—'59 Belvedere (8) 2-dr., $1,- '5S7 One-fifty (6) 4-dr., $455*. 
060*, $780*; Belvedere (6) 4-dr., $675* 56 Bel Air (8) 2-dr $620*. 
(ps); Suburban (6) 4-dr., $900, 40; | CHRYSLER—’59 Saratoga ‘%4-dr., $1,580* 
Fury (8) 4-dr., $860; Savoy (6) 2-dr., (ps) 
$600. | DeSOTO—’'57 Fireflite 2-dr. hardtop, $680* 
*58 Savoy (8) 4-dr., $600*, $525*; Belve- (ps); 4-dr., $650* (ps) 
dere (8) conv., $505* (ps). DODGE—’57 Royal (8) 4-dr., $630* (ps). 
’57 Suburban (8) 4-dr., $640* (ps), $575* | FORD-—’60 Falcon (6) 2-dr., $1,300, $1,- 
(ps), $575*; Belvedere (8) 4-dr., | 150; Ranch Wagon (8) 2-dr., $1,275. 
$415*; Savoy (8) 4-dr., $350. '59 Thunderbird (S) 2-dr, hardtop, $2,- 
’56 Suburban (6) 4-dr., $320*; Savoy 050* (ps); Country Sedan (8) 4-dr., 
(6) 4-dr., $275. a $1,435* (ps), $1,150; Fairlane (8) 4- 
PONTIAC—'56 Star Chief 2-dr., $330*. de. $1,270° (pa), $1,000° (Pa); 2-0, 
AMBLER—’59 Cus (6) Cross Coun- $96 
" crag py mel ‘eo station | 58 Country Sedan (8) 4-dr., $940° (ps). 
wagon, $900; Super (6) 4-dr., $885. | °%_,Fairlane 500 (8) 4-dr. Victoria, 
‘58 Deluxe (6) 4-dr., $665. ; $700*; 2-dr, Victoria, $650*; Country 
’57 Deluxe (6) 4-dr., $475* (ps) Sedan (6) é-dr., $590° (pe); Bairmne 
STUDEBAKER—’59 Lark (6) 2-dr., $690 eae as NO") Cutens ee e 
, 7 $350. 


'55 Fairlane (8) 2-dr., $425*, 


DAYTONA BEACH, FLA. | trncoL~N—'56 Premiere 4-dr.,'$535* (ps). 
Florida Auto Auction. Sale every fase. | ee ee "68 (98) 4-dF. Seeman, 
day. Prices are for sale of Jan, 31. | ae ee wae Q7re 
BUICK—’59 Century conv., $1,630* (ps); 1.5 sd a S00. 
{ , * ox -dr., ° 
” oye ° ee $1,615* (ps). 
$700*. vig 
<> ms x 59 Sub 2 -dr. (9 pass.), $1,380* 
57 RM 4-dr. Riviera, $855* (ps). po Bubuewen (S) 
CADILLAC_"60 (62) 2-AF. “hardtop, $3,- | oS ee ee 
340* (ps). ° eet 8) 4-dr., $775. ne 
'59 (60) Special 4-dr., $3,110* (ps); de| ,22 Savoy (8) S-dr., $425. 
Ville 2-dr. hardtop, $3,040* (ps), | _,'56 Savoy (8) 4-dr., $330. — . 
58 (60) Special 4-dr, hardtop, $2,340 | RAMBLER 61 American (6) station 
(ps); (62) 4-dr., $1,740* (ps). i ne ee , 
'56 (62) Sedan de Ville, $915* (ps) 60 Ambassador (8) Custom 4-dr., $1,- 
, $9 Ss). ° 
'54 (62) 4-dr., $455* (ps), a) aa = ‘ 
CHEVROLET—'60 Nomad (8) 4-dr., $1,-| VALIANT "60 Valiant 4-dr., 2 at $1,300. 
925* (ps); Brookwood (8) 4-dr., $1.- MISCELLANEOUS 49 Ford pickup, $350. 
785; Corvair (6) 4-dr., $1,350", §$1,- Si rida al 
255, $1,250. — Auctions in Brief oma 
"59 Kingswood (8) 4-dr., $1,550* (ps); | . 
Impala (8) 4-dr., $1,120*, $1,110*| CHICAGO 
(ps); Impala (6) 4-dr., $1,065* (ps). | Arena Auto Auction, Sale every Tuesday 


(Feb. 31). Terrific sale, Market red hot on 
all cars, Sold 368 cars from 601 consign- 
ments. 


’58 Impala (8) sport coupe, $1,225* (ps); 
Biscayne (8) 2-dr., $785; Bel Air (6) 
sport sedan, $640* (ps). 


SOLID PROPOSITION 
added, Profits! 


Draw-Tite 


HITCHES - WINCHES - COUPLERS 


Trailering continues to “bust out” all over. 
Dealers are finding more and more customers 
are towing trailers—small boat-, large boat-, 
horse-, and travel-trailers. Your best deal is 
selling them DRAW-TITE custom-built 
hitches. Over 20,000 dealers acclaim DRAW- 
TITE’S SOLID PROPOSITION —depend- 
ability that guarantees customer satisfaction, 
strictly competitive selling prices, profits that 
are good, real good! 


You’ll like DRAW-TITE SOLID, one-piece 
hitches—made to fit every car make and model 
—welded one-piece construction—no adjust- 
ments, welding, or assembly—no parts to lose! 
Immediate factory shipments eliminate in- 
ventory problems. 



















REGULAR 
TYPE HITCH 


2000 Ibs. g.w. capacity 


HEAVY-DUTY TYPE HITCH 
5000 Ibs. g.w. capacity 








SE 
PRECISION MADE WINCHES 


Straddle-mounted gears. 
Up to 3500 Ibs. g.w. capacity. 


TRIGGER-LOCK COUPLERS 


Cam-tension action. 
Stainless steel spring. 


Write for Dealer Information, 


TRAILER PRODUCTS DIVISION 


DRAW-TITE MANUFACTURING COC. 
Belleville 5, Michigan 











The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional eauipment. 

(Copyright, 1961, by Automotive News) 
BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat, wag., $2,681; deluxe 4-dr. 






2-seat stat. wag., $2,816. 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 


stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invicta—-4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620. Electra 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Eleetra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 
Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 
CADILLAC—Series 62 -—-4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 
CHEVROLET—Corvair—Series 500—4-dr. 


Rambler Dealers 
Get 3 Types of 
61 X-Ray Booklets 


DETROIT.— Three 1961 X-Ray 
booklets which compare cars by 
price groups are now available at 
all Rambler dealerships, according 
to Fred W. Adams, automotive sales 
manager of American Motors Corp- 
oration. 

One is for economy compacts, one 
for low-price makes, and the other 
for luxury models in the low-price 
field. 


AUTOMOTIVE NEWS, FEBRUARY 13, 1961 

















The first compares the Rambler 
American, Corvair, Falcon, Lancer, 
Valiant, Comet and the Lark. The 
second covers the Rambler Classic, 
the standard Ford, Chevrolet and 
Plymouth, Pontiac Tempest, Olds- 
mobile F-85, Buick Special, Dodge 
Dart and Studebaker. The third 
compares the Ambassador V-8 with 
the Ford Galaxie, Chevrolet Impala, 
Plymouth Fury, Dodge Dart Sen- 
eca, Mercury Meteor and Pontiac 
Catalina, 

Each of the three booklets con- 
tains 28 pages with approximately 
150. comparative photographs and 
a series of charts covering prices, 
interior and exterior specifications, 
engine performance data and spec- 
ial features. 

A million copies of each booklet 
have been printed, the largest total 
in the 21 years that the X-Rays 
have been published, Adams said. 


Sunday Repeal 
Tabled in Indiana 


INDIANAPOLIS.—A House com- 
mittee has voted to pigeonhole a 
bill calling for a repeal of a state 
law which forbids retail auto sales 
on Sundays. 

Rep. Anthony J. Adolfi, Indiana- 
polis Republican and sponsor of 
the bill, said he will urge commit- 
tee members to reconsider and 
place the bill before the House 
without recommendation. If that 
fails, he may try to muster the 51 
votes needed to pry the bill out of 
committee. 

Adolfi said he opposes the Sun- 
day sales ban because it is “class 
legislation and therefore unconsti- 
tutional.” The Automobile Dealers 
Assn, of Indiana favors the Sun- 
day closing, and several ADAI 
members testified to that effect at 
a hearing on the repeal measure. 


GM Sued for $50,000 
In 758 Brake Failure 
MARTINEZ, Calif.—General Mo- 
tors and Fitzpatrick Chevrolet, Inc., 
of Concord, are being sued for 
$50,000 as the result of a customer’s | 
accident in a new car. 
Ferol Prater of Martinez alleges | 
the brakes were faulty on a ’58 
Chevrolet she and her husband pur- 
chased in December, 1957. She} 
blames the alleged brake failure 
for an accident in January, 1960, in 
which she was injured. The suit 





was filed in Contra Costa Superior 
Court. 


all Series 98 models and on Super 88 Star-/|sed., $1,930; 2-dr, 2-seat stat. wae, 9 
fire conv.)- 165; 4-dr, 2-seat stat. wag., $2,214 Cu 
PLYMOUTH — Valiant — V-100 — 4-dr. | tom—4-dr, sed., $2,109; 2-dr. sed., §2,q 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat| conv., $2,369; 2-dr, 2-seat stat. wag 
stat. wag., $2,327. V-200—4-dr. sed., $2,-) $2,295; 4-dr. 2-seat stat. wag., $2,3445 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat Classic—Deluxe Six—4-dr. sed., 0 
stat. wag., $2,423. 4-dr. 2-seat stat. wag., $2,437. Super Sh 
(The following prices are for six-cylinder | 4-dr. sed., $2,268; 4-dr, 2-seat stat. 
models, For V-8s, add $119.) Savoy—4-dr. | $2,572; 5-dr, 3-seat stat. wag., $2,697, 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat; prices are for six-cylinder models, For| sed., $2,310; 2-dr. sed., $2,260. Belvedere— | Custom Six—4-dr. sed., $2,413; 4-dr, 
Stat. wag., $2,266. Series 700—4-dr. sed.,| V-8s, add $116.) Meteor 600—4-dr. sed.,|4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr.| seat stat. wag., $2,717; 5-dr, 3-seat stag 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. $2,471; 2-dr. sed., $2,417, Meteor 300 —| hardtop, $2,461. Fury—4-dr. sed., 2,575; | wag., $2,842. Super V-8—4-dr. sed., $3 
wag., $2,331. Monza 900— Sport coupe,| 4 4, eq $2 640: 2dr. 90d $2,595: 4-ar,| 4-4r. hardtop, $2,656; 2-dr. hardtop, §2,-|397; 4-dr. 2-seat stat. wag., $2,701; 
$2,201; 4-dr. sed., $2,201. Greenbrier—| 0° °°" pes ce wane ' oe in pea | 099. Station Wagons—2-dr. 2-seat Deluxe,|3-seat stat. wag., $2,826. Custom V. 
Sport Wagon, $2,651. | hardtop, $2,721; 2-dr, hardtop, $2,656. | so 602; 4-dr. 2-seat Deluxe, $2,668; 4-dr.|4-dr, sed., $2,512; 4-dr. 2-seat stat. wa 
(The following prices are for six-cylin- | cae os we ae $2,869; 4-dr. 2-seat Custom, $2,761. Plymouth WV-8—| $2,816; 5-dr. 3-seat stat, wag., $2,941, 
der models, For V-8s, add $107.) Biscayne | o OP os ara ion 'W, ardtop, $2,876; | (on the following models, a V-8 engine Ambassador—Super V-8—4-dr. sed., $3 
4-dr. sed., $2,316; 2-dr. sed., $2,262; ou _ “Mt Stat 2, 8 agons—Commuter | ;. standard and a six-cylinder engine is| 537; 4-dr. 2-seat stat. wag., $2,841; 5-dr, 
utility sed., $2,175.’ Bel Atr—4-dr. sed.,| tr ov vcaty good Conny Pommuter V-3| not available). Fury V-8—Conv., $2,967. | 3-seat stat. wag., $2,966. Custom V. 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop,| 4 0.,7 34 erent solony Park V-8 4-dr.| station Wagon V-8—4-dr. 3-seat Custom, | 4-dr, sed., $2,682; 4-dr. 2-seat stat. wa 
$2,554; 2-dr. hardtop, $2,489. Impala—4- | vere: Senne $2,990; 4-dr, 2-seat Sport, $3,024; 4-dr.| $2,986; 5-dr, 3-seat stat, wag., $3,111. 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. OLDSMOBILE — F-85 — Standard 4-dr.| 3-seat Sport, $3,134. STUDEBAKER—Lark Deluxe Six—4-dr, 
hardtop, $2,662; 2-dr. hardtop, $2,597;| 8€d., $2,384; deluxe 4-dr. sed., $2,519; PONTIAC—Tempest—4-dr. sed., $2,167;| sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-g 
conv., $2,847. Station Wagons—4-dr. 2-seat| Standard 4-dr, 2-seat stat, wag., $2,681;|4-dr, 2-seat stat. wag., $2,438. stat. wag., $2,290; 4-dr. 2-seat stat. w; 
Brookwood, $2,653; 4-dr. 3-seat Brook-| deluxe 4-dr, 2-seat stat, wag., $2,816. Catalina—4-dr. sed., $2,702; 2-dr. sed.,| $2,370. Lark Regal Six—4-dr. sed., $2,155; 
wood, $2,756; 4-dr. 2-seat Parkwood, §2,- Dynamic 88—4-dr. sed., $2,900; 2-dr.| $2,631; 4-dr. hardtop, $2,842; 2-dr. hard-|2-dr, hardtop, $2,243; conv., $2,554; 4-dr) 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr.| sed., $2,835; 4-dr. hardtop, $3,034; 2-dr.| top, $2,766; conv., $3,078; 4-dr. 2-seat|2-seat stat. wag., $2,520. Lark Deluxe Vq 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, | hardtop, $2,956; conv., $3,284; 4-dr. 2-seat | stat. wag., $3,099; 4-dr. 3-seat stat. wag.,|—4-dr. sed., $2,140; 2-dr. sed., $2,0703 
$2,992. Corvette—Conv, (V-8 std.), $3,934.| stat. wag., $3,363; 4-dr. 3-seat stat. wag., | $3,207. Ventura—4-dr. hardtop, $3,047; 2-| 2-dr. 2-seat stat, wag., $2,425; 4-dr. 2-se; 
CHRYSLER—Newport—4-dr. sed., $2,-| $3,471. Super 88—4-dr. sed., $3,176; 4-dr.| dr. hardtop, $2,971. Star Chief—4-dr. sed.,| stat. wag., $2,505. Lark Regal V-8—4-d) 
964; 4-dr, hardtop, $3,104; 2-dr hardtop, | hardtop, $3,402; 2-dr. hardtop, $3,325;| $3,003; 4-dr. hardtop, $3,136. Bonneville—| sed., $2,290; 2-dr, hardtop, $2,378; cony, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. | conv., $3,592; Starfire conv., $4,647; 4-dr.|4-dr. hardtop, $3,331; 2-dr. hardtop, $3,-| $2,689; 4-dr. _2-seat stat, wag., $2,6§ 
wag., $3,541; 4-dr. 3-seat stat. wag., $3,-|2-seat stat. wagon., $3,665; 4-dr. 3-seat| 255; conv., $3,476; 4-dr. 2-seat stat. wag.,| Lark Cruiser V-8—4-dr. sed., $2,458. Hawi 
622. Windsor — 4-dr, sed., $3,218; 4-dr,| Stat. wag., $3,773. Series 98—4-dr. sed., | $3,530. V-8—Sport coupe, $2,650. i 
hardtop, $3,367; 2-dr. hardtop, $3,303. New | $3,887; 4-dr. hardtop (sloping roof), $4,021; RAMBLER—American—Deluxe -— 4-dr. WILLYS—Jeep—2-dr. 2-seat stat. 
Yorker—4-dr, sed., $4,123; 4-dr, hardtop, | 4-dr. hardtop (flat roof), $4,159; 2-dr. hard- | sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat| (4 cyl.), $2,095; 2-dr. 2-seat stat. wi 
$4,261; 2-dr, hardtop, $4,175; conv., $4,-|toP, $4,083; conv., $4,362. (Hydra-Matic,| stat. wag., $2,080; 4-dr, 2-seat stat. wag., (6-cyl.), $2,343.57. (Both are two-whesk 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr.| power steering, power brakes standard on! $2,129. Super—4-dr.  sed., $1,979; 2-dr.!drive models.) 
3-seat stat. wag., $4,871. 300-G—2-dr. | - - = 
hardtop, $5,411; conv., $5,841. (Torque- 
— oe steering, power brakes stand- e © 4 
ard on New Yorker and 300-G.) N C ] C R t t 
COMET—4-dr, sed., $2,053; 2-dr, sed., ew LCommerclial-Uar egis rations, 
$1,998; 2-dr, 2-seat stat. wag., $2,310; 4- 
dr, 2-seat stat, wag., $2,353, 
DeSOTO—4-dr. hardtop, $3,167; 2-dr. | 34. St t f D b 1960 1959 
hardtop, $3,102. ; aes - a es or ecem er, a 
eet ae en ee 170—-4-dr. sed., 
,041; 2-dr. sed., $1,979; 4-dr. 2-seat stat. ii i 
wag., $2,354. 770 Serles—4-dr. sed., $2,-|| lvek se cong cc: ag Me WE oe Dia- 6. | Inter- 
137; 2dr. sed. $2,075; | 2-dr, hardtop, || by R. L, Polk representatives in | 'rock-| Chev-| mond M. |nation- eee] white | wi Tat 
$2,164; 4-dr. 2-seat stat. wag., $2,449. , Ag ® “ y way | rolet | 7 |Dodge| Ford | ¢! al | Mack | baker | White | Willys | Misc. | TAL 
estes are for six-cylinder mod- state capitals. 
els. -88, 2 Ss —4- | | 
sed., $2,990; Siar pod. SO oTBs der dnni| 19 States Previously 60 | 9| 4572) 15| 643|«4333/ «1058 1851 222/87! 259) 919/469) 1448 
stat. wag., $2,695. Pioneer —4-dr. sed., _ Reported for December _ 67] i 2441) 76 642| _4377| __—789|_—_—-2063 __225| ___ 38} 220) _—*1827| 699) 13408 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, | Arizona "60 | 298} I 55 281 88 40 3| 9| 9| 25) 23) 32 
Pak 4-dr, 2-seat stat. wag., $2,787; ‘59! 190} 70 319 85) 92 13} 2) 9} 26} 57 
-dr. 3-seat stat. wag., $2,892. Phoenix— a . an ———— 9021.» 481~~Ct«“Ci«‘O a 2a..—0OClUUMnn(<a<iasssétat Pez 
f-dr. sed., $2,595; 4-dr. hardtop, | $2,677; er al 7A + a7 = 4 1| 4 2| 5 8 
2-dr. hardto Z. : , R i e = a = Si lass 4 on = aot — wei — 
$2,988. ee eee eee) ered eaene "60 391, 4|~«68|~=Cia42|—StiA|Ct*«éiSSC:*«‘i 9) 5) 17) 3) 
Polara V-8—4-dr. sed., $2,966; 4-dr, = anil | 29] 3} 53] 34m] 74]_ tt} Ss] 5} | 74] 
hardtop, $3,110; 2-dr. hardtop, $3,032; | Connecticut "60 1} 136| 2 38 110 37) 69) i 9) 10) 81) 54) 558 
oo cst #203) en tage stat. wag., '59 4) 68) 2 30 106 26| 88) 18 1] 34 55) _34 _466 
3,294; 4-dr. 3-seat stat. wag., $3,409. = ‘ | | ; ; | } 1 | 
FORD —Watcont-ir. sed. $1,074; 2a | FO" 39 Pr ee ee ee ee eee 
sed., ,912; 2-dr, 2-seat stat, wag., $2,- — —— — — 5 ; 
225: 4-dr, 2seat stat. wag. $2,208 Georgia ‘60| 322| “ow Ul | 7| , 8 Foe 
‘The following prices are for six-cylinder EN gc J a a _ 33] 397| 60] 106} Ss Pt 10} 12] 40|__ 9a 
models. For V-8s, add $116.) Fairlane—j| ||\inois ‘60 | 1260} 5 151} 883 283) 487) 30! 32) 53) 145 138) 3467 
ly sed., ee oe sed., $2,261. Fair- '59| 734 26 161 1040 174} 788 52) 1} 53) 158 220, = 3417 
jane 500—41-dr, sed., $2,430; 2-dr, sed., $2,-| (js: ——— epee mmo os a a a - F = ‘| —- — 
376, Galaxle—4-dr, sed., $2,590; 2-dr. sed.,| “?'"® > 3 al | 108 4 38 | ;| 1 2 0 4 3 
2,536; 4-dr, hardtop, $2,662; 2-dr, hard-/| ~ a 7 — — sees : ! oad , ! — J 
top, $2,597; starliner 2-dr, hardtop, $2,-| Massachusetts 60 5 153| 3| 34) 187| 58) 114} 8 4) 22 76| 82) 746. 
597; conv., $2,847, Station’ Wagons—2-dr. pen, : Senn Se 81 a | | i] __37|_ S| 38) 
2-seat Ranch Wagon, $2,586; 4-dr, 2-seat| Minnesota "60 417) 2 47 410 % 117 3| 10} 2 13} 34) ST 
ae aon ao 4-dr, 2-seat Country '59 251} I 40) 417 76| 212 15} 2) I) 14} 39| a 
edan, ,752; 4-dr, 2-seat Country Sedan — —S “CA = ; a7) e | oe 54 i * 
$2,856; 4-dr,'2-seat Country Squire, $2,-| Montena . oi | = pe 7 > 7 4| 4| =I a aie 
941; 4-dr, 3-seat Country Squire, $3,011. sani = 59 vant we — _—— at —— = - — - 
Thunderbird (V-8 std.)—2-dr, hardtop, | New Jersey "60 9 471 | 8 81| 465 162 214 35) 10 49 | 198 | 94; = 17969 
$4,170; convy., $4,637. (Cruise-O-Matic | '59| 36 234) 20 66 438 103 258 89) 4) Ht} 94 137| 159% 
transmission, power steering, power brakes | Pennsylvania 60 26| 1028) 10} 227 712 261 464 112) 38) 46) 364) 121! 09 
standard on both models.) 'S9| 19 439| 29| 204 791 157} 646 131} 24| 103| 267 153) 2963) 
IMPERIAL—Custom—4-dr. hardtop, $5,-| —— ont i 7 “5i ae a a 
109: 2-dr. hard 2° & ee Utah 60 169! | 48 190 57| 78 2 3) 4) Ny I1| 574 
: 2. top, $4,922.50. Crown—4-dr. 59 110] 1 57} 181} 30) 43 3| } 12) 21 15 4. 
hardtop, $5,647; 2-dr. hardtop, $5,403; | — 59] = a aes et | rw aT I 4 | tot 414 
conv., $5,773.50. LeBaron—4-dr. hardtop, | Wyoming *60) | 164! H 26 153 60 37) 2) 4) 5| 44 12} 508 
7ee08. (TorqueFlite, power steering, power '59| | 77| | I 139 28 40 I! 6! 26} 10} 339 
brakes standard on all models.) 34 States Reported 0; Si) 10633) +59, +1588) 9529/2687) 3975| 503) 235 497) 2197) ta77) 33231 
a6 G67, dete ee Tae 1 cr. cet..| To Date for December ‘59, —-79|_—«5829| ~—«77|__—*1544} 10030) ‘1903 5030) | 109 671| 2862/ «1691/3056 
transmission, power steering, emer bamines, Year 60 1057| 301806! 2374) 41674) 267937) 79271| 106808) 10650 5645; 13798) 30150| 42309) 903479 
radio, heater standard on both models.) | _ To Date _ 7 59 1164) 298415) 2912} 50811| 281330) 67502} 104623) 13172) 5785) _14906| 29710) 40277! 910607 
Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 

























































































MERCURY—(Meteor 600 and Meteor 800 























New Passenger-Car Registrations, 31 States for December, 1960-1959 
































581/715! 


235597 
189841 


Car registra- 
tions as com- = Chrys- 
piled by R, L. — ler 
Polk & Co. bler 
10 States 60; 2373! 602! 83| 76| 1781| 2803 5345) 10849 148 | 899! 1291! 13187| 1881] 823] 11516] 2129] 2494) 18843} 621! 3774 
For December '59| 2202 452| 84)  180| 1629] 2519] +4864) ‘10864! 108 189) 988 —|_12149|__ 1043) 392) 4676 —«'1:127|_—«*1235!—— 8473) ~—972|_—+5319 
Arizona "60| 288 34) 9| “B| 143) +176] + 367| + ~—836] 29 76; 167) ~=~+1108) ~—«139 88; 1115 207; 247 _—«s1796| 59 219 
'59 230 28 | 14} 9| 145) 69} —365]_—ts9] st} 43} 05] ss] 325] 83] 45) 464} 107] 126] =~ 825) 7) 485 
Arkansas. ———s« 600 nhlUClhCOS 67| 67| 151/397 | 5 32/ 43 477| 71| 28| 479) 88 103 769| 12 71 
'5g| 54 12 3| 10) 59 66] 150) 478 | a a a 43; 8| 234 57 40; 382} 19135 
Colorado "60! 405 81 10 9/194 304, -598| + ~—-1303| l 29 149 151| 1632 258; 105; 1627 296 364, 2650) 88) 455 
'59| 354 53 16] 10} 221-274 574| 1370} —33|_—Ssst4| ~—s56} |S 1573] 159) 4} 837] 228; 1453] —sNI| 489 
Connecticut "60 549 124, +16)  ~ +13| 316) 558] 027| 1397] 37| 163} 290) ‘(1887 273 175, 1636) 376| 468) 2928 179 
; __'59 577, 94 16! 28; 314 614] 1066] _—_—*1432| 21| 43| 172; ~— | (1668 =i él! —6l4|_—s8t| 24} 1201} ~—209|_—*105 
Delaware —‘60 80; 19 ay 6 84, 80) S194) 339) | 6 31] 32] 408} 76] 39) B17] 73] 21 15 86 
Se '59 70 12 5| 8| 74/\ 96) 195 246| 4| 6}... 19) | et ee A ST) 0] 275 | 25|. 142 
Georgia "60 194 43 6 10 164 279 502; 1164 20 70; 142) ~=—«1396| 222) ~—Ss«*dt'2|—=sé«*i437|~Ss«278 303) 2352/ 46, 390 
59] 277|_— 47 8} 14] 187] ~—-2a9} — 485] 656) = 5} St} Sto} S| S802} 2} 52) 733} 193) 22t} 3 tt] 155] 645 
Hawaii "60 42 26! 2 28; +196) 252; 308 2 14| 42 366 | 52| 31| 438] 88) 67; 676} | (162 
'59 43 25| 3 | 52} 190/ 276] 298 5] 2). = Zip. al = Gee 18} 7| 238! 42 23| 328 36 321 
Idaho "60 187 37 6) 10-125) 70; 248/ ~=—-367| 12| 66) 64 509| 136 60! 466 142; 146 950 37|. «51 
59 14] 17 g| 8} 17] 77} 2271 ~—(363! io} = 8}_— 3} Ss] S444} 58] 22] 245 | 50] 91| 464 57| ‘(142 
Ilinois 60! 2492 676 150 62; 1494) 2252) 4634) 8072! 245| —-:1095| ~—«953| (10365| 2648) +=—«:1134| 11563)  3285|  3590| 22220;  559| 1600 
_'59} 2393) 515 168} 190] —-*1448| 2252} 4573] 9167} — 146] 344] 126) | 10783) 1528 563; 5749| 1620/ ~—-2088/ «+1548 848) _—-2690 
Maine "60 180 35 6| 1) 4) 27} 391] 8) 51) 63 513] 99| 51|  — 639/ 81; 123) —993| 54, —«*172 
__'59 150! 15] 4| 13] 86 9| 214] 431] —si2j_—S st}, 43f Sf} SS} 5] 285] 38 57| 436] 54] 279 
Massachusetts ‘60 734 151 23 18 345; 594) 1131] ——«:1923] 45 | 176| 252| 2396, 416) 233| 2119) 594! 452| 3814) 124) 571 
'59 836 116 36! 58! 426 708] 1344| 2366] 35 89} 225] ~ = |_—27i5] ~—233 106} 940} 325) 266) 1870) 184) 1263 
Nebraska 60 260 73 10 12 308; 328/ += 731| ~—«1515| 8| 189; 90{ 1802) 291 143] 1775| 381/362) ~—-2952| 62| 217 
ae '59 213 55 17) 17 170| 208) 467! 1624! 17 27| stl] 1809} 155] 42| 722} —*130/_~—=—s153)_—«1202}~—s12| 228 
New Jersey 60) 1241 539 88 48| 788) 1356) 2819) 3573] | 125) 441; 507) 4826| 987 739| 4762) 1187; 1336) 9011 338) 1166 
'59| «1176 335 95| 114) 810|__—«*t410|—-2764! ~—-4060/ 47| —‘157| 507} ss |_—s477t|_~—s618| ~—-343)_~—«2312| +752 744 4769] 461| 2339 
Ohio 60/1351 402/ 72 63/1105) 1368! 3010| 5992! 151| 776|  757| 7676| 1609 710! 6802/ 1834) 2343| 13298] 355) 1252 
aa '59| 1656| —«306) = 79! __—stgt| _—*1169)_~—«*4834 3569) 7700)_~—s 106}_—S 183) 972] ~—Ss | = 8961) ~— 1021 ~— 375) 4402) ~—«*04)~—s1132| 8034) ~—586) ~—2730! 
Pennsylvania "60; 2034 568 92! 93) 1480/ 1898) 4131|  5606| | 130] 684 847| 7267; 1440 749| 6752; 1617) 1666) 12224) 541) 1845) 
59] 1993 469 99 217| 1548} 2165] 4498] 5445] —16)_———s*176 775| ___—s«|_—«6512| ~— 736] ~—=— 335] 2955] 819 756| 5601! 786] 2727! 
South Dakota "60 72 12 6| 3| 38) 52; I! = -295| 2| 23| 26| 346! 38 9/321] 78 | 43; 489| 14) 28 
'59 67 14 10 36| 49} 109 309} 9 5} 38] 36!1| 30} 8} 16 44| 35! 283] 32! 34| 
Tennessee "60/430 69 12 15-293] + +=«-394| += 783] ~—«s'ga2t| 26| 155-215! ~—-2317 457 149, 2221 +425) ~=—-556| —-3808| 92| 630 
'59 373 55 12! 34] 261] 246] 608) 1820} 12/ 39| 157| } 2028} ~—-217} 91] 1225] 283} 281) 2097} 130] 47! 
Utah ‘60 226 33 7 15| 175 226 456| 751 16 72| 104) 943/16 94, 735) 177/ 213) 1380) 32) 266 
59 169 2I 6 21 114 155| 317 623| | _10) 66 | = 710 70) 24 = 301 68 95/ 558] 41| 274 
Vermont 60 53 14 2 3 37| 64 120 198 | | 2 7| 25|  —-232| 38 19 228 27 39 351 | 14; ‘(100 
'59 59 i 2 5| 29] 55 102} 170} 2| 4| 23 | 199 21| 4 100 rr 15 151] 24 ‘142 
Wisconsin 60/1618 199 26| 23) 643) 561! 1452! 2899/ 75| 378| 239) 3591! 935) 332) 3760) 1226) 1209; 7462 221| 643 
59! 1776 132 29 57| 633} 538} 1389| 3234] 33] 70} 390! | 3727| 475! 163] 1860 579 509! 3586] 249 542 
Wyoming ‘60 83 18 10| 7| 65| 84; 184) ~—286| | 6! 53| 40| 385! 8! 37 368| «117! 92 695-23) +~=Ss«d4:386 
59 103 14 3 4| 35) 53} 109! ~—-260! 9} 1 53 | 333 44) 141 —‘170} 35) 60! 323] 20/ ~—s«:183 
31 States ‘60! 14967 3767 643! 495| 9787! 13825) 28517! 50562/ | 1127) 5600! 6340! 63629| 12308; 5860! 61276! 14749| 16289) 110482)  3487| 14515 
For December '59! 14912) 2798] = 707|_~—«*N:'194|_--9563] 14003] 28265] 55075! 782} 1458] —6187| | 63502} 6892] 2758] 29360/ 7761! 8399! 55170! 5187] 22805 
Year '60/ 405357 75720| 15491! 22432! 344064! 429143| 886850/ 1351391 | | 19055/ 142869| 148318/ 1661633) 252619) 141157| 1613094) 336101| 379730|2722701| 102398| 489030) 6267969 
_ To Date 59| 347072! 61628] 17620! 41355! 157406] 375334! 653343/1399136! 39834! 27062! 150616! 11616648) 238123] 131791 | 1379167] 350098! 371337| 2470516] 126701| 586006 5800286 





Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
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Correspondent George L. Glaser Writes . . . 


Auto Letter from Europe 


RUSSELS.—The first 1961 Euro- 

pean show got under way with 
one week’s delay due to the strikes 
in Belgium. 

While the new models may not 
appear actually before the Geneva 
Show in March, the Russians pre- 
sented the new people’s car, the 
Saporochjez, equipped with gaso- 
line heater. 

It would be naive to assume the 
Belgians, which are at odds with 
Russia on account of the Congo, 
could buy these cars, 

Most talked about was the as- 
sumption that the Wankel engine 
as car power plant may this year 
make its debut, Progress made by 
Daimler-Benz on this new engine 
gave rise to the rumors. 

* * * 
Porsche Output Up 
— Porsche has found out that 
all previous efforts to reduce the 
backlog of orders have been fruit- 
less, and since Porsche can only 
build more chassis but depends 
on the capacities of its two German 
body suppliers, it. has added two 
new suppliers which agreed to 
make bodies to Porsche specifica- 
tions. 

These are Karmann, of Osna- 

brueck, Germany, and de Jetere, of 


Brussels. The deal should aid 
Porsche dealers in the United 
States. 


* * * 


Looking for Oi 
N POLAND’S Tatra mountain 
range oil deposits have been dis- 


Program to Elevate Selling 
Pushed by American Motors 


DETROIT.—Auto selling as a 
profession—instead of just a job— 
is the goal of a program of Ameri- 
can Motors. 

“The Sales Manpower Develop- 
ment Program is designed to ele- 
vate the quality, prestige and pro- 
ductivity of Rambler salesmen,” 
according to R. M. Downey, pro- 
gram manager. 

It was inaugurated last March 
in Detroit, and conferences have 
been conducted in 25 cities. More 
than 2,500 Rambler dealers, sales 
managers and salesmen have put 
in over 40,000 man-hours at these 
conferences. 

“It is gratifying,” said Downey, 
“to see the interest salesmen have 
in their jobs, and their attendance 
at conferences proves they are en- 
deavoring to gain additional ideas 
on how they can perform more 
professionally.” 

All conference leaders formerly 
were general managers, general 
sales managers or sales Managers 
of dealerships. They conduct dis- 
cussion-type conferences and pass 
along ideas gathered from all 
across the country. 

A distinct advantage of the pro- 
gram is that it is moved from zone 
to zone, making it easier for sales- 
men to attend, Downey said. Ses- 
sions are conducted in universities 
or centrally located hotels, After 
completing the course, each sales- 
man receives a certificate and wal- 
let card signed by Roy Abernethy, 
executive vice-president. 

The conferences are on a contin- 








covered and exploitation has} 
started. 

The British firm AEC has ship- 
ped four 20-ton special trucks to 
the area to assist in the work 
going on. 

At the same time, the Spaniards | 
| have also found the liquid gold, this 
|time in the Spanish part of the 
| Sahara desert at El Aiun. Here four 
|other British trucks, Scammel 
Mountaineers with Leyland en-| 
gines and all-wheel drive, will 
| serve. 


* * * 


Vauxhall Record 


AUXHALL OF ENGLAND re- 
ports for 1960 that for the first 





647 Met Buyers Also 


To Get U.S. Bonds 


DETROIT. — J. W. Watson, 
Metropolitan sales manager, an- 
nounces that 647 Metropolitan 
customers who purchased their 
cars in December will receive $25 
United States savings bonds 
under American Motors’ custom- 
er progress-sharing plan. This is 
in addition to the 34,324 Rambler 
owners participating in the plan. 

Met sales in the last 10 days 
of December totaled 288, an 86 
percent increase over the 155 sold 
in the Dec. 11-20 period, he said. 
During the 1960 calendar year, 
11,689 Metropolitans were sold in 
the U. S., he added, 











uing basis. Salesmen will attend at 
least two conferences a year. 

A highlight of the program is 
the session in which salesmen are 
shown proper use of the tele- 
phone as a prospecting tool. 
After being given the theory of 

good telephoning, the men then are 
given live telephone demonstrations 
by the conference leaders who 
make calls to people picked at ran- 
dom from directories. Invariably a 
source of prospects is gained. 

Many of the men who have at- 
tended these sessions have written 
testimonial letters to American Mo- 
tors praising this type of discussion 
meeting and telling how ideas they 
picked up have improved their at- 
titude toward their job, thereby in- 
creasing their productivity. 

“If salesmen are to gain profes- 
sional status in their communities, 
they must begin with a strongly 
positive attitude toward the pros- 
pect, the product and their dealer- 
ships,’ Downey said. 

The program, as outlined by 
Downey, consists of three parts — 
a three-day conference for sales 
managers, a two-day conference for 
experienced salesmen and a five- 
day conference for new salesmen. 

“In the five-day conference,” 
said Downey, “we give the new 
salesmen 40 hours of concentrat- 
ed study on the basics of selling. 
The majority of sales managers 
or dealers could not give a man 
that type of training in 60 days, 

“The retail automotive salesman 
is an important cog in the wheels 
that keep our economy turning,” 
he added. 

“We make every effort to impress 
upon the salesmen that without him 
selling cars to the buyer, the pro- 
duction of the automotive industry 
would be curtailed substantially. 
Not only would the prime manu- 
facturer be affected, but the many 
suppliers, too.” 

Downey said AMC went into this 
program knowing that it would be 
one of long-range planning and 
with the determination that the 
quality of salesmanship should 
match the quality of product. 

“After only eight months its suc- 
cess is obvious,” he asserted, 

Downey, a 23-year veteran of the 
auto industry, joined AMC a year 
ago to set up the program. He has 
had experience at both the factory 
and retail levels. 











time in that organization’s history 


| better than 250,000 vehicles have 


been produced in one year. More 
than 100,000 trucks are included. A 


| total of 131,000 units went into ex- 


port channels, 
« * * 


New Renault 


. WON'T be long till the Renault | that their rhomboid, rear-engined car is 
small car with front-wheel drive | practical on icy or mountain roads. The 
and utilitarian looks with the small) exotic design came in for criticism from 
four cylinder engine will be going | automotive writers when it was shown at 


on sale. 
” * + 


5 Million Fords 


_ AUTOMOTIVE NEWS, FEBRUARY 13, 1961 


| 
| 


| 
| 


| 
| 


Ford of England has produced 


the 5-millionth vehicle at Dag- 
enham. Output started in 1931. 
* * * 


| Fiat Expanding 


roe has started expanding its 


Miafiori factory, also the Fiat-| 


owned iron and steel works. Fiat 
is convinced that future sales in- 


creases warrant the heavy new in-| 


vestments. 
* * * 


Anchor Points 


OOTES OF ENGLAND has 
started to reinforce the body 
shells at points where safety belts, 
which are increasing in Europe, are 
fastened. 
* cs * 


German Ford Sets Mark 


ORD OF GERMANY celebrated 
New Year’s eve with the news 
that it has built better than 200,000 
units in 1960, which is a new record 
for the plant. 
* 


* * 


Karman, Ghia Building Plant 


— the Germany body 

maker, and Ghia, the Italian, 

have started to build a plant in 

Brazil. Karmann will be the owner. 
* co oe 


Down with Doubts 


ee Sergio Farina, son of 
Pinin Farina, is anxious to let 
all readers of AwvTomMoTiveE News 
know that in spite of doubts con- 
cerning his new rhomboid, rear- 
engined car he is going to prove 
the soundness of the idea. 

We automotive writers said in 
Turin that only one wheel for 
steering in front and one wheel 
for driving in rear may not suf- 
fice on icy or mountain roads. 


| 
| 





Turin. 








Farina's Pet— 


Farina executives are anxious to prove 


* * * 


There are two carrying wheels, | 
also. 

Farina is now trying to eliminate 
any weak spots of this car and 
trying to prove that objections are 
not warranted. 

I will be the last one not to hail 
your efforts, Sergio, if the car 
proves road-worthy! 

* * * 


Will Renault Be First? 


ILL Renault be the first Euro- 
pean maker who will present a 
new model in 1961? 

It may be remembered that I 
reported some time ago about a 
new model, of American compact- 
car size, in preparation at Re- 
nault. 

At that time it was said that the 
car might have some related fea- 
tures to Ghia’s first Selene futur- 
istic prototype as shown at the 1959 
Turin show, 


The car will have a six-cylinder | 


engine in the rear, some new type 
of air suspension and a semi or 
full automatic transmission, 

aa ed * 


Drag Brakes 


ERCEDES-BENZ cars have 
been seen which have air 
brakes installed above the roof. 
These brakes, which have adjust- 





able blades, serve to reduce top 
speeds while testing by adding con- 
trolled drag. Testing at lower 
speeds on regular highways has 
been made safer by this type of 
arrangement. 

Mercedes racing cars used such 
an arrangement several years ago. 
* * + 

Army Simplification 
_— German Army has started 
on a program of simplification 
which should lead to the use of 
ADVERTISEMENT Fs 


45° 


only five types of different vehicles 


in a few years. 
In contrast to this, the United 
States Army uses the standard 


| U. S.-made military vehicles as well 


as a number of civilian-type Ger- 
man-made trucks, buses and pas- 
senger cars in its Berlin Command. 
* * * 

Taunus in Denmark 

N COPENHAGEN, DENMARK, 

where women smoke cigars in 
public and where food is excellent, 
Ford is starting to assemble the 
new German Taunus models. Pre- 
viously, only the British Ford cars 
had been assembled in that city. 

The prices for the new Ford 
Taunus in Sweden have been 
lowered by about 11 percent 
against the previous Taunus type, 

The Taunus sells to the Swedes 
a bit lower than the Volvo PV 544 
and the new Opel Record. 

* * * 


Belgium Bows 


B ELGIUM, the last European 
country without drivers licenses, 
will give up this condition and es- 
tablish the requirements by a new 
law. 

* * * 
Assembly-Line Service 


 feoonsatl the Mahag, of Munich, 
one of the largest Volkswagen 
distributors in West Germany, 
needed a new building for carrying 
out, in assembly-line fashion, the 
inspection services which include 
preventive maintenance, lubrication 
and tuneup, they called in an archi- 
tect, 

The new layout consists of two 
parallel lines on which in six 
steps the prescribed services are 
performed. The cars are pulled 
automatically along the lines and 
are always at the height needed 
for performing the jobs of each 
station. 

In the middle, overhead, a visi- 
tor’s gangway is installed where 
the “so-called service superintend- 
ents” can watch the progress of the 
work. The gangway connects on to 
the service view lounge where 

snacks can be had. 


Citroen Builds 316,000 Units 


ITROEN built about 316,000 

units in 1960, but only 25.6 per- 
cent were exported. The firm pro- 
duced 236,000 passenger cars, and 
the rest were commercial jobs. 
Citroen has had a 30 percent share 
of the French market. 

The new plant at Rennes, France, 
is going according to plans, and 
production should start early in 
1962, the firm reported. 





Standard-Triumph Announces Branch Appointments 





, 


FRANK McKINNEY 


CRAWFORD INGLIS 





S 


JOHN WATSON 


Mr. Phil Baxter, General Manager, Standard- 
Triumph (Canada) Limited, announces the 
appointment of Mr. Frank McKinney as Manager, 
Standard-Triumph (Quebec) Limited, Montreal. 
Mr. McKinney succeeds Mr. Crawford Inglis who 
becomes Service Manager for Canada at the Com- 
pany’s head office in Toronto. Mr. John Watson is 
appointed Manager of Standard-Triumph’s West- 
ern Division with offices in Vancouver. 
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VWs for West Coast Deaiers— 


One of the largest loads of Volkswagens ever delivered to West Coast ports was 
the cargo on the maiden voyage of the M/S Konsul Schulte, the latest addition to the 
fleet of VW cargo carriers. The new motorship, carrying 1,250 VWs, unloaded 509 in 
Long Beach, Calif., and 741 for dealer showrooms in Northern California, Nevada and 
Utah. In San Francisco, the master and crew of the ship were honored by port officials 
at a reception on board. With the ship's captain are Alfred Kalmbach, VW West Coast 
vice-president, and R. W. Hansen, vice-president of Reynold C. Johnson Co., VW 
distributor. 
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Financial 


Libbey-Owens-Ford Glass Co. re- 
ported net earnings of $43,753,840 
for 1960. The year’s net compares 
with earnings of $53,745,152 in 1959. 

Sales for 1950 were 
This total, the company 
was exceeded previously only by 
the record $306,734,077 reached in 
1959. 

George P. MacNichol jr., presi- 
dent, said that the lower earnings 
and the lower sales volume re- 
flected a year of changing glass 
requirements in the automotive 
industry, and lower demand in the 
construction industry. He also cited 
high glass imports as a continuing 
disturbing factor in the domestic 
market. 

* * oF 


Inland Steel Profit Drops 


As Sales Increase for Year 
Inland Steel Co. reported that its 
net income in 1960 was $47,050,611, 
down from a profit of $48,354,030 in 
the previous year. 
Sales for the year totalled $747,- 
096,711, up 6 percent from the pre- 


Packard 


Warren, Ohio 





Our sales engineers will help you select the 
exact wire or cable you need from our broad 
line of electronic, aircraft, marine, appliance 
and automotive cable. We also specialize in 
magnet wire of outstanding uniformity 

and power cords engineered to specifications. 


Front 





vious year’s $705,087,994 and only 

| 2 percent below the company’s sales 
| record of $763,950,380 which was set 
in 1957. 


* * * 


Parker-Hannifin 


Parker-Hannifin Corp., Cleveland, 
report for the fiscal first half 
ended Dec. 31, 1960 vs. 1959: Profit, 
| $1,046,711 and $1,503,279; sales, $23,- 

| 281,475 and $25,717,734. 


| Massey-F erguson 
Notes Profit Dip 


Massey-Ferguson reported net 
|income for the fiscal year ended 
| Oct. 31 was $13,153,944 compared 
with $21,018,393 for fiscal 1959. 

Consolidated world-wide sales for 
|the year were $490,413,988, an in- 
crease of 3 percent over the $475,- 
543,641 realized in the preceding 
year, 

A. A. Thornbrough, president, 
said that despite a somewhat high- 
er sales level, earnings for 1960 


$294,076,452. | 
reported, | 








And, remember, Packard products are 

all Packard—Packard created, engineered and 
manufactured. Our research and development 
team starts with raw materials and carries 
them through from design engineering to 
finished product. This integrated production 
means on-time delivery 
quality controls. So, if your product demands 
reliability in cable or wire. . 
Packard Electric, Warren, Ohio. 
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and more effective 
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MOTORS | 





“Live Wire” division of General Motors 


were lower than 1959 as a result 
of several special situations. Earn- 
ings of the French company were 
not satisfactory, reflecting another 
year of unfavorable economic con- 
ditions, he said. 
* + * 
Armstrong Rubber 


Armstrong Rubber Co., West 
Haven, Conn., report for fiscal first 
quarter ended Dec. 31, 1960 vs. 1959: 
Profit, $786,422 and $902,138; sales, 
$23,227,601 and $23,393,110. 

* * * 


Minneapolis-Moline 


Minneapolis-Moline Co., report 
for fiscal year ended Oct. 28, 1960 


vs. 1959: Profit, $2,445,141 and 
$3,238,389; sales, $49,360,322 and 
$54,777,576, 


* * 








Sales Up, Earnings Down 


At Owens-Corning Fiberglas 


Sales of Owens-Corning Fiber- 
glas Corp. in 1960 totalled $218,178,- 
000, a gain of 3.2 percent from sales 
of $211,335,854 in the previous year, 

Profit for the year was $14,634,802, 
down from the $16,170,931 earned 
in 1959. 


* * * 


Ranco 


Ranco, Inc., Columbus, O., report 
for fiscal first quarter ended Dec. 
31, 1960 vs, 1959: Profit, $494,938 and 
$709,829; sales, $9,864,736 and $10,- 
059,926. 


* * * 


Rubbermaid 


Rubbermaid, Inc., Wooster, O., 
report for fiscal first quarter ended 
Dec. 31, 1960 vs. 1959: Profit, $245,840 
and $448,926; sales, $6,370,511 and 
$6,834,425. 


Senator Deplores 
Sag in SBA Loans, 


Urges Increase 


WASHINGTON.—In a report 
critical of the operations of the 
Small Business Administration, 
Senator John Sparkman, Alabama 
Democrat, urged the agency to 
broaden its lending activity. 

Sparkman, who is chairman of 
the Senate Small Business Commit- 
tee, noted that SBA loans dropped 
sharply in the last half of 1959 
and were up only slightly in the 
first six months of 1960. 

The agency also was asked to 
“review its policies and the atti- 
tudes of its field representatives 
to make sure that every applicant 
for a loan receives sympathetic and 
thorough consideration of its finan- 
cial needs.” 


Sparkman said the Senate has 
voted $125,000 to finance operations 
of his committee through next Jan- 
uary, and announced 28 study proj- 
ects for his various subcommittees. 

Projects of interest to auto deal- 
ers include tax problems of small 
business; tax depreciation allow- 
ance on capital equipment; refusal 
to deal and right to buy; dual dis- 
tribution, specifically in auto tires, 
and the Small Business Investment 
Act. 


Chrysler Names 


Fleet Sales Chiefs 


DETROIT.—Appointments of 
fleet sales managers for 18 regions 
eovering the United States are an- 
nounced by William J. Bird, direc- 
tor of fleet sales for Chrysler Corp. 

Following is a list of the fleet 
sales managers and the regional 
headquarters cities: 

Homer J. Rowling, Boston; Nor- 
man G. Williams, New York; Her- 
bert P. Ferris, Philadelphia; Frank 
E. Carpenter, Atlanta; Waldo M. 
Abbot jr., Charlotte, N. C.; Robert 
M. Brown, Cincinnati; Robert G. 
Allen, Detroit; Clarence A. Robi- 
taille, Pittsburgh; Thomas H. 
White, Syracuse; William G. Jones, 
Dallas. 

Charles E. Watson, Memphis; 
Raymond E. Kenyon, Chicago; 
Robert H. Katzenberger, Kansas 
City, Kans.; Thomas L. Callaghan, 
Minneapolis, William D. Parr, St. 
Louis; William W. MacGregor, Los 
Angeles; H. Wayne Rogers, Port- 
land, Ore., and Norman K. Rein- 
hard, San Francisco. 


Phila. Plans Dance 


PHILADELPHIA.—The Philadel- 
phia Automobile Trade Assn. will 
hold a spring dinner dance on April 
15 at the Barclay Hotel. 
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Highway Group Hears Hafstad .. . 


No Big Changes Seen 
Soon in Power Plants 


WASHINGTON. —No significant 
change in power plants in conven- 
tional cars is likely “in the next} 
decade or two,” according to Dr.| 
Lawrence R. Hafstad, General Mo- | 
tors research vice-president. 


He spoke on “A Look Ahead in} 
Highway Transportation” at the 
40th annual meeting of the High- 
way Research Board, National 
Academy of Sciences—National Re- 
search Council. 

William A, Bugge, highway di- 
rector for the State of Washing- 
ton, was elected chairman of the 
Highway Research Board, He is a 
past president of the American 
Assn. of State Highway Officials 
and is a vice-president of the 
American Road Builders Assn. 
In touching on future power 

plants, Hafstad said “the only 
really promising ‘dark horse’ in the 
picture at the present time seems | 
to be the fuel cell as a source of 
power for an all-electric car.” 

He also discussed the advantages 
and disadvantages of the nonregen- | 
erative and regenerative gas tur-| 
bines, the diesel and free-piston 
engines and the old fashioned hot 
air or hot gas Stirling engine. 

Turning to the guidance problem, 
Hafstad lamented the slow progress 
in advancement of driver aids. 

However, he admitted this was 
due mainly to the fact that “this 
is a development area which falls 
between two stools. 

“The car manufacturer sees 
little point in developing gadgets 
which have no value to the driver | 
unless complementary road and | 
roadside gear is provided,” Haf- 
stad said. 

“In contrast, the highway engi-| 

neer sees no point in providing his | 
part of the gear until a significant 





Patman Proposes _ 
Quick Writeoffs 
To Aid Economy 


WASHINGTON.—A bill to allow 
business firms to write off 100 per- 
cent of the cost of new machines 
and equipment purchased during | 
this year and next, up to a maxi- 
mum of $500,000 each year, has 
been introduced by Rep. Wright 
Patman, Texas Democrat. 

It is intended to give the econ- 
omy a “shot in the arm” and to 
restore America’s lead in produc- 
tivity and business efficiency “so as 
to regain our competitive position 
in world markets and combat the 
inroads of foreign-made goods in 
our domestic markets.” 

Patman declared: “The basis of 
our trouble is that while new tech- 
nology of the postwar years has 
made available all kinds of machin- 
ery and business equipment which 
cut production and distribution 
costs by fantastic amounts, too few 
firms have adopted the more effici- 
ent tools. 

“The result is that one industry 
after another is being priced out 
of foreign markets, and too many 
industries have become distressed 
because they cannot meet the inva- 
sion of our domestic market by 
foreign-produced goods. The indus- 
tries of Japan and several Euro- 
pean countries operate with the 
newest plants and tools—much of 
it acquired by U. S. aid—while the 
average machine tool] in the U. S. 
is more than 13 years old.” 

Patman described his measure as 
not tax forgiveness but tax post- 
ponement that in the long run will | 
result “not in less federal revenue, 
but will generate income and prof- 
its and more federal revenue.” 

Among other depreciation meas- 
ures in both houses is one by Sena- 
tor Vance Hartke, Indiana Demo- 
crat, that is the so-called “reinvest- 


ment depreciation.” It is designed 
to adjust depreciation deductions 
to conform with current replace- 
ment costs, but only if an addi- 


tional dollar amount equal to the 
corrected depreciation deduction is 
reinvested by the taxpayer, The 
correcting depreciation adjustment 
would not be made until the asset 
Subject to the adjustment is sold, 
abandoned, or dismantled. 





number of cars are suitably equip- 
ped with their special compon- 
ents.” 

Hafstad said much research and 


| development needs to be done in 


the areas of highway safety and 
payload, “where the real problems 
lie.” 

In calling for “true” research, he 











Territories, Too 


WASHINGTON.—At the 
of the Department of the Interior, 
bills have been introduced in both 
Houses to extend the Automobile 
Information Disclosure (price 
sticker) Act to Guam and the Vir- 
gin Islands. The auto labelling law 
does not mention unincorporated 
territories and the Interior Depart- 
ment assumes the omission is 
through 
sight.” 





request | 


“inadvertence or over- 


said he regarded as “product im-| 


most of the projects | 


provement” 


covered in a 1958 report on | 7. 
way research in the United States. | 


“Product improvement is valu- 
able, but it is really not research,” 
he added. ° 

Greater use of the overall or| 
systems approach to traffic and| 
transportation problems is urgently 
needed, Hafstad continued, 

“It would appear to me that an 
effective way to go after it would| 
be to establish operations research | 
activities in federal and all state| 
highway offices for the express pur- 
pose of interacting with independ- 
ent university investigators doing 
similar work in the academic traf- | 
fic study centers now becoming | 
popular,” he said. 

Problems encountered in provid- 
ing needed services to motorists 
along thousands of miles of rural 
freeways were outlined in a paper 
prepared by C. W. Hartford and 
Wesley L. Hottenstein of the Ohio 
Turnpike Commission. 

They said the turnpike’s facili- | 
ties include 17 toll plazas, eight 
pairs of service plazas, eight 
maintenance buildings and an ad- 
ministration building open 24 


47 





vised, hastily prepared, and often 
| done without adequate study and 
facts upon which sound decisions 
| could be based,” he added. 

| “This condition provoked much 
public criticism and probably ac- 
| counts for some of the current con- 
|} cern about the highway programs. 
A properly organized and staffed 
planning unit is the best assurance 
that administrators will make wise 
| and far-sighted decisions.” 

Proper design of acceleration 
and deceleration lanes can prac- 
tically eliminate accidents at ex- 
pressway interchanges, according 
to a report prepared by R, L. 
Fisher, New Jersey State High- 
way Department. 

Clifton W. Enfield, general coun- 
sel of the U. S. Bureau of Public 
Roads, urged prompt state enact- 
ment of “adequate legislation to 
| regulate outdoor advertising along 
the national system of interstate 
and defense highways.” 








Ira Saks Honored— 


Ira Saks, left, Cleveland, receives the 
Automotive Warehouse Distributors Assn. | 
President's Award as the ‘Automotive Man | 
of the Year."’ Jack Lescoulie, television per- 
sonality, makes the presentation. 





hours a day and all connected 
by two-way radio. He said such legislation already 
W. L, Haas, Highway Manage-| has been adopted in Connecticut, 
ment Associates, Madison, Wis,,| Kentucky, Maryland, North Da- 
said better long-range planning will | Kota, Virginia and Wisconsin, 
assure public understanding and The measures appear adequate to 
support of highway programs. | qualify these states for a special 
“In earlier years, most highway | billboard-control bonus which ex- 
planning was necessarily impro-! pires June 30, he added. 


STROMBERG 
P CARBURETOR 
 MILES-PER-GALLON 
\ HELPS KEEP 


’ HAPPY OWNERS 
HAPPY 


“You know—there’s just one 
way to keep a satisfied car owner 
satisfied. And that’s to provide 
him with carefree, trouble-free perform- 
ance. What he wants is dependable 
operation, good gas mileage, and easy 
starting.” 

“That’s right—and one easy way we 
can do it is by specifying 
STROMBERG*—the carburetor 
that’s built by Bendix—a pioneer 
of better fuel systems for over forty 
years.” 





* REG. U.S. PAT. OFF. 


Bendix-E|lmira 


Eclipse Machine Division 
Elmira, New York 
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NEW PRODUCTS 


RAMP permanent-type antifreeze. 


The company has been selling 

blended and dyed antifreeze in bulk 

only for the past 
* 


three years. 
* * 





AIR CONDITIONER—The 1961 Standard 
Frostemp air conditioner, manufactured by 


| Lindustries, Inc., Fort Worth, Tex., is said 


SPRAY GUN —Gray Co., Inc., Minne- | 
apolis 13, Minn., has announced two im- 
provements in its airless Hydra-Spray proc- 
ess. These advancements are said to permit | 
the controlled application of a wider range | 
of viscosities and mil thicknesses. One de- 
velopment is the redesign of the Graco 
Hydra-Spray gun. Called the ‘‘Golden”’ 
Gun, this gun features a shorter overall | 
length with center balanced weight and a 
swivel at the base of the handle that is 
said to allow greater maneuverability in 





coating flat or intricately shaped surfaces. | 

The second is said to be the development | 

of the Graco ‘‘FF’’ Fine-Finish tip. This tip | 

provides a lapping pattern which makes | 

it possible to apply an even-mil thickness | 

suitable for precise final finishes, it is said. | 
+ 


= e ’ ao | 


COMPACT AIR CONDITIONER—Climatic 
Air Sales, Inc., 3030 Canton St., Dallas 
26, Tex., has announced the Compact Mod- 
el air conditioner designed exclusively for! 
compact cars. The unit is 125 inches long, 
52 inches wide and 11% inches deep, 
and requires no adapters. Cool air is dis- 
tributed by squirrel cage type blower with | 
output of approximately 295 cubic feet 
per minute. Unit has three round grilles 
in face of unit and entire evaporator case 
can be mounted in a small space, it is said. 


* * * 








LIFT CONVERSION KIT— Roll-on and 
free-wheel type lifts, obsolete because of 
changes in car design, can be converted 
to frame pickup lifts with the superstruc- 
ture conversion kit developed by Rotary 
Lift Division, Dover Corp., Memphis 2, Tenn. 





The kit includes the Rotary FP-46 frame| 


lift superstructure with necessary mount- 
ing assembly. It is available for lifts of 
all makes manufactured since World War 
Il, it is said. The FP-46 is Rotary’s “Swing- 


ing Arm" superstructure which has full 
pickup adjustability to lift cars of all 
rakes at manufacturers’ recommended 


points. The four arms projecting from the 
bolster, pivot in an overlapping arc and 
are equipped with sliding, rotating, pickup 
pads which adjust easily to any one of 


three heights. 
* * * 


Antifreeze 
Antara Chemicals Division, Gen- 
eral Aniline & Film Corp., 435 Hud- 
son St., New York 14, N. Y., has 
entered the packaged antifreeze 
field with the introduction of its 





to feature an insulated styrine cooling case 
front with softly contoured radiuses. The 
unit contains an up front squirrel cage 
blower system with automatic temperature 


controls and variable speed blowers. 
. s * 
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OVERHEAD DOORS—Custom-size over- 
head doors have been announced by Bet- 
ter-Bilt Door Co., Egg Harbor, N. J. Illus- 


| trated is one type of sectional overhead | 
| door featuring three-quarter glass panels | 
| with one-quarter solid bottom panel; any 
| style panel arrangement can be obtained, 
| it is said. Custom-size doors can be pro- 
| vided for torsion or extension spring oper- 
| ation, controlled manually, electrically or 


by chain hoist. 
*  * * 





AMPHIBIOUS CRAFT — A convertible 
craft, for use on land or water, has been 
announced by MacDonald Mfg. Co., New 
Baltimore, Mich. This houseboat, called 
the Merri Mac, is a modified catamaran 
design which is converted to a house trail- 
er by the addition of retractable wheels. 
The Merri Mac is constructed of Dylite pan- 
els, a product of the Plastics Division, Kop- 
pers Co., Inc., Pittsburgh 19, Pa. Because 
of the buoyancy and insulation properties 
of the Dylite panels, the Merri Mac is prac- 
tical as a year-round boat and/or lodge, 
it is claimed. In the summer it can be used 
as a houseboat and in the winter as a 
trailer or cabin for hunting or winter 
sports, it is said. The unit measures 28 
feet in length, is eight feet wide, and 
nine feet six inches high. 

* * * 





MUFFLER—Merit Mufflers, 619 Smith St., 
Toledo 1, O., has introduced a flat oval 
fiberglas muffler. The oval shape of the 


| muffler is said to enable it to fit nearly 


every model and make of car. To provide 
both longer life and tone control, the 
Merit muffler has two types of fiberglas 
packing—long thick strands which mat 
around the inner shell and batt type filler 
in the oval shell. Construction features in- 
clude a double-wrapped outer shell which 
provides longer life, it is claimed. The 
oval is three-inches by six-inches with leak- 
proof spun heads of 18 gauge metal, it is 
said. 


| 


| 
| 








TORSION-BAR GAUGE — Hunter Engi- 
neering Co., Hunter Ave and Ladue Rd., 
St. Louis 24, Mo., has announced an ad- 
justable suspension height and level gauge | 
for torsion-bar vehicles. The Hunter Uni-| 
versal L51-S gauge fits all 1957-60 Chrysler 
Corp. cars and Chevrolet 1960 Series 10-40 | 
trucks. Torsion bars are not adjustable on | 


larger series Chevrolet trucks. 
e-E e 





ROCKER PANEL — Slip-On Appearance | 
Panels for damaged rocker panels on 1961 
Rambler American models have been an- 
nounced by Slip-On Corp., 9523 Detroit 
Ave., Cleveland 2, O. The rocker panel | 
shown is the R-61-4, for the 1961 Rambler 
American 4-door sedan. The panel is form- | 
ed to the exact contours of the original. | 
Because the panel is precut, it can be| 
slipped into place without trimming, cut- 
ting or grafting. The panel also provides 
a lip which extends under the bottom edge 
of the existing panel to give added pro- 
tection and a finished appearance with| 
no ragged edges, it is said. | 






JUST PUT EM ON 


AND 


TAKE EM OFF 






] 


Nothing to Fasten! 


AUXILIARY VICE-JAWS—Uni-Grip aux- 
iliary vice jaws are designed to convert 
machine vises into universal vises to grip 
and clamp round, angular and irregular 
shapes. The faces of Uni-Grips are a series 
of case-hardened steel wedges, with free- 
dom of movement like steel fingers, that 
automatically conform to irregular shapes 
when the vise is closed. Uni-Grips will 
clamp a steel ball, wedge shapes, vertical 
and horizontal pipe and rods, and irregu- 
lar shapes. Mid-American Import Co., Inc., 


1919 Champa St., Denver 2, Colo. 
Es * * 





MIRROR—A line of Pathfinder box-type 
west coast mirrors has been announced by 
Auto Lamp Mfg. Co., 2909 S. Indiana, 
Chicago 16, Ill. The curved-back, box type 
mirror head measures 6% by 16 inches, 
and is set in a rubber-ring channel for 
moisture and shock protection. The No. 
3546 West Coast mirror group is complete 
with adjustable arms and brackets, set 
screws and mounting hardware. Pathfinder 
mirrors are adaptable for any use on any 
cab or tractor, They are available with 
or without arms, with or without adjustable 
braces; swing-away loops are also optional. 
All are clear glass mirrors, it is said. 

o* * * 


Radiator Additive 


Scalene, a liquid for increasing 





| vehicle service brake system of its braking 





engine efficiency and eliminating 
overheating by removal of scale, 
rust and slime from cooling sys-| 
tems of automobile, truck and die- 
sel engines has been introduced by 
Lester Laboratories, P. O. Box 4897, | 
Atlanta 2, Georgia. 
* * * 





introduc- | 


DIESEL ENGINE BRAKE—The 
tion of a diesel engine brake has been| 
announced by Clessie L. Cummins Division, | 
Jacobs Mfg. Co., West Hartford, Conn. The 


purpose of this product, known as the 





BATTERY CHARGER-TESTER Christie 
| Electric Corp., 3410 W. 67th St., Los An- 
geles 43, Calif., has announced a line 


Jacobs Engine Brake, is to convert a Power! of battery chargers and testers. The manv- 


producing diesel engine into a power ab- 
sorbing air pump that will relieve the 


responsibility, it is said. The Jacobs brake 
will absorb enough energy to keep a 75,- 
000 pound truck under complete control 
without the use of service brakes at 15 


facturer states that improved features will 
extend service life and add to the per- 
formance capabilities of the line of 
Christie battery servicing equipment. Six 
and 12-volt battery testers are among the 


| Christie units introduced. 
* * * 





miles per hour on a 10 percent grade, it| 
is claimed. The heat generated in braking 
diesel-powered vehicles is said to impair | 


service brake effectiveness. The Jacobs) 
brake allows this heat to be dissipated 
| through the engine cooling system, thus| 


saving vehicle service brakes for emer-| 
j 


gency stops, it is claimed. 
* . @ 





LUGGAGE CARRIER — An all-weather, 
car-roof luggage carrier of plastic, rein- 
forced with fiberglass, has been announced 
by Fabricon Products, River Rouge, Mich. 


Called the Auto-Attic, the carrier is said | 


to be particularly suited to station wagons 
and compact cars, with limited luggage 
space. It can be adjusted to fit nearly all 
automobiles—even foreign cars—eliminat- 
ing the need for back seat loading, ac- 
cording to the manufacturer. According to 
Fabricon, the carrier hood clamps down 
so tightly that it not only seals against 
rain and snow, but shuts out dust and in- 
sects as well. 





TIRE CHANGER—A compact tire changer 
featuring an air power bead breaker and 
air power wheel chuck is available in the 
Model 881-AB Bishman Tire Changer an- 
nounced by Bishman Mfg. Co., Osseo 1, 
Minn. The bead breaker, which is powered 
by a large air cylinder, operates with the 
tire laid on the base of the machine. The 
wide circle breaker shoe rolls the bead | 
off and drops it into the center well with 
one stroke. The tire is then turned over 
and the operation repeated, it is said. 
When the wheel and tire are placed on 
the top of the machine, the same air cyl- 
inder operates the wheel chuck which locks 
the wheels. The air is supplied by the reg- 
ular air hose and air chuck which elimi- 
nates a permanent air line hook up. This 
tire changer will handle all wheels from 
12 through 17% inches and tires from 
9.00 down to 4.00 cross section, it is said. 





TIRE TOOL—Three polished rollers that 
roll instead of slide tire beads on and 
off wheel rims are features of a combina- 
tion take-off and put-on tool introduced 
by Coats Co., Inc., Fort Dodge, !a. Said 
to be the only combination tool to employ 
rollers on both the put-on and take-off 
ends, the Coats Combination Tool ‘61” 
| also uses a steel finger to keep the tire 
| beads from reseating as the take-off rollers 
| lift them above the wheel rim. The tool 
uses two rollers on the take-off end to 
eliminate friction. Both ends of the tool 


| are made of heat-treated steel for excep- 
| tional strength. National sales representa- 
| tive is Jack P. Hennessy Co., Inc., 12 Depot 


Square, Englewood, N. J. 
* & * 





BRAKE MICROMETER—Development of a 
precision brake drum micrometer that reads 
accurately, with fluctuation, has been an- 
nounced by Star Machine & Tool Co., 201 
S. E. Sixth St., Minneapolis 14, Minn. The 
model 875 mike has a spring-loaded drum 
dial that locks itself for positive reading 
of maximum drum diameter with the first 
movement of the mike within the drum. 
Brake drums can be “miked"’ on or off 
the brake drum lathe with equal ease, it 
is said. The unit can be used on all drums, 
including late models and drums with 
raised hubs. The micrometer has a range 


from 6 to 18% inches. 
= « 





COMPRESSION TESTER—Harvey E. Han- 
son Co., Lake Blvd. and Commercial St., 
Paw Paw, Mich., has introduced a pistol- 
grip compression tester and remote starter 
switch. The compact unit, Model 33, is said 
to test all cars. Its universal cone fits all 
spark plug holes. 
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(Climate Improving... 
2 


Sales Rise Slightly 
Despite Cold, Slump 


(Continued from Page 1) 


at business after dark, dealers said. | 
Evening action has been virtually | 
at a standstill in areas blasted by | 
Old Man Winter. 


a 


Corvair Catching On 

ORVAIR’S Monza is still the big 

news among compact cars—a| 
field where few dealers have few 
complaints. 

A St. Louis Chevrolet dealer 
said. “We can’t keep a Monza. 
We don’t even have a demo. There 
js always a waiting list.” 

An Atlanta Chevrolet dealer cred- 
ited the Monza with having boosted 
his sales 25 percent. 


Corvair generally is doing much 

better than it did a year ago. A 
Des Moines dealer said, “We can’t 
et Corvairs fast enough. We're 
pack-ordered for two months.” 


Chevrolet dealers in Cleveland re- 
rted a lack of Corvairs for im- 
mediate delivery and said Corvair 
ig pushing Falcon for top spot in 
the compact field. 


In New York City, Corvair was 
reported spurting in front, with 
dealers clamoring for more. 
Chevrolet official in New York esti- 
mated that if he could put his hands 
on 3,000 Corvairs he could sell them 
to. dealers within a matter of hours, 
with the demand for more right 
behind the delivery. 

Some Chevrolet dealers in Los 
Angeles said their Corvair sales| 
are running unit for unit with 
standard-model sales. Most Los An- 
geles dealers, however, said Corvair 
is taking about 40 percent. 

Corvair sales were reported no- 
tably improved over last year in 
New Orleans, Minneapolis, San 
Francisco and Cincinnati. A Pitts- 
burgh dealer said Corvair is taking 
36 percent of his current sales, com- 
pared with 17 percent a year ago. 

* * 
a say Falcon still takes 
a good chunk of overall Ford 
sales, although it is not so “hot” 
as it was a year ago. 

A St. Louis Ford dealer said one- 

third of his sales are Falcons. A 


* x 
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Service Interest 


At Peak; ASIS 
Opens This Week 


(Continued from Page 1) 


90 main-store wholesalers in the 

13 Western states and Canada, 
Every bit of space in the mam- 
moth Sports Arena and in the larg- 
est tent annex ever provided will 
be taken over by exhibits of auto- 
motive parts, accessories, equip- 
ment and supplies. 
* * 


* 


TTENDANCE on the first two 

“closed” days will be higher in 
this show, as the show management 
allows representatives of the spon- | 
Scoring jobbers to join with the 
members of ASIA, Motor & Equip- 
ment Manufacturers Assn. and the} 
exhibiting manufacturers in view- | 
ing the show. 

Normally, at ASI shows held in 
the East, the first day is closed 
to all but members of the two na- 
tional jobber associations and the 
representatives of the exhibiting 
manufacturers. 


Invited non-member jobbers and 
tepresentatives of the vehicle fac- | 
tories are allowed in the Eastern 
Shows on the second day. 

Beginning at 6 p.m. Thursday and 
continuing through until the close | 
Sunday night this show will be| 
open to any one in the trade with 
credentials. 

Visitors from 55 foreign countries 
already have signified that they will 
attend this show. This number will 
also top any former number of 
Overseas guests visiting an Ameri- 
Can parts show. 

It is anticipated that the subject 
bf redistribution discounts and how 
to control the action of warehouse 


lever, by Ford dealers in Atlanta 


|sales are Falcons, compared with 
|50 percent a year ago. 


One} 


| pact-car sales were double what| 


| A General Motors dealer in Dallas 





distributors will be the “hottest” 


topic of discussion at ASIA meet- 
Ings in the Biltmore Hotel here. 





volume dealer in Chicago put the 

Falcon percentage at 27 to 30. 
“If it goes higher than that 

there is cause for worry,” he said. 


No worry was expressed, how- 


who reportedly are selling Falcons 
on 50 percent of their deals. 

A Buffalo Ford dealer, who claims 
“the compact-car fad is wearing 
off,” said about 25 percent of his 





* * 


ig DALLAS, Falcons reportedly 
take 30 to 35 percent of overall 
Ford sales, and a Minneapolis 
Ford dealer said Falcon sales are 
down about one-third from a year 
ago. 

A San Francisco Ford dealer 
said Falcon was good for 40 per- 
cent of his sales; in Houston, the 
ratio was put at 35 to 40 percent. 

A volume Ford dealer in Miami 
said Falcons had provided 62 per- 
cent of his sales. The overall Miami 
market runs about 35 percent on 
compact cars. 

Valiant sales appear sluggish in 
most markets, although sales were 
reported “stepping right along” in 
Chicago, and “moving well” in Cin- 
cinnati. 

A Houston dealer said Valiant 
was running 60 percent over Plym- 
outh. 

Lark sales appear to be holding 
their own. 

Rambler dealers report a “steady” 
market, although a San Francisco 
dealer said the American is up 
about 15 percent because of increas- 
ed fleet usage. 

Both Studebaker and Rambler 
dealers in Houston were optimistic 
about getting a good slice of new- 
car sales in their area. They esti- 
mated compacts would take 40 per- 
cent of Houston new-car sales this 
year. 





* 


Tempest Sets Pace 


oo sales are reported im- 
proving more rapidly than Olds- 
mobile F-85 or Buick Special. An 
Atlanta Pontiac dealer said he is 
running 30 percent Tempest; a sim- 
ilar report came from a Peoria 
Pontiac outlet. A Cleveland dealer, | 
however, said Tempest sales had| 
declined. A Pontiac dealer in| 
Rochester, N. Y., said he is having 
difficulty getting enough Tempests. 

In Los Angeles, however, Pontiac 
dealers said they are having “a lit- 
tle difficulty” getting Tempest into 
the running. 

Oldsmobile dealers say the F-85 
is taking 20 to 25 percent of their 
sales; Buick dealers say the Spe- 
cial ratio is 25 to 30 percent. 

A Des Moines Buick dealer, how- 
ever, said that in recent days Spe- 
cial has been outselling the stand- 
ard Buick at his dealership. A Min- 
neapolis dealer said the Special is 
getting a bigger share each month, 
but he expects this trend to level 
off eventually. 


* * 


It is difficult to find a Dodge 
dealer who is enthusiastic over} 
Lancer. 


Comet has slowed dow n—with 
competition this year from the 
Buick-Oldsmobile-Pontiac entries 
but it is still carrying the ball at 
most Lincoln-Mercury outlets. 

* * * 
EALERS are split in their as- 
sessment of the compacts. Some 
say customers are swinging back 
to the standards; others say the 
compact boom is far from over. 

There is pretty general agree- 
ment, however, that most of the 
increased action in the past 10 
days has been spearheaded by the 
compact cars. 

One Milwaukee firm said its com- 


they were just a few weeks ago. 
Not every dealer likes this trend. 


said that the compact market has 
been spread too thinly among Olds- 
mobile, Buick and Pontiac dealers. 

A St. Louis dealer commented: 
“There are too many compacts. The 
public is bewildered.” 

And a Midwest cynic said: “The 
luxury compact which costs over 





$3,000 loaded may be just what the 
people want—but not now.” 
* 


* 
Used Cars Stirring 


ee in many areas reported 
used-car sales improving. Late 
models were said to be doing best 
and some dealers said they were 


* 


out buying in order to fill out in-| 


ventories. 


| 
Strongest used-car centers ap- 


peared to be Cleveland, Chicago, 
New Orleans and Houston. Weak 


markets were reported on the Coast | 


and in Cincinnati. 
Most report profits not too bad, 
and a Milwaukee dealer said, 





Albuquerque VW Deal 


Rings Up Best Month 


ALBUQUERQUE. — The Janu- 
ary sales famine didn’t touch Im- 
ported Motors, Inc. (Volkswagen). 
The dealership moved 52 Volks- 
wagens and two Porsches for the 
best month in its five-year his- 
tory. 

The firm has a two-man sales 
force. Sales Manager E. G. Kal- 
mar said, “Leonard Oden and I 
| took orders for 110 Volkswagens 
in January, but we couldn't de- 
liver them. We have a two-month 


| 





“Profit margins are not our head- 
ache just now. We happen to be 
making out fairly well on our 
used-car deals. The trouble is 
that we just aren’t closing enough 
of them.” 

The tax period in Los Angeles 
has been set back a month and 
thus has kept the used-car mar-| 
ket rather soft. But prices have} 
firmed 
trol, dealers say. 


The picture is considerably differ- | 


ent on new-car profits. Low as 
grosses were a year ago, most deal- 
ers report they are even lower 
now. 

Dealer grosses are being trim- 
med by price-minded shoppers and 
dealers find they have to operate 


on a slim margin to close deals. | 


Most dealers are trying to average 
a gross of $200 a car. Sometimes 


they can’t do it. 

* * 
oo deals reportedly are being 
accepted at $50 over invoice with 
the dealer hoping to recoup on the 
washout, but this is the extreme 
rock-bottom situation. 

In general, this is the situation 
on grosses: 

Compacts: $100 to $175 on Cor- 
vair, Falcon, Valiant, Lancer and 
Lark; $200 to $280 on Rambler, 
Comet, Special and F-85. Tempest 
splits the difference. 

Sranparps: $150 to $360, with 
Chevrolet running on the high side 
and Plymouth on the low side. 

Mepiums: $300 to $400, with Olds- 
mobile doing best. 

HicHer-Pricep: $500 to $1,000, with 
Cadillac doing best. 

Dealers had plenty to say about 
profits, including the Rochester 
Chevrolet dealer who complained 


* * 


and stocks are under con-| 


backlog on deliveries.” 





triple their 
the same 
few years 


that dealers have to 
| volume now to make 
money they did just a 


ago. 
“Profit is damn slim,” said a Cin- 
cinnati operator. “We're not giv- 


ing them away, but we're lucky to 
make a buck.” 
* 


Selling at Cost 


DES MOINES Buick dealer 
= said: “Dealers must quit this 
jidea of selling at virtually no or) 
| little profit just so they can move) 
cars.” 

| “We're still peddling some ’60s,” 

| said a Milwaukee dealer, “and 

| that is what is pulling down our 

| gross.” 

| Said another Milwaukee operator: 
|“We started writing down last July 
|on our ’60s and the gross profit fig- 
ures now are no better now than}! 
they were then.” 

Several dealers, in discussing 
profits, said they are taking a much 
closer look at costs. One Illinois} 
|dealer said, “I spent a good 30) 
| days on expense control. On eight} 
|} accounts, we found we could save} 
30 to 40 percent of that total ex- 
| pense.” 


co * 


* * * 


MIDWEST dealer said one of | 
his most vicious cost items is| 
floor planning. He said: 

“Ten years ago my average floor| 
plan per unit was $850 at 3 percent. | 
It has grown to $2,800 average per'| 
|unit at 6 percent (although most | 
| floor-plan interest is now 5 per- 
| cent). 
| “For the past five months, cars 





| 
| 
| 
| 
! 


|ellers so agreeable 


| solution to some 
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have been staying on the floor 
much longer, It used to be a car 
got off the floor and into a con- 
tract in 30 days or less. Some now 
stay 90 days and, in some cases, 
dealers are paying on the seventh 
month of floor planning. 

“Maaybe we ought to develop dif- 
ferent methods. I know that my 
finance company many times has 
honored a draft on an order num- 
ber before the car representing that 
number was even built. I get the 
merchandise 10 days to three weeks 
after it is paid for.” 

* * 


°60s Hang On 


NVENTORIES, while still excep- 
tionally high, do not seem to 
alarm many dealers. A good num- 
ber, in fact, say that stocks are 
beginning to come into balance with 
sales. A Miami Chevrolet dealer 
said he had only a 16-day supply. 
The unsold ’60s still around, 
moreover, act as a constant re- 
minder to keep better control 
over inventory buying this year. 
In Los Angeles, ’60s appear to 


* 


| be particularly troublesome. Dealers 


are sacrificing 
move them out. 
Factories have been soft-pedal- 
ling pleas to dealers to buy cars 
for the spring market. 
“I’ve never seen the factory trav- 
as they have 


in an attempt to 


been lately,” said a Milwaukee 
dealer, 
* Es + 
MIDWEST dealer, discussing 
inventories, said, “What this 


business needs and may have to 


| have is a central warehouse within 
100 miles on which he 


can draw 
the cars he needs after he has 
made the sale from samples in a 


| minimum inventory. 


“We checked our sales the other 
day and found that more than 
half of them were special orders. 
It would take four times the in- 
ventory we carry normally to mer- 
chandise the line properly, 


“We contend that the dealer 
should not be forced to inventory 
this line when it is as varied and 
specially built as it is today. 

“Besides that, the dealers should 
have all invoices payable 30 days 
after delivery. That’s the obvious 
of our troubles 
(Continued on Page 50, Col. 1) 








SELL AMERICAN 


DATSUN BLUEBIRD 4-passenger 
sedan only $1616, p.o.e. 


Even the Datsun nuts and 
bolts are unmistakably Ameri- 


can type—in fact, there’s an American look 
to all the Datsun specifications. That’s a red hot 
tip-off to you that it’s good business to get a Datsun dealer- 


ship, because you can “sell Amer 
fully when you sell the Datsun 
than domestic and imported ‘“‘co 


and you 








ican’’ confidently and success- 
line—at hundreds of dollars less 
mpacts.’’ Your Datsun customers 


get a full measure of American roominess, riding comfort, operating 
conveniences, structural safety —American power, pick-up and per- 


formance—with a special Datsu 


n “plus” in gas-saving of up to 


38 m.p.g. And remember this—the financially-strong Nissan Motor 
Company, Ltd., is here in the United States to stay—backed with 
a world-wide warranty of satisfaction. 





New East Coast Factory Headquarters 


For further details, write Dealer Franchise Dep't 


New West Coast Factory Headquarters 


of any of the following: WEST: Nissan Motor Cor- 


poration U.S.A., 137 E. Alondra Bivd., Los Angeles, Cat. CENTRAL & EAST: Nissan Motor Corporation 


U.S.A., 221-35 Frelinghuysen Ave., Newark, 


N.J. MID-SOUTH: Southern Datsun Dist. Co., 


1501 Clay St., Houston, Tex. HAWAII: Von Hamm-Young Co., Ltd., P.O. Box 2630, Honolulu 3 
NISSAN MOTOR COMPANY, LTD. « TOKYO, JAPAN + SINCE 1926 


ELL DATSUN 


GOOD DEALER LOCATIONS OPEN! 
Wire or write for the profit-paying proposi- 
tion. Datsun dealer areas are fully pro- 
tected. Four major parts depots through- 
out the U.S. 





PROFIT MAKER! MONEY SAVER! 
You can retail this Datsun half-ton with a 
fine profit at a retail price far lower than the 
dealer wholesale cost of any domestic-built 
truck of same capacity and equipment. 


Half-ton Datsun Pickup Truck 

$1545 p.o.e. 
Datsun 4-Door Biuebird Sedan 

$1616 p.o.e. 
Datsun 4-Door Station Wagon 

$1916 p.o.e. 
FairLady Sports Convertible 
“Fun for a Foursome" $1996 p.o.e. 
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Climate Improving. . . 
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Sales Rise Slightly 
Despite Cold, Slump 


(Continued from Page 49) 


and yet some dealers are talking 
about supermarkets.” 
* * * 


Back to Work 


OST dealers have cut back 

heavily on advertising in the 
current market. They find that per- 
sonal solicitation is working best, 
although it is harder work than 
ever before. 

“We need to make 100 phone 
calls to get three prospects,” said 
a Cleveland Ford dealer, “where 
10 did the trick before.” 


Some said they have cut back on 
ads because of the weather. 

“Why spend a lot of money on 
a big ad and then have it wiped out 
by a snowstorm?” asked a Cincin- 
nati dealer. 

Agreeing that sales gimmicks 
“have been worn out,” as one Des 
Moines dealer put it (although there 
is stili plenty of blitz advertising), 
dealers are exhorting their sales 
staffs to go back to plain hard work. 

Here are some other gambits: 

Knocking on doors on miserable 
nights when the weather is too bad 
for prospects to be out, but not too 
bad for salesmen, Calling all serv- 
ice customers. Stepping up bird- 
dog payments. Making premises 
more attractive. Salesmen’s con- 
tests. 

Generally, dealers plan to wait 
about a month before stepping out 
with big spring promotions and ad 
campaigns. 

He * * 

a dealers are running into 

difficulties on retail finance, 
particularly for their ‘“dinner-pail 
customers.” Increased delinquencies 
and repossessions have forced a 
more conservative attitude on 
financing, some dealers said. 

And some dealers note an in- 








crease in the number of cash buy- 


SOOTHES REDUCE 


AIDS COMPOSURE, INCREASES 
ALERTNESS, PERCEPTION, RE- 
LIEVES SINUS AND HAYFEVER! 






ers (who may include persons who 
have made prior finance arrange- 
ments). 

“The boys with cash are hard 
buyers,” said a Peoria dealer. 

In Los Angeles, better dealers 
still complain that many operators 
are failing to build up reserves to 
protect them on long-term paper. 
Such dealers offer rugged selling 
competition. But finance people say 
the majority of dealers are doing 
a better job of controlling prices. 

Another feather in the market 
wind is that some finance com- 
panies are now advertising repos 
for direct sale. Dealers are unable 
to absorb repos of finance com- 
panies, having too many unsold 
used units of their own. 

* * * 
EALERS are inclined to be 
: somewhat cautious even when 
discussing sales gains of recent 





Rambler Misses 
Sales Mark After 
39 Record Months 


DETROIT. — Rambler’s “victory 
string,” which saw the American 
Motors compact set a monthly 
sales record for 39 consecutive 
months, came to an end in January. 

Rambler retail sales were 24,675 
last month, compared with 34,949 
in January, 1960. 

January buyers must wait an- 
other 30 days to learn whether they 
will receive savings bonds under 
the company’s progress-sharing 
program. The plan is cumulative, 
and if combined December-January- 
February sales exceed the year- 
earlier total, the January and Feb- 
ruary buyers will receive bonds. 


g 0 





NOISE, FATIGUE, CHANCE FOR 
ACCIDENTS, SMOG-FILLED AIR — 
WITH WINDOWS CLOSED! 


GET THE FACTS... 


DEALERS SAY. . . 


FINEST MATERIALS, MAXIMUM EFFICIENCY, MINIMUM 
REPAIRS, PARTS WARRANTY, EASY TO INSTALL. RELIABLE 
SUPPLIER, DEALER AIDS, NATIONAL PROMOTION AND 
ADVERTISING, BIG PROFIT MARGIN! 


days. The general reaction is, “It’s 
nothing to get excited about. Keep 
your fingers crossed.” 

Widespread stories on the busi- 
ness recession have taken their 
toll among potential new-car 
buyers, they say. But a New York 
Stater said, “People will buy, but 
you have to give them a reason 
for making the decision.” 

Dealers in Los Angeles were bit- 
ter about recession stories appear- 
ing in the newspapers. Said one, 
“Most of the people we have been 
dealing with don’t know of any re- 
cession until they read about it in 
the papers. It is beginning to affect 
sales.” 

Local unemployment is a big 
headache, with car sales hurting 
more in areas where unemployment 
has risen. A Cincinnati dealer said, 
“Get the guys back to work and 
we'll start selling cars.” 


Dealers in several areas said they | 


dated the pickup in sales to the 
inauguration of President Kennedy. 

“The Kennedy messages are giv- 
ing the people some confidence,” 
said a St. Louis dealer. 

And a Milwaukee dealer said, 
“Prospects are more receptive than 
they were just a few weeks back. 
Perhaps the inauguration of Presi- 
dent Kennedy is playing an impor- 
tant part in their thinking. Any- 
way, there seems to be more con- 
fidence among people around here 
since the inauguration.” 

Similar sentiments were voiced 
—sometimes reluctantly—by dealers 
in other areas. 

* * * 


Looking Ahead 
HAT’S the outlook as expressed 
by dealers? 
Most expect rather rough sled- 
ding (no pun intended) until spring. 
“We’re not optimistic,” said an 
Eastern Buick dealer. “Everybody 
is talking of a good year—better 
than 1960. Seeing is believing.” 
Said a Des Moines dealer, “This 
year is starting slower than 1960, 
but I think it will pick up and 
average out just a little better than 
1960. January and February are al- 
ways slow in this business but if 
the break comes and the ball once 
starts rolling, I feel it will really 
roll.” 
“We expect no upturn before 


| “at least 700” of the approximately 











Roberts Lauds Chrysler 


For Seat-Belt Offer 


WASHINGTON. — Chrysler 
Corporation has been commended 
by Rep. Kenneth A. Roberts, 
Alabama Democrat, for making 
available to its dealers car seat 
belts on a non-profit basis. 

Roberts, who has headed a 
Congressional subcommittee 
studying highway traffic safety, 
said he hoped “the entire industry 
is going to make a concerted and 
constructive effort to promote the 
use of seat belts.” 





spring,” said a Pittsburgh retailer. 

“But then, with business stalled for 

some five months, it is bound to 
pick up.” 

* * Pd 

ST. LOUIS dealer said, “We 

will have a late season this 

year. The business will be done in 

the five months beginning with 
March.” 

“I don’t see much improvement 

in the next 30 days, but the 12- 


Los Angeles, they’ve lost in St. 
Louis and they’ve lost in Detroit.” 


Hofer claims the union represents 


900 salesmen in the Houston area. 
“We anticipate better results than 
they’ve had in Detroit,” he said. 
co * * 

N THE campaign to represent 

some 3,000 salesmen in the De- 
troit area, Teamsters Local 376 lost 
22 of 24 elections, and the Sales- 
men’s Guild of America lost 10 of 
12. The Detroit drive has collapsed. 

Two Houston dealerships, Bill 
McDavid Oldsmobile, Inc., and its 


bler, Inc., have agreed to repre- 
sentation by Local 501 without the 
necessity of elections. The firms 
employ 34 salesmen. 

“The union won’t cost us any 
more,” James Payne, McDavid 
Rambler president, said. 

“We're already paying union 
scale. We figure that having a 
union will help us hold our sales- 





PREVENTS 


INSIDE WINDOW FOGGING FROM 
HUMIDITY, KEEPS OUT BUGS, 
DUST, FUMES. 


PROFITABLE 


WRITE TODAY! , 





men longer and that they’ll work 
harder. That should help us sell 
more cars so we can distribute our 
overhead and other expenses among 
more units,” Payne said. 

Goals of the union include sta- 
bilizing salesmen’s commissions, 
improving working conditions, and 
getting dealers to split their losses 
with the salesmen when losses 
occur, instead of taking it all out 
of the salesmen’s commissions, 
Hofer said. 

* ES + 


Salesmen Meet 


HE RCIU also is active in other 

areas in Texas. 

Some 50 Dallas-area salesmen 
met with RCIU representatives to 
discuss plans for organizing a union 
local. 

Richard Gardenour, a RCIU of- 
ficial, said the meeting was suc- 
cessful and that another would 
be called. He said at the next 
meeting salesmen would elect of- 
ficers, institute dues and discuss 
plans for a merger with a similar 
group of salesmen in. Fort Worth. 

In Beaumont, Tex., approximately 
20 salesmen are holding a series of 
meetings with RCIU officials prior 
to forming a local union. 

In Lima, O., negotiating sessions 
failed to end a strike by 16 sales- 
men and body shop workers against 
Timmerman Sales Co. (Ford). 

* +. * 
“MJOTHING concrete resulted 
from the meetings and no set- 
tlement was reached,” a spokesman 
for the strikers said. The strikers 
are being represented by Teamsters 
Local 908. 

The walkout occurred after the 
firm’s general manager fired the 
new-car sales manager who had 
been with the company for 10 
years. 

Lynn B. Timmerman, board 
chairman of the dealership, said 
the sales manager was fired “for 
not doing duties that were laid out 
for him ‘to do.” 

Timmerman said the sales man- 


suburban affiliate, McDavid Ram- | 


month picture looks good to me,” 
said a Midwest dealer. 


A Chicago Ford dealer saig 
“There is cause for reasonable opti. 
mism and we need to keep pitching, 
even if there is no prospect of a big 
boom in sales.” 

A Cincinnati Chevrolet deale;, 
summed up the outlook this way: 
“The whole thing looks mediocre” 


“If business doesn’t im prove” 
said a New York City dealer, “once 
this weather breaks, you are going 
to have to say goodbye to a lot of 
men who have been in this business 
a long time. I predict that if this 
thing doesn’t turn around this 
spring—and early—dealer mortality 
will hit a point you have never wit. 
nessed before. 

“The expense pressure we are 
under, from stockpiling cars at our 
expense, to paying for cars that 
aren’t even off the line in Detroit 
to new demands from Our own em. 
ployes for extra money all the time 
and lower gross profits all the time 
can’t help but catch up to many 
dealers who have been barely hang. 
ing on so long.” 





NLRB Deciding on Role 
Of Houston Dealers Assn. 


(Continued from Page 3) 


dising policies and neglected other 
duties. 

The strikers contend the sales 
manager was fired for “no sound 
reason.” They said he had _ stood 
behind his employes in grievances 
with management. 

* * * 


Ford Speaks Out 


ON THE factory front, previews 
of the auto industry’s contract 
talks with the United Auto Workers 
are developing in advance of actual 
bargaining. 

Present contracts expire next 
Aug. 31 with Ford Motor Co, 
Chrysler Corp. and General Mo- 
tors Corp. Negotiators will not 
face one another at the bargain- 
ing table until possibly as late as 
July. 

But the maneuvering by each 
side to sway pub- 
lic opinion to its 
own point of view 
on basic issues al- 
ready has begun. 

Ford Motor 
Co.’s view on the 
issue of wage in- 
creases Was pre- 
sented last week 
by James O. 
Wright, vice-pres- 
ident and group 
executive — car 
and truck group, in a speech at the 
College of William and Mary, Nor- 
folk, Va. 

Speaking at a convocation on job 
requirements in industry, Wright 
said the success of the auto indus- 
try in resisting wage increases that 
are out of step with productivity is 
a matter of concern to all Ameri- 
cans. 


DKW to Rebate 
$200 to Dealers 


SOUTH BEND.—A $200 rebate to 
dealers on DKW and Auto Union 
models was announced last week 
by J. Bruce McWilliams, sales vice- 
president, Mercedes-Benz Sales, 
Ine., exclusive distributor of the 
cars in the United States. 

“We cannot stand idly by while 
many imported economy cars are 
being sold at distress prices pre- 
paratory to withdrawal from the 
American market,” McWilliams 
said. “We must take extraordinary 
steps to place our dealers in a com- 
petitive position to meet present 
marketing conditions.” 

Chief beneficiary of the. rebates 
will be the DKW 750 two-door 
sedan, which has an East Coast 
port-of-entry price of $1,665. Mer- 
cedes-Benz models are not included 
in the rebate program. 


James O. Wright 


Granite City. Bankrupt 
BARRE, Vt.--Granite City Auto 
Sales, 283 N. Main St., has filed 4 
bankruptcy petition in United 
States District Court in Burlington. 
Olga. Marsigli, treasurer of the firm, 





ager had been on probation for 60 
days, failed to carry out merchan- 


listed debts of $46,966 and assets of 
$3,471. 
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After Coast Dealers Complained . . . 


Factories Warn of Discounters 


(Continued from Page 2) 


ment in the Los Angeles Times in- 
viting the public to “The Gemco 
Auto Show.” 

Pictured were a 1961 Lincoln, 
Chevrolet, Ford, Buick, Valiant, 
Comet and Mercury. Part of the 
copy read, “. . . shop all the ’61s 
for comparative prices and then 

. select your car for purchasing 
: You won’t have to discuss 
prices with anyone at the Show. 
All cars will have the list price and 
the exact Gemco Member Price on 
the windshield ,.. 5% percent Fi- 
nancing available on 36 month con- 
tracts . . . tradeing appraised on 


the spot.” 
co * * 


UTO dealers rushed to shop 

Gemco, and found the parking 
Jot a full display of all makes, in 
most models. Those with stickers 
had obviously been loaned by deal- 
ers, those without were found to 
have been registered to individuals, 
or in one case to a major Detroit 
corporation, 

With sales being lost and a 
discount auto show under their 
nose, Orange County dealers 
wrote, and had their salesmen 
write, letters to every factory ex- 
ecutive worth contacting. 
According to reports given AUTO- 
motive News, results of the letters 
varied from company to company. 
Some are said to have ignored the 
letters and not replied. Others re- 
plied and did little that was ob- 
vious. 

Whether they wrote letters or 
not, there is good reason to believe 
every single Detroit car maker took 
steps to check on the situation. Stu- 
debaker-Packard officials are said 
to have filed a lengthy report to 
the home office. Ford’s assistant 
public relations director is reported 
reviewing the situation with dealer 
association managers. Dealers say 
that General Motors put several in- 
vestigators into the field. Chrysler 
zone people shopped the discount 
houses, and Rambler dealers were 
visited by zone personnel. 

* * oe 


Letter from Roche 


oe important was a four-page 
letter sent to General Motors 
dealers over the signature of James 
M. Roche, distribution vice-presi- 
dent. Among other things it noted 
that GM does not sell its cars for 
resale to outlets other than GM 
dealers. 

Though GM’s letter carefully 
acknowledged “right of the deal- 
er to sell the motor vehicle to 
which he has title, as he pleases” 
the letter also pointed out that 
“bootlegging” is contrary to the 
GM selling agreement, 

The letter concluded by telling 
Southern California dealers that re- 
gional division executives “have 
been directed to discuss this sub- 
ject with all dealers concerned.” 

By the middle of December all 
major GM divisions had conducted 
informal meetings with dealers re- 
ported passing units through dis- 
count houses, Most deaiers agreed 
to discontinue the practice. In ad- 
dition, Pontiac and Dodge dealer 
associations entered the field and 
were consulting with dealers co- 
operating with discount buyers. 

A “task force” of Ford dealers 
called on sources of discounted 
Fords to encourage shutting off the 
Supply of cut-price cars. A _ local 
Ford point, said to be financed with 
Ford executive money, stopped sell- 
ing cars to the discounters. 

Rambler dealers had been given 
the word that an amendment to the 
franchise was being considered, be- 
cause, as one dealer recalls it, “We 
(American Motors) will not allow 
this to continue.” 

Even imports came into the act 
when a major import retailer found 
the franchise of his hot sports car 
line was not going to be renewed. 
The distributor had determined 
that 50 percent of the dealer’s sales 
Were through a discount house. 

FINAL twist to the faucet is 

said by Chevrolet dealers to 
have been given on Dec. 30. 

On that day many Southern 
California Chevrolet dealers re- 
ceived a phone call from the Los 


(discount house selling) so don’t 
make a mistake and pick it up.” 


Though most Chevrolet dealers | 


there was a/|We lost 22 percent of our deals to 


|a discount house.” 


ceased bootlegging, 
meeting on the afternoon of Jan. 13, 
in which “slow-to-take-the-hint” 


dealers were advised that it was a| 
discounting | 
new units through referral schemes | 
|cost me much in the way of unit 


mistake to continue 

or discount houses. 
The following Monday, one of the 
major discount houses closed its 
auto sales office. 
* ok « 


Results to Dealers 


HAT four months’ selling of 

discounted cars, by seven dis- 
count stores. did to 77 Orange 
County dealers is reflected in ex- 
cerpts from their comments to 
AvuTOMOTIVE News. 

“General Motors has done a 
magnificent job,” says Carroll 
Cone sr., Cone Brothers Chevro- 
let, Anaheim, “If the follow- 
through is as good, the dealer 
franchise system of selling is on 
the upgrade and more likely to 
attract young and high-calibre 
people in the future.” 

Bill Barry, Barry Pontiac, Santa 
Ana, said, ‘We were losing sales 
daily. Figure it this way: We have 
five Pontiac dealers in the area. 
Add the five major discount houses 
and you have, in effect, doubled 
the number of Pontiac dealers. 
People would come in and shop us 
for color, get an appraisal on their 
used car then go back to the dis- 
count house to close the deal. It’s 
still a problem (Jan. 12, 1961) but 
the factory has given us rays of 
hope.” 

“As of now (Jan. 12, 1961), it’s 
about the same,” says Bill Bartlett, 
Bartlett Rambler, Anaheim. “GM 
has clamped down, so they’re (dis- 
count houses) having more trouble 
getting Chevrolets. We know we've 
lost some deals, but we’re not able 
to follow them up to find out how 
many.” 

Another Rambler dealer, who 
asked not to be quoted, told Auto- 
MOTIVE News, “Our dollar volume 
has dropped about 25 percent since 
the discount houses opened. It’s not 
the people they sell that hurt us, it’s 
the people they don’t sell. They give 
everyone cost figures, which the 
customer then uses to shop us. That 
makes it almost impossible for us 
to close with a decent profit in the 


deal.” 

™ J. ROYALL, vice-president of 
¢ Dunton Ford, Santa Ana, says, 

“Our feeling is there’s been a lot 


* * * 





South Dakota Dealers 


To Cosponsor Road-E-O 


RAPID CITY, S. D.—Lou Vidal, 
president of the South Dakota 
Auto Dealers Assn., has announc- 
ed that the association will co- 
sponsor the Junior Chamber of 
Commerce Road-E-O, an annual 
safe-driving competition for teen- 
agers throughout the state. 

Winners of the June event will 
go to a national contest in Wash- 
ington, D. C., and compete for 
scholarships amounting to $4500. 
Approximately 300 South Dakota 
teen-agers take part annually, 
Vidal stated. 











accomplished through association 


|} and factory action. During October, 


when discounting was at its height, 


Loss of a fair gross was pointed 
up by Tommy Ayres, Ayres Chev- 
rolet, Laguna Beach, when he said, 
“I don’t think the discount houses 


volume. 

“But once a discount house 
gets into the deal, it puts grosses 
down to impossible levels. Our 
grosses dropped about $50, com- 
pared to a year ago, after the 
discount houses showed people 
how they could have a car for 
$150 over (invoice).” 


In a letter to the Director, State 
of California, Department of Motor 
Vehicles, San Fernando Valley 
Oldsmobile dealer Robert H. Stew- 
art, wrote: “The J. M. Arnoff Co., 
Canoga Park, ran an ad in the 
Los Angeles Times, Nov. 24, 1960, 
offering in their ‘New-car depart- 
ment, all makes, all models, com- 
plete factory warranty and service. 
Big discounts and tradeins accept- 
ed at top market value.’” 

Stewart’s letter continued, “This 
clearly is an offering to sell new 
cars by a company which does not 
have a franchise for all makes or 
the parts and service facilities to 
function as a new-car dealer. The 
legitimate auto dealers represent a 
tremendous investment in this 
state. 

“They employ thousands of peo- 
ple, carry a large tax burden and 
sincerely contribute to solving the 
transportation problem of our mil- 
lions of people through license 
sales and maintaining proper serv- 
ice departments to keep the cars 
rolling . . . We do hereby respect- 
fully request that your office take 
immediate and continuing action to 
stop this and all other operations 


of this type.” 
* 
A CALL to the Department of 
Motor Vehicles reached A. J. 
Fitzgerald, supervising special in- 
vestigator, who said, “The real 
problem is created by new-car deal- 
ers who don’t realize they’re cutting 
their own throat by selling cars to 
the discount houses. We’re attempt- 
ing to get new legislation to regu- 
lated these (discount houses) peo- 
ple.” 

Whether all the commotion was 
justified, from the franchised 
dealer’s point of view, can be de- 
cided by registration lists from 
Donnelly’s Motor Recorder. 


Checked were September, Octo- 
ber and November sales in Orange 
County, by outside dealers more 
than 25 miles away who were re- 
ported selling to discount houses. 
September, 1960 sales of discount- 
selling dealers were 20 percent 
over 1959 sales. In October their 
sales were almost 50 percent great- 
er. In November, dealers said to 
be selling through discount houses 
were moving nearly five the times 
the units into Orange County than 
they had the year previously. 

(The next installment of this 
report presents the point of view 
of dealers who sold cars to, or 
through, a discount house. Some 
were forced into it, others found 
it an excellent way to gain vol- 
ume.) 


* * 











Angeles zone office. In effect, they 
Were told, “We’ve got the lid on 
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Service in Spotlight— 





Service is not overlooked at the new facilities of Saunders-Cook, Ltd. (Ford), Toronto. 
The two-story dealership features modern architecture, with a special annex that serves 
as a “service reception center."’ The firm's service department is equipped to handle 


30 cars at one time. 














Leasing Group Reelects Officers— 


Officers of the American Automotive Leasing Assn. were reelected at the annual 
convention in Scottsdale, Ariz. They are, left to right, Kenneth Glaser, director; Jess S. 
Raban, executive secretary; Armund J. Schoen, director; David S. Brockman, president; 
A. R. Neuber, vice-president; John B. White, vice-president, and Wallace Lilja, treasurer. 
* * * 


* * + 


Leasers Expect Boost 
In Operating Costs 


PERATIONAL costs of middle- 

line Fords and Chevrolets in 
leased fleets will increase by $3 to 
$4 a month per car in 1961, it was 
predicted at the annual convention 
of the American Automotive Leas- 
ing Assn, in Scottsdale, Ariz, 

The continued upward trend, 
it was pointed out, has caused a 
steady swing from the various 
maintenance lease plans to the 
finance, or nonmaintenance, type. 
In 1960, the convention was told, 
there was an increase of 27 percent 
in the number of finance-type 
leases and a gain of only 14 percent 
in the number of fixed-cost plans. 
The total value of auto and truck 
fleets leased by firms in the country 
soared to $1.54 billion in the last 
12 months, an increase of $195 mil- 
lion over 1959, it was reported. 
This represents a gain of 14.5 
percent for the leasing industry in 
the last year, the group was told. 
Jesse S, Raban, AALA executive 
secretary, announced that a more 
comprehensive report on finance- 
type leasing plans will be released 
to members during 1961. 

* * ed 


°61 Goals Outlined 


— J. Schoen, president of 
Wheels, Inc., Chicago, said that 
one of AALA’s goals in 1961 will 
be the release of more information 
to members on such operational 
problems as tires, licenses and in- 
surance. 

David S. Brockman, AALA 
president, announced that more 
comprehensive and faster used- 
car reports will be issued to 
members, 

Joseph Sommers and Michael 
Silver, AALA accountants, reported 
that ’59 models showed a marked 
acceleration in depreciation rate 
starting in January, 1960, and have 
continued to drop at a “consider- 
ably more than normal rate.” 

Their report added that the de- 
cline for ’60 models was “excep- 
tionally rapid from the start. It 
indicated that the resale values of 
’60’s will be “significantly lower 
than had been predicted for the 
period May-July, 1961.” 
* ok * 


Leasing Group to Meet 


ISCUSSION clinics on manage- 

ment and operating problems 
of smaller companies will be high- 
lights of the spring executive con- 
ference of the National Truck 
Leasing System March 13-16 in 
Boca Raton, Fla, 


* 


Parts Firms’ Leasing Grows 


RMUND J. SCHOEN, president 
of Wheels, Inc., reported that 
the automotive parts and accessory 
industry leased more auto and 
truck fleets in 1960 than in any 
previous year. 
"He said new and lower-cost 
leasing plans introduced by 
major lessors boosted the value 
of auto and truck fleets leased 











by the industry to $25 million, a 
gain of about $3 million over 1959. 

Trucks leased by the industry 
last year totalled 1,900, he added, 
an increase of 32 percent over ’59, 
while auto fleets were up by 600 
units to 7,600, 

“The new plans permit com- 
panies to lease the vehicles they 
need without including mainte- 
nance, repairs and garage service,” 
said Schoen. “This makes leasing 
costs lower and enables companies 
to make use of existing facilities, 


instead of scrapping them.” 
oe ok * 


Leasing’s Growth Cited 


ee profit squeeze is caus- 
ing more firms to turn to 
leasing of motor vehicles and other 
equipment, according to H. L. 
Meckler, president, Lease Plan 
International Corp. 

He said the number of inquiries 
received by his company in- 
creased “considerably” in 1960, 
and attributed it in part to “in- 
dustrial management’s search for 
every possible means of attaining 
high production at low unit cost 
to meet competition effectively.” 


Industrywide leasing volume now 
exceeds $400 million a year, and will 
top $1 billion by 1965, Meckler 
added. 

* * * 

EASING Notes: Deane Buick 
Co., Denver, has opened a fleet 
sales and leasing department, with 
Dick Deane as chief ... George 
Liesmann has been named manager 
of Koenig Auto Leasing Co., Web- 
ster Groves, Mo. ... Harris Saund- 
ers, chairman of Saunders Truck 
Leasing System, Birmingham, Ala., 
has been awarded the Professional 
Manager Citation for 1960 by the 
Society for Advancement of Man- 
agement ... G. C. King, president 
of King-Zane Motors, Greensboro, 
N. C., hag announced that his firm 
has joined Cars Rental System, Inc, 


Lee to Try Role 
As Innkeeper 


NEW YORK.—James W. Lee II 
has announced that he is retiring 
July 1 from the public relations 
business to operate a country inn 
in Dorset, Vt. 

Lee, a partner 
in the firm of Ivy 
Lee and T. J. Ross 
since 1933, at one 
time handled pub- 
lic relations in 
Detroit for Chrys- 
ler Corp. and for 
Briggs Mfg. Co., 
which was then 
a separate com- 
pany. He had also 


James W. Lee IT 
ee - spent 20 years on 


|the Public Relations Committee of 


the Automobile Manufacturers Assn. 
Lee will continue with his firm 
on a consultant basis. 








| have a right in 1956 to file a stock- 
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Auto Men Seek [Proxy-Fight Step Taken... 


State Posts in 
Michigan Election 


DETROIT.—Several men who are 
active in automotive circles have 
been nominated for state offices in 
Michigan’s April election. 


Republicans picked Charles 


highway commissioner, He is plant 
Supervisor for Ford’s Tractor and 
Implement Division. 


James C. Zeder, retired Chrysler 


Corp. vice-president, is a Republi- | 


can aspirant for the University of 
Michigan board of regents, and 
Allan Sorenson, Dow Chemical 
chemist, seeks that post on the 
Democratic ticket. 

Republican 


Michigan State University board 


of trustees are Fred England jr., | 


East Lansing Chevrolet dealer, and 
John S. Pingel, executive vice-pres- 
ident, Ross Roy-Brooke, Smith, 


French & Dorrance, Detroit adver- | 


tising agency. 

Thomas B. Adams, president of 
Campbell-Ewald Co., Detroit ad- 
vertising agency, was nominated 
for the Wayne State 
board of governors on the Republi- 
can slate. 


N. D. Convention Set 


BISMARCK, N. D.—The North 
Dakota Automobile Dealers Assn. 
convention will be held in Willis- 
ton, N. D., March 26-28. 


ss The Broadest and 


R. | 
Bedwell as their candidate for state | 


candidates for the} 


University | 


Newberg Sues Colbert; 


Courts Uphold Dann 


(Continued 


employment by Chrysler,” Colbert 
conspired to oust Newberg, accord- 
ing to the suit. 

| The bill charges that Colbert was 
| aided by Louis B, Warren, a Chrys- 
ler director and partner in the Kel- 
ley, Drye law firm; W, Alton Jones, 
another Chrysler director and 
chairman of the executive commit- 
tee of Cities Service Co., and Fran- 
cis S. Bensel, a lawyer with the 
Kelley, Drye firm. 

The group decided to “seize 
upon” Newberg’s investment in 
two supplier firms in 1952 and 
1955 and to “twist, distort and 
alter the facts” to ruin Newberg. 

With this accomplished, the group 
would “create an aura of righteous- 
|ness about . . . Colbert by holding 
him out to the public as the discov- 
erer of grievous wrongdoing on the 
part of (Newberg) and causing to 
be published by independent agen- 





|cies that a full-scale study of all| 


| of the Chrysler operations disclosed 
the charges against (Colbert) and 
| intimates to be without foundation, 
| thereby to create the false public 


|!at Chrysler had been corrected by 
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impression that all that was wrong | 


from Page 2) 


the ouster of (Newberg),” the suit 
charges. 
4 a * 

EWBERG charges that Bensel 

visited him to explore his in- 
terests in the two supplier firms. 
He says that he gave a full account 
of his interests and was assured 
that the check was “perfunctory.” 

While the investigation was 
under way, the suit charges that 
Colbert and his wife were enter- 
tained in the Newberg home and 
Colbert permitted Newberg to com- 
plete plans for a European tour 
with Warren. The tour was to have 
begun last July 3, three days after 
the day on which Newberg was 
ousted. 

Newberg defends his interests 
in the two supplier firms this 
way: The interests were known 
to Chrysler officials, Newberg did 
not use his influence to get busi- 
ness for the companies and the 
supplier firms were a benefit to 
Chrysler and saved the company 
$10 million. 


The suit charges that a meeting | 


of the Chrysler board was called 
for June 30, that false charges were 
lodged against Newberg and that | 
he was given a letter of resigna- 
| tion to sign. Newberg quotes Jones | 
as telling him: “‘If you don’t sign, 
we'll take board action,’ ” 

The suit asks for $4.5 million in 
future earnings and another $750,- 
000 for such items as Jast year’s 


| tions by dissident stockholders. 
| % % * 
Injustice to Chrysler 
OLBERT'’s reply to the suit said, | 
in part: 


| 


holder’s suit challenging Studebak- | 
}er’s tieup with Curtiss-Wright. 
The appellate judges ordered a 
hearing on the suit in Detroit 
Federal District Court, which 
had summarily thrown out Dann’s 
complaint without explanation. 
Dann called the Studebaker de- 
| cision a legal precedent “which will 
fortify the rights of all stockhold- 
ers in the future.” 
* * * | 
I ANN last week was awarded the 
right to get the stockholder 
list by a Delaware superior court. 
He threatened to petition for a/| 
court-ordered delay in the annual 
meeting if the board, as expected, 
fails to grant his appeal for a vol- 
untary delay, Chrysler also was ex- 
pected to appeal the order giving 
Dann a list of shareholders, 
Dann has also asked the Securi-| 
ties and Exchange Commission to} 
delay the annual meeting and has| 
made a number of charges against | 
Chrysler to the SEC. The SEC does | 
not ordinarily take action on delay- | 
ing meetings unless it discovers vio- 
lation of its rules. 
The board met Thursday in New 
York to approve Chrysler’s 1960 fi- | 
nancial report and act on a quar- 
terly dividend. This dividend would | 
be payable about March 13, a day} 
or two before the company sends | 
stockholders the proxy statement) 


Dann’s purpose in stalling the | 
annual meeting is to secure time 
for waging a proxy fight for seats 
on the Chrysler directorate. An- | 
other proxy fight is being con- | 
sidered by James M, Robbins, 
Royal Oak (Mich.) industrialist 
and former Chrysler supplier and 
dealer. 

In his suit against Studebaker, | 
Dann accused the South Bend com- | 
pany of having made “false and| 
misleading representations” to 


agreement with Curtiss-Wright. He | 
also said the ballots were incor-| 
rectly counted. The tieup between | 


tinued in 1958. 
Dann also has sued Studebaker | 





Business Code of Ethics 
Endorsed by Kennedy 


WASHINGTON.—P resident 
Kennedy made it clear last week 
that he hopes that private busi- 
ness will take steps to set up a 
code of ethics similar to the one 
established by labor unions. 

The President said that a busi- 
ness code could be “very benefi- 
cial” and that he “would be in- 
terested to see what could be 
worked out.” 

Although Mr. Kennedy made 
specific reference to the Civil ae- 
tions taken against the electrical 
machinery industry, his recom- 
mendation of an industry code 
was a general suggestion. 

ccc ccs 

who has joined a Los Angeles 
television productions agency, de- 
clined comment last week on the 
latest Chrysler suit. 

Chrysler asks that Minor’s suit 
for recovery of the savings-stock 
assets be restrained until the 

& M profits matter is disposed 

of. Chrysler said Minor’s petition 
for these funds must be held up 
because he may be unable financial- 
ly to comply with the terms of any 
decree ordering him to repay 
W & M profits. 

In its answer to Minor’s $200,000 
damage suit for wrongful dismissal, 


| and ballot for the April 18 meeting. | Chrysler makes many of the points 


made in its suit for the recovery 


| of profits the company says Minor 


obtained from his outside interests. 
In asking dismissal of the suit 
connected with the stock-savings 
plan, Chrysler said that the Oak- 
land County Circuit Court has al- 
ready enjoined National Bank of 
Detroit, trustee for the plan, from 
delivering assets to Minor, 
* * * 
EWBERG has sued Chrysler to 
kill the profits-repayment 


salary, retirement benefits now de-| stockholderg in soliciting favorable} agreement he signed last summer, 
| nied and the costs of defending ac- | votes on its plan for a management) when he was ousted from the pres- 


idency. Chrysler has obtained a 
delay until Feb, 20 in submitting its 
answer to the Newberg charges 


|the two companies was discon-|that he was asked to resign as a 


“scapegoat.” 
Newberg wants to abolish the 


“The charges made in the suit| for stockholders’ compensation as| plan calling for him to pay Chrys- 


filed today by William C, Newberg| a result of what he termed financial | ler $455,000 he received through an 
are baseless and fantastic and do| losses resulting from the Curtiss-| association with Ben Stone, owner 
grave injustice to our company,| Wright tieup in 1956 and a refi- | of two Chrysler suppliers. 


| which gave Mr, Newberg an op-| 
| portunity for a distinguished busi- | 
ness career, These charges consti- 
| tute an unwarranted attack on the 

integrity of his former associates at 
| Chrysler. | 

“Mr. Newberg’s present attitude 
and actions appear in strange | 
contradictions to words that he 
spoke so enthusiastically as _ re- 
cently as May 11, 1960, in address- 
ing a meeting of more than 300 of 
the top executives of Chrysler | 
Corp. — just 50 days before his 
resignation as president of the 
company. He said: 

““The first thing I want to do 
here tonight is to ask all of you to 
| join me in paying tribute to the 
/man who has led this company dur- 
ing the 10 great and difficult years 
during which it has been rebuilt 
from the ground up. 


““The second thing I want to do} 
| is to pledge my time and my energy | 
to a continued support of Mr. Col- 
bert’s leadership in the years 
ahead.’ 


* * * | 


“TT WAS some time after Mr. 
Newberg was elected to the| 
presidency of Chrysler Corp. on| 
April 28, 1960, that rumors of prof- | 
its made by Mr, Newberg in some 
undisclosed transactions reached 
me. When I asked Mr, Newberg 
about these rumors, he maintained 
that he had done nothing illegal or 
improper. . 
“With the approval of the com- 


1 


nancial interests was immediately 
undertaken by Chrysler’s general 
counsel and its firm of independent 
certified public accountants.” 
Colbert went on to review the 
Chrysler account of Newberg’s 


revealed, and maintained that the 
|; company’s action was proper. He 
also recalled the investigations of 
Chrysler management last summer 
which ended with reports that no 


| sales concerns with which Chrysler 


| the payroll. 


| ting in the county seat of Pontiac. | 
| Judge Adams will decide whether 
| to award Chrysler a temporary 1n-| 


|Minor also has sued for recovery | 


pany’s non-management directors, | 
an investigation of the rumored fi- | 
| Chrysler which Minor “participated | 


ouster, which has previously been | 


nancing arranged in 1958. 
Meanwhile, Chrysler has sued| 
Minor in Oakland County Circuit | 


legedly made through his connec-| 
tions with outside advertising and 


did business while Minor was on) 


* * 


HEARING on this suit is sched- 
uled for Feb, 14 before Oakland | 
Circuit Judge Clark J. Adams, sit-| 


junction prohibiting one of the out- | 
side interests, W & M Sales Co.,| 
from disposing of Minor’s 50 per-| 
cent interest. 

The suit against Minor came| 
after he sued the company for 
$200,000 on a mal-dismissal charge. 


of $25,000 he says is due him froma 
stock-savings plan. 

Chrysler’s action seeks an ac- | 
counting of all transactions be- 
tween Minor, W & M Sales Co. 
and three other concerns in which 
he had an interes t—Bel-Aire 
Process, Ine., The Taxi-Ad Co. 
and Transportation Advertising 
Co. 

Calling his profits from these op- |} 
erations a violation of duties, the| 
suit asks Minor to pay Chrysler | 
“commissions in an aggregate} 
amount exceeding $80,000 . . Oni 
sales of products and/or services 
made by such concerns...” 

These sales, the suit continues, 
included substantial orders to 





in, supervised or approved.” | 
Pa * * | 


Dispute on Minor 
De HIS suit against the company, | 
Minor said his superiors knew | 
| of his outside interests all the seven 
years he worked for Chrysler. 
However, Chrysler contends that 
| Minor’s partnership interest in 
W & M Sales Co., through which 
he allegedly received commissions | 





wrongdoing was discovered. 
* * * 


Dann’s Right to Sue 


HE United States Court of Ap- 
peals for the Sixth Circuit, in 


from the three ad concerns, Was 
| hidden by him until the late sum- 
| mer of 1960. 

The W of 


W & M Sales Co., 








Cincinnati, ruled that Dann did 


E. Wellman, Both he and Minor, | 


according to Chrysler, is Joseph | omou- 


Chrysler has sued Stone for his 
share in the profits of the two com- 
panies, Bonan Co. and Press Prod- 


| Court for recovery of profits he al-| ucts, Inc. But no suit has been filed 


against Newberg, in view of: his 
now-disputed agreement to repay 
Chrysler. 

Newberg turned over $200,000 to 


| the company when he resigned, and 


a subsequent due date for another 
$65,000 payment was delayed by 
the court after his suit was filed in 
January. 
* * * 
TWYHE Markewich suit was filed in 
the Supreme Court of New York 
County, asking that any assets that 
have been misappropriated from 
Chrysler be returned, Individuals 
named in the suit include: New- 
berg, Colbert, and three Chrysler 
vice-presidents, Paul C. Ackerman, 
C. L. Jacobson and R. S., Bright. 
One of the issues taken up by 

Markewich is the Newberg inter- 
est in suppliers. The suit charges 
that one of the companies ob- 
tained its orders from Chrysler 
through Newberg’s influence. 

The suit is viewed as a continua- 
tion of an earlier action against 


| Chrysler by Markewich. Last sum- 
| mer, he asked for a pretrial examl- 


nation of Chrysler officials. That re- 
quest was denied and so he has now 
made his charges, without using 


the pretrial technique. . 
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Car Schedules Lopped Again 


(Continued from Page 1) | 
tors announcing that its Buick, | 
Oldsmobile and Pontiac Divisions | 
will curtail production for one week 
at their “home” plants, and five of | 
six B-O-P “field” units will halt | 
operations this week. 

In addition, all Detroit-area 
Chrysler Corp. plants — Imperial, 





Lancer and Valiant lines at Ham- 
tramck; the Chrysler and Dodge 


| 
Plymouth, the Dodge Dart, Dodge | 
| 


Polara lines in Detroit, will be | 
down all of this week as will 
Chrysler Corp, lines at Newark, 
Del. Mercury’s plant at Wayne, 
Mich., also will be down this week 
as will the combined Comet-Fal- 
con lines on Friday at Kansas 
City and San Jose, Calif. 
Standard Ford plants will be 
down all this week at Atlanta, 
Chester, Pa., Twin Cities and Louis- 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 










































































Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Feb. 11, Week, Feb. 4, February, Feb. 13, Feb. 11, 
1961 1960* 1961* To Date 1960* 196L 
CHRYSLER CORP.** .. 13,720 26,432 10,229 18,680 160,964 55,601 
Chrysler Division. ...... 2,520 2,905 2,148 3,781 18,693 13,101 
Chrysler .................... 2,200 2,461 2,148 3,461 14,922 11,978 
BEIOUIEE « pissiesevesosesasics 320 mee (eis 320 3,771 1,123 
Dodge Division .......... 4,200 8,839 1,792 5,222 51,532 15,172 
Dart-Polara .............. 3,200 8,839 1,299 3,945 51,532 11,906 
ME > dots cacvencodvscuvedey REY, Atenas 493 BINGE datavsxine 3,266 
Plymouth Division .... 7,000 13,408 6,289 9,677 82,255 27,328 
RE APAEROE  ssivcvisvtrcsseeds 4,000 7,995 4,718 5,747 53,307 16,748 
Se Messe: cyatteovensivece 3,000 5,413 1,571 3,930 28,948 10,580 
FORD MOTOR .............. 28,185 44,987 24,289 42,706 292,565 158,081 
Ford Division .............. 22,135 40,294 21,789 35,068 257,885 132,056 
NIN cpeciccxsivsivssesecsnses 8,000 10,950 4,715 = 11,010 67,464 42,223 
OU CHI) cscecesiscssis 12,300 28,088 15,240 21,131 180,082 78,961 
Thunderbird. ............ 1,835 1,256 1,834 2,927 10,339 10,872 
L-M Division. .............. 6,050 4,693 2,500 7,638 35,680 26,025 
MT ucsavysstagvenvtacsmibas BD cardio 1,041 eee nijains 10,777 
Lincoln 800 613 799 1,285 4,910 4,771 
Mercury 3,000 4,080 660 3,397 30,770 10,477 
GENERAL MOTORS .. 53,330 70,346 56,034 87,966 474,807 321,383 
Buick Division. ............ 5,890 7,136 5,267 9,491 48,656 33,534 
Buick. (Std.) ............ 4,406 7,136 3,937 6,965 48,656 24,576 
SEE ererrrr RR dati eacens 1,330 WU edestinces 8,958 
SED lociadenncazicncrsses 3,360 4,321 3,381 5,386 24,817 19,598 
Chevrolet Division .... 27,900 39,170 32,400 47,144 278,575 175,413 
NNN aSiasiccstcaeasevvvess 6,900 7,096 6,507 10,833 47,788 36,161 
Chevrolet (Std.) ...... 21,000 32,074 25,893 36,311 230,787 139,252 
Oldsmobile Division .. 7,980 9,882 6,420 12,543 61,337 42,904 
POMS sisscecsvecsheesebeneriisavk Be: © dksaeeeacs 1,582 EE sesesaess 10,599 
Oldsmobile (Std.) .. 5,960 9,882 4,838 9,328 61,337 32,305 
Pontiac Division ........ 8,200 9,837 8,566 13,402 61,422 49,934 
Pontiac (Std.) ........ 5,600 9,837 5,618 8,971 61,422 32,060 
MOUNTING, oacssscscsessncseess RCO askeess 2,948 MEE “sean 17,874 
NMNMGMUMED. ssccshessvestsasasiocie: coscarsetss 8,816 8,836 5,309 60,696 29,335 
STUDEBAKER ............... 24 2,605 1,201 933 19,522 5,692 
CHECKER. .................:0006 125 192 123 199 530 453 
Total Cars, U, S.** .... 95,384 153,378 100,712 155,793 1,009,084 570,545 
Totals for 1960 include DeSoto production. : 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan, 1 
Ended Same Ended Output, To To 
Feb. 11, Week, Feb. 4, February, Feb. 13, Feb. 11, 
1961 1960* 1961* To Date 1960* 1961 
CHEVROLET ................. 5,900 10,626 6,892 9,824 64,036 35,471 
DIAMOND T 58 21 41 448 162 
ED 5200 N pass dadonevexttxs 71 39 60 501 271 
5 5a vast va csahnncdonrs 1,894 1,355 2,167 11,530 7,031 
FORD. ............ 71,972 7,611 11,898 52,518 38,995 
MN fee 35 ce cessvi jug) sigianccastte 2,496 1,345 2,147 14,363 7,651 
INTERNATIONAL ...... 2,685 3,010 2,685 4,314 17,587 14,664 
IR wos, cic divans cnsycsnascnnt 200 363 200 321 2,009 1,122 
STUDEBAKER .............. 198 172 195 314 947 624 
MRED 5 074, 25 c55c5,csascseaioibce 340 386 342 519 2,462 1,873 | 
EN sess vist svsec sat eceuhe 2,175 2,665 2,259 3,358 14,109 9,614 
MISCELLANEOUS ...... 80 100 80 123 608 492 | 
Total Trucks, U. S. .... 21,744 29,813 23,024 35,086 181,118 117,970 
Total Cars, Trucks, | 
RIL Re - caatoavesvetencnisocenvecseey 117,128 183,191 123,736 190,879 1,190,202 688,515 | 
CANADIAN PRODUCTION—CARS 
Week Week Jan, 1 Jan. 1 
Ended Same Ended Output, To To | 
Feb. 11, Week, Feb. 4, February, Feb. 13, Feb. 11, 
196L 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. ...... BNO .2occ: 847 1,502 6,373 3,993 
FORD MOTOR .............. 2,050 2,308 1,999 3,259 12,116 12,260 
GENERAL MOTORS .. 3,090 4,385 3,862 5,350 28,529 21,138 
RAMBLER . ............0:0000. BD avy athareens 81 129 eavervaae 211 
STUDEBAKER .............. 160 120 146 242 583 690 
Total Cars, Canada .... 6,230 6,813 6,935 10,482 47,601 38,292 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. L Jan. 1 
Ended Same Ended Output, To To 
Feb. 11, Week, Feb. 4, February, Feb. 13, Feb, 11, | 
196L 1960* 196L* To Date 1960* 196L 
CHRYSLER CORP. ...... 160 155 254 930 898 
FORD MOTOR. .............. 395 384 528 728 2,072 2,194 | 
GENERAL MOTORS .. 590 910 594 937 5,993 3,379 
INTERNATIONAL ...... 230 277 232 374 1,650 1,341 
_ Total Trucks, Canada 1,375 1,571 1,509 2,293 10,645 7,812 
Total Cars, Trucks, 
_ Canada Te 7,605 8,384 8,444 12,775 58,246 46,104 
Grand Total, 
Cars and Trucks, 
U. S, and Canada....124,733 191,575 132,180 203,654 1,248,448 734,619 | 





“*Revised. 
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ville. The Falcon line at Atlanta 
also will close for one week. A 
Returning to operation, however, 
this week will be the Ford Motor} 
plant at St. Louis, which has been| 


| 
| 


turned over to the production of| © 


standard Ford cars. The plant form- | 
erly built Mercurys. 


Another Ford Motor plant that is |! 


being changed over to give more 
flexibility to scheduling and delivery 
is the Metuchen (N. J.) unit, which 
will begin building Comet during 
the week of March 6. The plant now 
assembles Falcon cars and these 
operations will continue. The Comet 
currently is produced at Lorain, O., 
Kansas City and San Jose, Calif. 
* * * 


f gaetd size groups to show output} 
gains last week were mediums, 
up from 19.4 percent on 19,535 as- 
semblies during the week ended 
Feb. 4 to 24.6 percent on 23,501 cars| 
last week, and the highest-priced, 
up from 4.2 percent on 4,180 units 
to 4.7 percent on 4,480 assemblies. 
The compacts were off from 29.8 
percent on 30,064 units to 28.6 per- 
cent on 27,278 assemblies, and the 

standard group sank from 46.6 

percent on 46,933 cars to 42.1 per- 
cent on 40,125 assemblies. 

In the commercial-car field, truck 
output declined 23,024 assemblies a 
week earlier to 21,744 units last 
week. During the week ended Feb. 
13 a year ago, the industry turned 


out 29,813 trucks. 
¢ &  & 


Electric Autolite to Quit 


Auto Bumper Production 

SHARONVILLE, O. — Electric 
Autolite Co. will discontinue opera- | 
tions at its Sharonville bumper 
plant with the completion of the 
1961 car models, George A, Kessel, 
bumper division manager, announc- 
ed last week. 

Kessel said the company does not 
plan to manufacture bumpers at 
any other 
move was made because of the 
trend by auto companies to manu-| 
facture their own parts and ac- 
cessories. The Sharonville plant has 
been making bumpers since 1946. 





Sports-Car Exhibit 


Held in New York 

NEW YORK. — Nine British 
makes are among the sports cars 
on display at the Sports and 
Competition Car Exposition 
which closes at the Statler Hilton 
Hotel here today (Feb. 13). 

The show is being held in con- 
junction with the annual con- 


location. He said the} 
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vention of the Sports Car Club 
of America, 
| 





> y 
. \ ) 
% ‘pgs... F 
Ww 4 meh 
‘ « a , co” r f 


7 ~ 





Two Detroit police officers demonstrate the stretchers which are part of the special 
equipment in the new Plymouth Suburban station wagons recently put into service as 
combination scout cars and emergency vehicles. One half of the city’s ‘‘working force” 
of 120 patrol cars are now station wagons. When the collapsible stretchers are not in 
use, the fold-away rear seat is kept in position. 


Chicago Sets 750, 000 Goul ij 


For Show Attendance 


(Continued from Page 8) 


aside by the CATA Board of Direc- | 


tors for the awards, he added, 
which means that as many as 40 
prizes can be given daily to sales- 
men who qualify. 

Elsewhere on the show front, 
John B. Barton, manager, reported 
that an estimated 86,000 persons 
viewed exhibits at the nine-day Co- 
lumbus show. 

“We feel that the 1961 show has 
stimulated business in Central Ohio 
and our dealers, salesmen and visi- 
tors all expressed enthusiastic ap- 
proval of it,” said Barton, who also 
is executive secretary of the spon- 
soring Columbus Automobile Deal- 


|ers Assn. 


* * * 


Ee was up 29 percent 
at the third annual Miami In- 
ternational Auto Show, according 
to Manny Sherman, who produced 
the event. He estimated the turn- 
out at 100,000, compared with 77,350 
a year ago. 

Domestic compacts were ex- 
hibited for the first time with 
the imported makes and sports 
cars. Only foreign-built vehicles 
and sports cars were on display 
in the first two shows, Sherman 
said. 

“Detroit was in favor of the com- 





‘Dividends’ for Appraisals .. . 


Showrooms Key Sales Drive 


(Continued from Page 3) 


proximately $5 for every dividend 
dollar he receives. This means that 
in a single neighborhood it is pos- 
sible for one dealer alone to ac- 
count for $100,000 in buying action, 


aside from his car sales.” | 
* * * | 


HE dealer receives 200 dividend 

wallets in each promotion kit 
supplied by Merrick at a cost of 
$100, Meyer said. The kits also con- 
tain promotion material for the 
dealer, including window trim, out- 
door posters, badges for salesmen, 
newspaper ad layouts, radio spot 
commercials and auto bumper 
strips. 

He estimated that dealers tak- 





3-Seat Wagon for Special; 


Other B-O-P Models Due 
DETROIT.—Buick has added a 
three-seat station wagon to its 
Special line, and Oldsmobile F-85 
will offer a similar model soon, 
Special, F-85 and Pontiac Tem- 
pest are expected to introduce 
two-door sedans this spring, 

The Special three-seat wagon is 
part of the standard series and 
is priced at $2,762, including fed- 
eral tax and dealer prep. It is $81 
more than the four-door two-seat 
wagon in the standard series, 








ing part in the program could 
offer the “Buyer’s Dividends” at a 
cost of 25 cents per appraisal. 
There would be no cost to the 
auto owner, he added. 

He said all dealer associations 
throughout the country have been 


contacted, and that a number of | 


them are holding meetings to con- 
sider participation in the program. 

“If only one quarter of the ‘Buy- 
er’s Dividends’ offers are redeemed 
in a city with 100 dealers,” said 
Pennington, “the ‘Drive America to 
Prosperity’ program alone would 
stimulate business by $2.5 million, 
not counting the automobile sales 
made during the promotion. 

“The combined boost in sales of 
automobile and other consumer- 
goods products could give the na- 
tional economy a boost of $2 to $3 
billion right at the time when it is 


| needed most.” 


VW Stock, Anyone? 

BONN, Germany.—Only 64 per- 
cent of the stock offered by Volks- 
wagen has been subscribed by the 
public so far, a government official 
reported. The shares will be traded 
on stock exchanges beginning 
March 15. 





parison, but the importers were a 
bit doubtful, thinking such an ex- 
position might hurt already dwin- 
dling sales,” he added. 

“T finally convinced them with 
the argument that an American 
who wants a domestic car will 
never walk into an import show- 
room. Give them a chance with a 
combined show, I told them, and 
he’ll at least be willing to take a 
look.” 

* * * 

Y= entering the Rochester 

(N. Y.) Community War Me- 
morial for the city’s 44th annual 
show moved from an Arctic at- 
mosphere to a tropical setting. At- 
tendance was down 17 percent, 
30,258, compared with 36,500 a year 
earlier, and cold weather got the 
blame. 


The eight-day show opened 
with a telephone greeting from 
Hawaii’s Gov. William F, Quinn, 
a former Rochester resident. The 
show’s theme was “Hawaiian 
Holiday.” 

The four-day show staged by the 
Allentown (Pa.) Automobile Deal- 
ers Assn, drew more than 10,000 
visitors despite heavy snowstorms 
and cold, according to Edward 
Charles, chairman, On one of the 
days the hall was open only two 
hours because of the snow, he said. 

More than $15,000 was raised for 
the March of Dimes at the Bir- 
mingham (Ala.) Automobile Deal- 
ers Assn.’s annual show. It was 
called the best show in the associa- 
tion’s history. 


Chrysler to Halt 
Disputed Valiant 
Claims, FTC Says 


WASHINGTON.—The Federal 
Trade Commission announced that 
Chrysler Corp. has entered into a 
stipulation agreement to discon- 
tinue certain gasoline - mileage 
claims for Valiant. The advertising 
challenged by the FTC involved the 
60 model. 


Chrysler agreed not to claim 
that Valiant obtained substantially 
greater mileage in last year’s Mo- 
bilgas Economy Run than “the 
other two new compacts.” Actually, 
the FTC said, Valiant averaged only 
0.27 of a mile per gallon more than 


|the nearest competitor referred to. 


Valiant averaged 27.3 miles per 
gallon to Corvair’s 27.03. A Ram- 
bler American beat them both with 
an average of 28.35. 

The FTC stipulation added: “Con- 
trary to other claims, Valiant does 
not deliver 30 miles per gallon of 
gasoline under normal driving con- 
ditions.” 

In a similar action last fall, Gen- 
eral Motors agreed to discontinue 
certain Corvair mileage claims 
which the FTC had disputed. 





Joseph D. Hutt Sr. 
LOUISVILLE.—Joseph D, Hutt sr., 61, 
founder and owner of Joe Hutt Motors and 
Joe Hutt Motor Parts, died Jan, 31. 
* * Eo 


Mauia Finch Keeter 
MORGANTON, N, C, Mauia Finch 
Keeter, 62, auto salesman, died Feb, 1 in a 
Morganton hospital following a brief ill- 
ness, He operated the Buick dealership 
in Morganton for some 12 years and had 
been engaged in the auto business for 37 
years in various places in Western North 
Carolina. 
* * * 
James C. Graham 


ASHEVILLE, N, C.—James CC, Graham, 


50, a partner in the used-car firm of Stand- 
ard Motor Sales, Patton Ave., was found 
fatally shot Jan. 31 in his car parked in 
a vacant lot near his place of business. 
The coroner attributed death to a self-in- 
flicted, 22-caliber rifle bullet wound in the 
right temple. 
* * ok 


Albert S. Holzwasser 
BOSTON. Albert S, Holzwasser, 63, 
founder and president of Arrow Armatures 
Co., died Jan. 17. He established the firm 
35 years ago. Mr. Holzwasser was presi- 
dent of the Rebuilders Division of the Au- 
tomotive Service Industries Assn. and was 
active in the Society of Automotive Engi- 
neers. 
* * * 
Ellsworth E. Douglas 
KANSAS CITY.—Ellsworth E, Douglas, 
former sales manager for Greenlease- 
O'Neill here before he purchased his own 
dealership in Springfield, Mo., died Jan. 14. 
* * ok 


Patrick J. Fitzgerald 
TORRINGTON, Conn.—Patrick J, Fitz- 
gerald, president and founder of Fitzgerald 
Mfg. Co., maker of automotive gaskets, 
died Jan, 21, 
* * * 


Clinton G. Jordan 


SAN ANTONIO.—Clinton G, Jordan, sec- 
retary and director of Jordan Motor Co. 
(Ford), died Jan, 28 at the age of 55. 

* * * 
Robert H. Reeder 

TOLEDO.—-Robert H, Reeder, 62, former 

sales manager of Motor Wheel Corp., Lans- 


died Feb. 1. 
* * * 
James H. Vaughan Sr. 
BLACKSTONE, Va.—James H, Vaughan 
sr., a veteran auto man and senior partner 
in Vaughan & Sons, died Jan. 23, He was 
71. 


ing, 


* * * 


John E. McAllister 


HUNTINGTON, W. Va.—John E, Mc- 
Allister, 71, a former Hudson dealer, died 
Jan, 30. 

* * * 
A. Melvin Dahlke 

MERIDIAN, Miss.—A. Melvin Dahlke, 
46, Meridian automobile dealer, died Jan. 


26 in Birmingham, 
* * * 


Bennie Goldstein 
FORT WORTH, Tex.—-Bennie Goldstein, 
59, was dead on arrival at a hospital after 
suffering a heart attack at his home Feb. 
7. Mr. Goldstein was in the auto business 
here 31 years. He was one of the owners 


Justo Credit Sheuavs 
Biggest Decline 


In Two Years 


WASHINGTON. Auto credit 
outstanding fell by $101 million in 
December to reach $17,866 million 
by the end of the month, the Fed- 
eral Reserve Board reported. 

The drop was the third straight 
monthly decline and the largest 
of the three. Before the period of 
decline, the credit total had gone 
up for seven months. The Decem- 
ber drop was the sharpest since 
October, 1958. The credit total de- 
clined by $84 million in Decem- 
ber, 1959. 

Despite the three-month sag, the 
credit total closed 1960 with a gain 
of $1,317 million during the year. 

Total installment debt of con- 
sumers increased by $578 million 
during December to reach $43,281 


Obituaries 











million by the end of the month. 

The auto credit extended in 
December amounted to $1,248 mil- 
lion, well below the $1,364 million 
for November and under the $1,- 
283 million for December, 1959, 

Auto debt repaid in December 
totalled $1,349 million, compared to 
$1,389 million in November and 
$1,367 million in December, 1959. 

Of the auto credit outstanding 
on Dec. 31, banks had extended 
$8,040 million, down $47 million in 
December but a gain of $688 mil- 
lion in the last year. 


Finance companies held $7,695 
million of the auto paper, off $62 
million in November but a gain) 


and increase of $367 million in the| 
last year. 

Other financial institutions held 
$1,618 million, up $12 million dur- 
ing the month and a gain of $230 
million in 1960. 

Auto dealers held the remain- 
ing $513 million of the total, off $4 
million in December but $32 mil- 
lion higher than the year-earlier 
total. 














AUTOMOTIVE NEWS, FEBRUARY 13, 1961 


of Goldstein and Reynolds Motor Co., an 
independent dealership. At one time he 
was a Nash and Edsel retailer. 
* z * | 
Artie L. Ashmore 
KANSAS CITY.—Artie L. Ashmore, Ash- 
more Pontiac Co., Kansas City, 49, died 
of a heart condition 
* * * 
Michael Mozur 
NEW BRUNSWICK, N. J, Michael 
Mozur, New Jersey manager for Mercedes- 
Benz Sales, Inc., died Jan, 25 at his home 
here, He formerly was an automobile deal- 


Steubenville, O. 
* * * 


Fred A. Lambert 
PRINCETON, Mo.—Fred A, 
the first automobile dealer here, 
31 at the age of 78, 
* * * 
Albert J. Manthey 
LOCKLAND, O.—-Albert J, Manthey, a 
former automobile dealer in Westwood, O., 
died Jan. 31 at the age of 8&3. 
+ * * 
William P. Putnam 
DETROIT.—William P, Putnam, 90, re- 
tired president and founder of Detroit Test- 
ing Laboratory, Inc., died Jan, 26, In its 
early years the firm ‘‘nursed’’ such auto- 
motive newcomers as the Cadillac, Ford, 
Buick, Oldsmobile, Durant and Hupp, 
* * a 
John Marshall 
SNYDER, N. Y.—-John Marshall, 


er in 


Lambert, 
died Jan. 


55, an 


automobile dealer here, died Jan, 21 at his 
home. 
* * * 
John M. Pomeroy 

NEW YORK.—John M, Pomeroy, 62, 
vice-president in charge of overseas and 
Canadian borrowings for General Motors 
Acceptance Corp., died here Jan. 28, 


* * * 


George Marcus 
INDIANA, Pa. George Marcus, 45, 
president of R & S Motor Co. since 1937, 
is dead. He was the son of Robert Marcus, 
who opened a Hudson dealership here in 
1919, and was a brother of Clarence Mar- 
cus, owner of McGregor Motor Co. (Dodge- 


Plymouth) here. 
* * * 


Boyd A, Clegg 


DECATUR, Ga. — Boyd A, Clegg, 72, 
secretary-treasurer of Wade Motor Co. 
who retired in 1954, died Jan. 23, 





Timken Ordered 
By FTC to Cease 


Exclusive Dealing 


WASHINGTON. — Timken Roller 
Bearing Co. has been ordered by 
the Federal Trade Commission to 
stop unlawfully requiring its dis- 
tributors and jobbers not to handle 
competitive products in the replace- 
ment market. 

The commission, issuing its own 
findings as to the facts and order 
to cease and desist, set aside an in- 
itial decision by Hearing Examiner 
William I. Pack, who had _ twice 
held that the evidence fails to es- 
tablish Timken has an _ exclusive 
dealing policy. 

The FTC opinion, prepared by 
Commissioner William C. Kern, 
said that Timken’s contracts with 
distributors and jobbers contain no 
“provision expressly requiring pur- 
chasers not to deal in the bearings 
of respondent’s competitors. It is 


well settled, however, that express 





written agreements are not needed 
to prove exclusive dealing.” 

FTC found that Timken follows a 
consistent policy of requiring ex- 
clusive dealing. 





New Volkswagen Agency Located 
In New Jersey Requires: 


SALES MANAGER — one preferred with VW 
experience and proven background of top- 
flight managerial ability in all phases of 
sales and business management. 


SERVICE MANAGER — strong VW experience. 
Prefer one formerly trained or associated 
with factory or distributor. 


Give full resume of background in first letter 
—references and personal history. Write in 
ae confidence to Box 2219, c/o Automo- 
tive News, Detroit 7. 


SALES MANAGERS WANTED. If you are 
a producing specialist on brake lining 
sales, we have an attractive paying job 
for you selling world’s finest brake ma- 
terials—-also sales specialists on bat- 
teries, springs, tires. Tremendous pos- 
sibilities with fast expanding national 
manufacturer, Many locations East, 
Central and West. Write qualifications: 
ambitions, age, address, phone, for im- 
mediate reply in confidence. Box 2145, 
c/o Automotive News, Detroit 7. 


SALES MANAGER—DODGE—In midwest 
college town of 60,000, Top opportunity 
for man who can build and manage new 





and used car departments. Established 
dealership with excellent facilities, Box 
2221, c/o Automotive News, Detroit 7. 





Remehieit: an: apthiestod- SUMRON rosiere wngeqed ld oft branches of the nutlen'é subcetan e 
RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH INSERTION. POSITION WANTED A 


T1c¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full no 
and address at regular rates. Add One Dollar ($1) per insertion for use of a box number. Replies te 
Box Number ads are forwarded to advertiser, enopanes. Shepluy ade: 912-00 Gur oateeny teat “CARRINGS 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. | 

| WANT AD DEPT., AUTOMOTIVE NEWS, 965 EAST JEFFERSON AVE. DETROIT 7, MICH. 





HELP WANTED 


PARTS SALESMEN WANTED 


Leading importer of top quality lines of 
parts for all imported and sports cars wants 
territorial representatives to sell to foreign 
car dealers and trade. Many choice terri- 
tories available. Send resume, information to 
Box 2210, c/o Automotive News, Detroit 7. 








SALES MANAGER for volume ‘‘Big 2’’ 
dealership on the East Coast, Must be 
proven producer now in a dealership that 


is making money, between 30 and 35 
years of age. $15,000 to $20,000 with 
opportunity to buy into dealership. Must 
be a top man, Complete résumé and 
recent photo requested, Box 2230, c/o 
Automotive News, Detroit 7. 

PARTS MANAGER WANTED for largest 


and long established importer of foreign 
automobiles. Must have executive man- 
agerial ability and experience in super- 
vising large staff, parts department with 
volume sales, Write qualifications, salary 


desired and previous employment record. 
Box 2231, c/o Automotive News, De- 
troit 7. 





PARTS MAN 
MUST BE TOP NOTCH 


Top pay. Pontiac. Chicago South Side. 
Box 2218, c/o Automotive News, Detroit 7. 








USED CAR MANAGER—Aggressive per- 
son with knowledge of the value of used 
cars and ability to handle sales personnel, 
between 30 and 35 years of age. Ford 
dealership handling 250 to 300 used cars 
monthly, located in the Philadelphia area. 
Salary plus percentage of profit, Send 
complete résumé and recent photo, Box 
2232, c/o Automotive News, Detroit 7. 


SALESMEN WANTED—Out of round tires 
can make you money, New invention 
makes recaps and seconds ride smooth 
at all speeds. Eliminates all wheel bal- 
ancing, tire truing and much front-end 
work. Salesmen wanted to make simple, 
fast, accurate demonstrations for dis- 
tributors, Write: D, Carlson, B & B 
Manufacturing Co., Box 816, Sioux City, 
Iowa, 

SALESMEN — top producing professionals 
only, High earnings opportunity in boom- 
ing Phoenix, Arizona, Opportunity for 
advancement with legitimate, aggressive, 
hard-selling, well established GM dealer 
with best reputation, heavy advertising. 
No ‘‘system’’ or ‘‘T.O.’’ Please don’t 
apply unless one of top three on present 
job. (Our top men make $10,000 to 
$13,000.) Send snapshot and experience 
résumé. Family men preferred—no drift- 
ers or boozers, Box 2191, c/o Automotive 
News, Detroit 7. 

SERVICE MANAGER—BUICK-RENAULT 
dealership. Wealthy community, Jersey 
Shore area opportunity, Box 2222, c/o 
Automotive News, Detroit 7. 





BUSINESS-OFFICE 
MANAGER 


GM experience necessary, M.H.D. experience 
desirable. Attractive salary plus fringe bene- 
fits. Write or call: R. D. Gorham, c/o Gorham 
Chevrolet, Inc., Easton, Pa. BLackburn 8-2386. 





Position Wanted 


Te encourage this classification for the 


benefit of those seeking employment, 
Position Wanted Ads are accepted at 
half regular rates, namely: 1¢ per 
word for each insertion. $1.00 per in- 
sertion for use of a box number. Cash 
in advance. (Half-rate does not apply 
to display ads in this section.) 


SERVICE MANAGER—15 
ence with Chevrolet dealer 
potential, Desire change, 
or Southeast U.S.A. Box 
motive News, Detroit 7. 

NEW OR USED CAR MANAGER for 
Southern Florida area available March 
1st. Sixteen years’ large volume Ford ex- 
perience, excellent references. Clark 
Booth, General Delivery, Hollywood, 
Florida. 

POSITION 
or assistant in 
ship, Experience: 


years’ experi- 
with 600 car 
prefer South 
c/o Auto- 


PARTS MANAGER 

Motors dealer- 

Manager Chevrolet- 
Oldsmobile dealership, attended Chevro- 
let Basic Parts School, held 10th place 
in Chevrolet Parts Managers’ Record 
Club, Desire to relocate in town of at 
least 10,000 population, Box 2234, c/o 
Automotive News, Detroit 7. 

SERVICE MANAGER—Qualified, top flight 
administrator with long experience in 
volume operation of service and parts. 
Sound understanding of all phases of new 
car dealer business, Now employed GM 
metropolitan dealer, will consider dealer 
with sound service and parts absorption 
in mind. Prefer Chicago area or the 
West Coast. Box 2236, c/o Automotive 
News, Detroit 7. 


WANTED— 
General 








POSITION WANTED DEALERSHIPS AVAILABLE 





GENERAL MANAGER General sales| CITY OF 75,000, 50 mile radius of Chi- 
manager, presently employed as general cago, successful import dealership avail. 
sales manager of Chevrolet dealership, able, excellent location, immaculate 
profit for 1960 was $201,000 net—sold building and busy permanent service, 
1,897 new, 2,140 used. Age 34, 12 years’ Outright purchase and lease available, 
experience, plenty of drive and enthus- Financing arranged if necessary. Box 
iasm to get the job done. I am looking 2156, c/o Automotive News, Detroit 7, 
for a progressive dealer who wants to —-- 





make $200,000 year, or more, Reason for | FLOR IDA “GOL D COAST, handling General 




















change, better incentive based on profits. Motors. Owner taking larger deal. Need 
Box 2211, c/o Automotive News, De- factory approval and approximately 
troit 7. $65,000 to buy and operate, Box 2186, 
FORD PARTS MANAGER—20 years’ ex-| ¢/0 Automotive News, Detroit 7. 
perience in all phases parts department TEXAS DEALERSHIP HANDLING FORD, 
operation, desires to locate = Arizona, Falcon and Thunderbird, Ideal location 
Be weer, Or Sere ee Eee A-1 on the outskirts of metropolitan area in 
references. Box 2223, c/o Automotive excess of 1,000,000 population, Excellent 
News, Detroit 7. _ ios elaine et a facilities and lease, Sales now run be- 
BUSINESS MANAGER - ACCOUNTANT. tween 300 and 400 annually, but with 
Florida resident. Volume GM and Ford aggressive management this figure could 
dealer experience, full responsibility for be doubled, Must have factory approval, 
accounting, forecasts, daily operating Write Box 2207, c/o Automotive News, 
controls and aiding dealer in overall Detroit 7. 
ane é any- |< 7 Low a en ———~s 
management, problems. Wu relocate any. | WEST TEXAS DEALERSHIP handing 
motive News, Detroit 7. Ford, located _in irrigated farm belt. 
GENERAL MANAGER or cles mana@er,| oo betes ter tak0eo, ean cae 
OS eae et a bhp ete rae , anc ixtures for $20, » Some terms. 
settled, experienced in all phases of sell- Box 2205, c/o Automotive News, De- 
ing, hiring, training of sales force, oe troit 7 
antee more volume and profit, Interested | —————____________¥_§_— 
only in dealership with initiative to im- DEALERSHIP HANDLING _ MERCURY, 
prove Box 2200, c/o Automotive News, Comet, Continental, North Carolina, 300,- 
Detroit > 000 potential in area of diversified indus- 
AUTOMOBIE = BUY bp RCAPPRAISER — ar eect ae oe oe 
+ - sae a a . <i and new facilities in downtown location, 
Finest background of experience and Box 2233, c/o Automotive News, De- 
know-how from buying at the curb, auc- troit 7. 
tions and dealers. Presently employed | —~—~~,— ee 
metropolitan area. Single, can locate any- AGEI i HANDLING aaa” rural cen- 
where. Exchange confidential information| ‘tl Illinois — or consider experienced 
and references. Write Box 2237, c/o Au-| Partner. Investment necessary. Reason, 
tomotive News, Detroit 7. + os 2225, c/o Automotive 
— — - z s, t. 
cRNE > EP — ae a shel 
GENERAL SALES MANAGE 2 of medium FOR SALE IN MAINE: Wonderful oppor- 
size Ford agency desires relocating to ead ith th 
Manhattan, Westchester, N. Y. or Fair-| tunity for someone with the necessary 
field County, Conn, agency with poten- finances to purchase the most desired car 
tial of 600 to 1,000 new units. Thirty- franchise, 150 car potential, Showroom, 
five years of age, graduate of a dealer| Well equipped service and ye departs: 
training institute, 12 years’ automotive scone igh ng ve hchamemiane 
experience, thorough knowledge of all toute 2. OX £220, C/O 4 a ’ 
phases of dealership management and Detroit 7. dioica - ‘ 
operation. References and complete résu- MISSISSIPPI GULF COAST - 2 Handling 
mé on request. Available after reasonable Lincoln, Mercury, Comet, English Ford— 
notice to present employer. Box 2238, 30,000 population, 60,000 trade area, 
c/o Automotive News, Detroit 7. Fastest growing area in South. 250 new 
ACCOUNTANT-BUSINESS MANAGER| C@! average past ten years. Complete 
with volume GM and Ford experience, service, body, yo 70% an +18 On 
qualified to operate efficient office, control| tion. $10,000 a Freee te sage 
expense, prepare daily operating control tools, shop, office a eaten rae . 
and aid dealer in overall management. $15,000 cash to buy. Building 8,000 sq. 
Box 2239, c/o Automotive News, De- ft., also ten car covered outside display 
troit 7 . and 75 car hard-surfaced display—well 
eee lighted, best looking, most modern deal- 
DEALERSHIPS AVAILABLE ership in center of city on four lane 


main street. Sell or lease real estate. Ill 
health and retirement reason for selling. 
Box 2241, c/o Automotive News, De- 
troit 7. 


AGENCY HANDLING RAMBLER, 175 car 
potential, 25 years same _ location—San 
Joaquin Valley. Owner retiring. Box 2188, 
c/o Automotive News, Detroit 7. 


CARS FOR SALE 


gp ATTENTION 
FLEET OWNERS! 


LEVITTOWN 
RAMBLER 


IS EQUIPPED WITH THE 


EXPERIENCE ano te 
INVENTORIES 


TO HANDLE ALL RAMBLER 


FLEET NEEDS! 


CONTACT JACK SCHWARTZ 
LEVITTOWN RAMBLER 


3130 Hempstead Turnpike, Levittown, L. I., N. Y. 
Minutes from New York City 


PErshing 5-9400 
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DEAL E RSHIPS" AVAILABLE BUSINESS OPPORTU NITIES CARS FOR SALE TRUCKS FOR SALE me MISCELLANEOUS _ 
ail ns | SED CARS—completely equipped. Present TWO 32 FT. TANDEM flatbed Trailmobiles | guyyuuseeeeeeeeeeeeeeemmmemmemns 
Dealership Available volume 250 annually using 43 of facility. ‘artnet tae cat Gan ae ee aoe 
CENTRAL FLORIDA Lease $250. Six months advance rent only ah ae —————— open top Frameat. 3% catarne WHY SETTLE FOR LESS 
. ‘ requirement. Partner available if de- A I Ss I * , be - Bs see 
Located in center of Florida's famous citrus sired, San Diego suburb, main street. mpie supply o clean. R. L, Beardsley & Co., 496 W. 
belt for over 30 years. Handling Chrysler- Great potential. Box 2213, c/o Automo- ae St., Riverdale, Ill, WaAterfall | No Other Tow Bar 
|mperial- Plymouth- vAX LOSS tive News, Detroit 7. e PJ 8-1700. Can Give You These 
Land—90-ft. x 235-ft; 2-story building 90-ft.| FOR SALE OR LEASE—Filling station, L A , Outstanding Engineering Features 
Il sell or lease. Write Box 2227, c/o motel and truck garage. Buildings one | 
sleet. wv ews Detroit 7. | year old, approximately 1% acres. Write *CADALLOY STEEL CAST 
Autom | or call: Edwards Motor Co., Lexington, 10 Tow Trucks | COUPLING HEADS LINED 
Kentucky, Phone: 2-S8709., | 
3~Dealership handlin Pontiac, aatannanetainitiiginail a at uaquanediaits ss 
= a men ler oak GMC. uriaeess high CARS FOR SALE '49-'57 CHEV., DODGE, FORD, WILLYS| TO PROTECT CAR BUMPERS. 
uick, sett iat Sa - _ 4 pail 
aa, carats, 10,000 poretatie, come | 4 W.D. INT., GMC, I-ton to 4-0n, $700- @ 
arts ane « : f 
only, Box 2228, ¢/0 Automotive News, Oe ae *CADALLOY STEEL CAST 
j _Detfol +. HANDLING PONTIAG-aza||| _"MPORTANT NOTICE ||| 1960 - 1959 - 1958 -YOKES WITH HEAVY DUTY 
I RSHIP HANDLING PONTIAC and 
| PENG trucks in North Central New vork || | Beslers erecewtionsd, thtaanctnes MOST MAKES TUBULAR STEEL "V" 
No real estate. Must have factory | 
— | eaauvs al, Well equipped service and parts pag Sz. eee a om SECTIONS TO RESIST 
tments. Must be sold to settle es- ce 
tate, Box 2240, c/o Automotive News, excise —_ pos — have not GAS TRACTORS STRAIN & STRESS. 
i a ; been paid on the vehicles. | *C 1 St i c ti 
il Detroit 7 ERS DRE One Ten 1959 Ford FIl00s, 156” W.B., 534 cu. in. adalloy Steel Castings 
| SALES MANAG . ne-thirc engine, 8-speed R.R., axles 9,000 and 23,000 +s : Sab 
“y interest available in dealership handling CHEVROLET Ibs., 10.00x20 tires, 10-hole Budd wheels, two Minimum Yield Point: 
a 500 to “1,000 new Lincoln, Mercury, CARS FOR SALE 60-gal. cyl. tanks, tractor package, semi-auto- | 46,000 Lbs. Per Square Inch 
x | Comet, English a anne — i _— a B'way & 133rd St., N. Y. C. matic 36-inch 5th wheel. Ready for the road. 
7, Lok i hoe el Aa La tli ete tng >|1960 CHEVROLET TAXI PACKAGE—Re- Needs some appearance reconditioning. 
= quired: oe Gamer nee uae ees possession. Black, less than 2,000 miles. ed Hogan AD 4-6000 Two 1959 Ford Tilt Cab Tandems, 228-inch| UNIVERSAL SWIVEL ACTION 
al from f $1,495. Framingham Auto Sales, 130 W.B., axles 15,000 and 38 M_ Hendrickson 








suspension, 3-T Fuller Aux. Trans. two 60-gal.| ON COUPLERS FUNCTIONS 
tanks, 10.00x20 tires, 7.5x20, |0-hole Budd|-|N UNISON WITH SPRING 


ts). Option for total buy-out. Address: = yeh . a aa Rnvste 
Saward Burns, Leeds Lincoln-Mercury, sare St., Framingham, Mass. TRinity 
y 989 Broad St., Newark 2, N. J. 9-9107. 











6, Inc., pee pmeenicne wheels. Ready for the road. Needs some ap- 

ae ALERSHIPS WANTED ae 761 V Ik pearance reconditioning, Contact: . SUSPENSION ON ALL CARS 
). GENERAL MOTORS DEALERSHIP. One- Oo swagens RD OT R FOR SMOOTH & SAFE 
n half million cash available for immedi- VOLKSWAGENS * e FO M ° co. | 
in ate purchase. a oe eee, ae Fully Americanized Box 5588, Terminal Annex, Denver 17, Colo. | TOWING. 

tential ow have medium-size ' ‘ ' ea 

2 General Motors dealership. Factory has 1961s—All Models e om 
b been assisting in search, Will buy prop- pearane IN STOCK BOLTS, NUTS & WASHERS 
, W ply to Box 2235, c/o Auto- Pa a ee ee 
L cctive News, Detroit 7. ge ya a Immediate Delivery _____ SHOP EQUIPMENT FOR SALE ARE USED TO MAINTAIN 
5, —PEALER SERVICES co ee e LARGE NEON MERCURY SIGN—Good| SNUG FIT OF ALL CONNECTIONS 





CHECK OUR PRICES condition—$125.00. C. S, Snyder & Sons, | NO RIVETS TO LOOSEN AND 


Excise Taxes Paid _ Orrville, Ohio, MU 2-2040. | CAUSE PREMATURE WEAR 


CAR GAR DEALERS! Send for free Dealer Sales 
Brochure worth $2.20. Peterson’s 




















g Aids TO) oa are 
F Advertising, Dundee, Illinois. CAR WHOLESALERS, INC. MINIATURE VEHICLES _____ SHOP EQUIPMENT WANTED ‘ 
e 1555. Jerome Ave., New York 52, N. Y. <7 Clasin fives Cette, 0 b DYNAMOMETER: For heavy duty trucks. | eS 
. SS cy 9-8040 a See Write very detailed information and best | 
: TWO ESSENTIAL SERVICES ee N. 4. phone: Bigelow 2-6161 price. Neely Coble, Jr., 425 Sixth Ave. | THE SUPERIOR 
N. Y. phone: WHitehall 3-7390 South, Nashville, Tennessee. Phone: AL | 
s Rr 7 | 
, INVENTORY SERVICE In North Carolina contact: James Allison, __5-0561. a x | BLUE CHIP 
z Parts, accessories and similar goods. E. M. _ Sate Aadien as MISCELLANEOUS af T PIL T 
APPRAISAL Ss ERVICE 1961 Swiss Watches For Premiums 
; a ect dasaeen cng ER ey : ~ CARS WANTED _ "|| Mens | J sport watch $2.95 each. With Lubricated Automatic Brake 
- "Ropertt, Tax, Banking end Insuronce VOLKSWAGENS WANTED—LATE MODEL WRECKS and ||| Mens ! J) water resistant - . . . $4.28 each. ||| oad Graeme Cau 
j are £ ae ‘ , ' eee . . | oe . 
i Write for free pase cate. - ae. ass Ave., | Ladies | J sport watch $3.80 each. Dealers’ List Price, F.O.B. Factory. . .$69.80 
, “Hidden Earning Power” booklet. GADILI a 7 THOUSINES - ease 73s Ladies | J water resistant . . . $5.00 each. ||| Dealers’ 25% Discount .......... 17.45 
; AUTOMOTIVE INVENTORY & APPRAISAL CO. so aula ile ste ge 8 << s : 8. Min. | dozen, leather straps . 25c each. ||| Dealers’ Net with 4 
10040 Freeland Ave. Detroit 27, Michigan ALL TAXES PAID cane se aes ani ae | Expansion bracelets, 60c ea. Free catalog.|1| standard plus 2 Large $52.35 
ed Ss caalial fis i 3 TRANSWORLD, 565 Sth Ave., _N. v.'<, 17) | Adapter Clamps Fed. Tax. Inc. 


WeEbster 3-6445 
: Es | EPrices Include Excise Tax, Cus- 
THE FAMOUS 


| toms, Insurance, Freight. Deliv- WANTED 
: 1961 Auto Costs! ered to your door with proper aaa Eee ae SW GUIL 
Discover how much your Deal's cars really| # papers. Fully Americanized. 1961 CADILLACS with Regular Draw. Beam $395° TOW GUIDE 


(cost. The book, "AUTO COSTS," gives you We need new Cadillacs for our leasing! Universal Wrist Action Bar 























mathe factory invoice prices of all 1961 American Cars in Stock For . ; x i iversal ivel Action! 
; jars, 25 foreign cars, 4 American trucks, and . ss operation. Dealers protected. Replies con- | ABLE LONG Se” Draw $ 501) Wik Calveven! Swivel Hewes 
| all their equipment. Used by dealers and Immediate Delivery fidential. BEAM BAR AND STEERING | Four Clamp Hook-Up 
banks nationwide. Order your ‘6! edition . GUIDE CABLES Dealers’ List F.O.B. Factory ................ $59.80 
__ today for only $10—three year subscription $18 Call or wire for Executive Lease Purchase - Dealers’ 25% Discount ..................:.-+ 14.95 
(including all supplements). * Divisi TRAIL KING $3750 Dealers’ Net with 4 $44 85 
AUTO COSTS, Spencer Publishing Company, — oa BALL BAR...... ae te it ‘ 
Liberty, N. Y. - Spe ee Ee a P. O. Box 216 Compac-Tow Intra- * $3750 
WE SELL TO SELL AGAIN Fairfield, Connecticut State Tri-Bar .... a 
' 
in * SPECIAL, 3 FOR $100.00 ON THE BALL 





SINESS OPPORTUNITIES 
GOING CONCERN. Large used car deal RF & WwW WHOLESALERS 


on world famous Camelback ‘Road in 


Phoenix, Arizona, where business is good OF AUGUSTA 


twelve months of the year, This deal is 











TOW PILOT 


with *Cadalloy Steel Safety Coupler 





Automatic BrakinG 














worth investigating if you have the Dealers’ List F.O.B. Factory ................ 51.00 
eerney See + —— a ve cae 841 Greene St. W A N T f D I unt ae 51° eoares 25% iianeedan _ ae a 
a month deal. Favorable lease, excellent ° . 3 ’ 
wit Say on, Baas tee eee, Augusta, Georgia Used Valiants, Comets, Incldg. BRAKE HOOK-UP | Soules akes © heee $38.25 

c lasing arge new car dea In an- . - F d Tax. Inc. 
other city. Please contact Alan Foster, PH: Park 2-5565 QUANTITY USERS—-GET OUR Adapter Clamps ws 
WHitney 5-3172 or write to 7000 East Falcons, Corvairs, Larks DIRECT FACTORY DEAL a 
Camelback, Scottsdale, Arizona, All Models T | 

ack, Soot — . me ow Bar Sales Co.} ial Di 
aaa CARS FOR SALE esac se | hal ig ini etna Ss ° Substantial Discounts 
Exclusive Factory Distributors ° ib 
: ' Ss Saale i. tae Oiiitees” tee DE 2-0700 AN 3-8888° Nites: BA 1-8717 To Distributors 

Dealers! Here’s how to sell the '/-don’t-like-the-co/or” prospects ' . Call Collect We poy cherges Write for Illustrated Catalog 


801 Southwestern, Chicago 12, III. 


40 So. Clinton St., Chicago 6, Ill. PILOT DISTRIBUTING CO. 
Factory Sales Division 


BUY THE CAR YOU NEED | BATTLE CREEK 9, MICH 
WHEN YOU NEED IT FROM 4 ome -—ne » rene 8 Shey 6 Stee 





Buicks, Pontiacs, Mercurys, Edsels, DeSotos for the nation . , os 
| ee ee TOP AUTO AUCTIONS since 1939 


AUTOMOBILE EXCHANGE 
IIll Saviers Road, Oxnard, California | 
_ PARTS FOR SALE i ‘(‘itiés~™ ] 
LLOYD PARTS for all models. Complete 
& stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
i 2-7491. 

















Lauderdale, Florida, JA 
3 FOREIGN CAR PARTS LIQUIDATION. 
Late-model cars are available to used car Over $97,000.00 close out Jaguar, Volvo, 


Hillman, MG, Alpha, Triumph, Mercedes 


y and Lucas, Fast service, excellent dis- 
dealers now. A Hertz office near you may count. Jack Pry, Ltd., 1539 Pennsylvania | 





| 

| 

Send Automotive News to Address Below | 
U. S., Canada and U. S. Possessions | 
One Year $9 [] or Two Years $16 [] | 
| 

| 

! 

l 

! 

| 

! 








have the car you’ve been looking for! eee. 6. S:. ean See SF} 
_ ‘ LLOYD PARTS—complete stock, Prompt All Other Countries — One Year $13 [] or Two Years $22 [] 
evrotets, ront i ords, shipment, Greene County Motors, Cats- . 
‘ = kill, _New York, Phone: 2000. 
‘adillacs — ee PARTS WANTED | 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
! 
t 4 NEW AUTOMOBILE AIR CONDITION: | AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
ig au omatic ERS and parts, obsolete or surplus. Price | 
must be right. Beach Auto Service, P.O.|| TO 
os and Box 4052, Columbia, South Carolina. 
Phone: ALpine 6-2313, | 
| : NEW CHRYSLER - PLYMOUTH .- FORD | | 
PARTS, ’'28-'41. Running boards, fend- | 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


il ers, hood ornaments, accessories, etc. | 
IW aval able List parts by numbers or description in 
first letter, Sarnoff Sales, 1167 Park, 
Vineland, N, J. 

TRUCK EQUIPMENT WANTED 
WANTED—12 HOLMES & MANLEY 
HERS? Mis eR IN in ¢ ITY CRANES—heavy and light duty. Fram- 
. . . — 7 TODAY ingham Auto Sales, 130 Waverly St., 
Framingham, Mass, TRinity 9-9107, 





TRADE CONNECTION: 


Car Dealer (1) Truck Dealer [7] Manufacturer [] 
Jobber [] Insurance [] Financial [) Supplier [] 








x [. B. Spai BUSES FOR SALE 

Pag ne Hert : 1 FOR SALE: 14 SCHOOL BUSES, mostly 
- - F : 54, '55 and °56 models, Priced to sell. 
- | : son A Also one 1959 Autocar tractor, reason- 
able. Wheeling State Bank, Wheeling, 


Illinois. a es es ss ee ee ee ee es ee ee ee ee oe 








Make a Citi vicwices OTE ERT CLEC CEE TT ros ear Pees! 





i A 19 Ea OM Oeey sik er atewaa os. 
VU aM LU a) ee a al BY 
saajalMRS.ALLENS BABY 15 DUE ANV |[“Don'T WorRY,DOC! LUCKY I CAME BY... ILL HAVE 


=SIpe= | minute Now! AND HERE | AM..|| You OUT IN A SECOND. STOPIN TO SEE ME... ILL 
Z STUCK IN THE SNOW! SHOW YOU HOW TO PREVENT THIS IN THE FUTURE! 


AWA 
eS "FH 
EZSEEZESZESZB 


\|'Se,Doc | 1 ONE REAR WHEELHAS || “IN SNOW,OR MUD OR SAND, YOU MOVE ON 
TRACTION You GO! Yiknow. THE|| THROUGH... IFONE WHEEL CAN GRIP | 
STORK WONT WAIT EVERY TIME|| 74 L/M/TED SLIP OUFFEREN TIAL & 

YOU GET STUCK!’ DIRECTS POWER To THE WHEEL WITH TRACTION! 


—=. 


ee == 


LIMITED SLIP = ." 


SS eS 
SZ FE aun 


p mons! 


>: ae » " to gs ne 
rr umirepsup[ e 


, 


. — % oS aa 
| OO : 
La Bm 


SOLD! IN My NEW CAR 1 WANT A " THANKS TO DIFFY AND MY 
LIMITED SLIP DIFFERENTIAL...|| LIMITED SLIP DIFFERENTIAL 
| CANT AFFORD TO GET STucK/” ee ANYWHERE « 


"ORDER L/MITEP SLIP 
DIFFERENTIALS ON ALL 7 , 
You 6/ DEMONSTRATORS. Speer 








